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Stock Underwriting by Lines 


. T. M. Alexander, Sr. 
Guideposts to Survival. . . . . . . . « Frank Lang 
Mental Health Insurance . . . . . . John D. Porterfield, M.D. 
All Risk Physical Damage Insurance. . . . . Bradford Smith, Jr. 
Making Surveys Practical. . . . . . «. James J. Chastain, Jr. 
Management Decisions (Part Il). . . . . Guy Fergason 
Document and Audit Control. . . W.-K. Still 


Service for the Customer . . ; : Frank E. Mueller, Jr. 


News from London . . Denzil Stuart 
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7 IS YOUR OPPORTUNITY to secure an unusual 


agency contract if you can meet our qualifica- 
tions. Contact the Home Office of the Group for 


further information. 


AUTOMOBILE Retrospective Contract Agents 


The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 


mission Contracts. 


MOBILE HOME Agents 


The St. Louis Insurance Group offers attrac- 


tive Agency Commission Agreements for Fire, 


yew Theft, Combined Additional Coverage, Vendors 
Single Interest and Collision on Mobile Homes. 


CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing 


ST. LOUIS INSURANCE GROUP 


WASHINGTON FIRE AND MARINE INS. CO. ST. LOUIS FIRE AND MARINE INS. CO. 
MIDWESTERN FIRE AND MARINE INS. CO. THE INSURANCE COMPANY OF ST. LOUIS 


4144 LINDELL BLVD OLIVE 2-2000 ST. LOUIS 8, MO. 
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... for Radioactive 


Contamination Coverage 


Users of radioactive materials are increasing in al- 
most every community throughout the country. 
Aware of the hazards of radioactive contamination, 
they are receptive to special insurance protection 
now available in many states. 


Many A&tna Casualty agents are letting their 
policyholders and prospects know that such cover- 
age may be added by endorsement to their standard 
Fire policies. In doing so they gain the respect of 
the entire business community .. . stamp them- 
selves as alert, progressive, forward looking agents 
... establish contacts which often lead to the plan- 
ning and writing of entire insurance programs. 


Etna Casualty is a leader in this field... not only TYPICAL PROSPECTS 
in the writing of radioactive coverage, but in the INCLUDE 

special qualifications of its engineering staff to 
evaluate the effectiveness of current safety pro- 
grams and minimize the danger of contamination. Hospitals 
Backed by these broad facilities, A°tna Casualty 
agents offer the best possible service to users of 
radioactive materials. 


Water Companies 


Pest Control Companies 


Farmers 

Soap Manufacturers 
Send for our descriptive brochure on the Radio- 
active Contamination Endorsements ... or contact Educational Institutions 


4 your local 4#tna Casualty Field Office. Producers of Petroleum Products 


And many others 


ATNA CASUALTY AND SURETY COMPANY STANDARD FIRE INSURANCE COMPANY 


Affiliated with Atna Life Insurance Company «+ Hartford 15, Connecticut 
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UNITED STATES 
CASUALTY COMPANY 


Marine 


Home Office 


60 John St. New York 38, N. Y. 


Do you know about 


ANY INC, 


WEEKLY NEWS DIGEST? 


Its 


two editions bring their readers, 


every Monday 
morning, fresh, concise authoritative reports on last 
week’s legal decisions, policy changes, production figures 
and stock offerings, vital information you get continu- 


ally from BEST'S WEEKLY NEWS DIGEST! 


Published in two separate editions, Life and the Fire 
and Casualty, BEST'S WEEKLY NEWS DIGEST is a 
must for outstanding company executives and forward- 
looking agents. 

to 


A. subscription either edition costs fifteen dollars 


annually. 


ALFRED M. BEST COMPANY, INC. 


75 Fulton Street, New York 38, New York 


Best’s Insurance News—Fire & Casualty Edition 


General Offices, Best Building, 75 Fulton Street, New York 38, N. Y. Second-Class Postage paid at Rensselaer, N. Y. 
and Canada, $4.00 (two years $6); Foreign, $5.00 (two years $8). Single Copies 50 cents 


Postmaster: Please send change-of-address notices to: Best's Insurance News—Fire & Casualty Edition, Best Building, 75 Fulton St., N. Y. 38, N. Y. 


1958 1959 

End of 30 Fire 30 *500 30Fire 30 *500 

Month & Cas Life Stocks & Cas. Life Stocks 
January 28.3 144.0 41.7 37.5 191.5 55.4 
February 28.7 142.3 40.8 37.8 186.3 55.4 
March 29.0 142.6 42.1 37.3 184.5 55.4 
April 29.2 142.3 43.4 37.5 188.7 57.6 
May 29.1 146.2 44.1 36.5 183.4 58.7 
June 29.8 147.8 45.2 35.2 180.3 58.5 
July 30.5 159.2 47.2 37.4 198.0 60.5 
August 30.7 160.9 47.8 
September . 30.6 163.0 50.1 
October 33.2 170.7 51.3 
November 34.4 187.8 52.5 
December 36.7 191.0 52.5 


Best’s Stock Index 


INSURANCE STOCKS 


Index base for the three above, 1941-43 = 10 


* Standard & Poor's daily stock price index of 425 industrial, 25 railroad 
and 50 public utility stocks combined. 


Building Cost Index 


puss 

Avg. June Avg. June 

1939 1959 1939 1959 
Boston 210 736 Minneapolis 202 676 
New York 219 755 Kansas City 209 632 
Buffalo 205 741 St. Louis 208 688 
Baltimore 198 715 Atlanta 186 771 
Philadelphia 196 687 Dallas 171 623 
Pittsburgh 219 685 New Orleans 194 712 
Cincinnati 209 683 Denver 195 620 
Cleveland 206 706 Seattle 196 692 
Chicago 205 643 San Francisco 183 658 
Indianapolis 206 698 Los Angeles 167 687 
Detroit 208 738 —_ 
Milwaukee 209 722 National Average 200 694 


ene 


This index (1918 = 100) applies to construction only and does not in 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system. etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 

and therefore should be used only as a trend as it is not applicable to 
specific buildings. Furnished courtesy of the American Appraisal Com 
pany. 


Published monthly by Alfred M. Best Company, Inc. Publication 
Office, Columbia Turnpike, Box 232, Rensselaer, N. Y. Executive and 
Subscription rates: United States 
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Fire and Casualty Companies 


Aetna Casualty 

Aetna Insurance 

Agricultural Insurance 

American Equitable Assurance 
American Home Assurance 
American Insurance 

American Re-Insurance (A) 
American Surety 

Bankers & Shippers Insurance 

Boston Insurance 

Camden Fire Insurance 

Continental Casualty 

Continental Insurance (G) 
Employers Group Associates 
Employers Reinsurance 

Federal! Insurance 

Fidelity & Deposit Co. of Md. (H) 
Fireman's Fund Insurance 

General Reinsurance 

Glens Falls Insurance 

Globe & Republic Insurance 

Great American Insurance 

Hanover Insurance 

Hartford Fire Insurance 

Hartford Steam Boiler Insp. & Ins. (B) 
Home Insurance Company 
Insurance Company of North America 
Jersey Insurance Co. of N 

Kansas City Fire & Marine Insurance 
Maryland Casualty 

Massachusetts Bonding & Insurance 
Massachusetts Protective Association 
Merchants Fire Assurance (1) 
Merchants & Manufacturers Insurance 
National Fire Insurance 

National Union Fire Insurance 

New Amsterdam Casualty 

New Hampshire Fire Insurance 

New York Fire Insurance 

North River Insurance 

Northeastern Insurance 

Northern Insurarce 

Northwestern National Insurance 
Ohio Casualty Insurance 

Old Republic Insurance 

Pacific Indemnity 

Pacific Insurance 

Peerless Insurance 

Phoenix Insurance 

Providence Washington Insurance 
Providence Washington Insurance, Pfd 
Reinsurance Corporation of New York 
Reliance Insurance 

St. Louis Insurance ‘'B"’ 

St. Paul Fire & Marine Insurance 
Seaboard Surety (A) (K) 

Security Insurance 

Springfield Fire & Marine Insurance 
Springfield Fire & Marine Insurance, Pfd 
Standard Accident Insurance 

U.S. Fidelity & Guaranty 

U.S. Fire Insurance 

Westchester Fire Insurance 


Life Companies 


Aetna Life 

American National Life 

Bankers National Life 

Business Men's Assurance 
California-Western States Life (G) 
Commonwealth Life (Louisville) 
Connecticut General Life 
Continental Assurance (A) 

Franklin Life 

Government Employees Life (1) 
Gulf Life 

Jefierson Standard Life 

Kansas City Life 

Liberty Nationa! Life (A) 

Life & Casualty 

Life Insurance Company of Virginia (C) 
Lincoln National Life 

Massachusetts Indemnity & Life 
Monumental Life 

National Life & Accident 

North American Life (Chicago) (D) 
Philadelphia Life (E) 

Republic National Life 

Southland Life (B) 

Southwestern Life 

Travelers 

United States Life 

West Coast Life 

(A) Adjusted for 25% stock dividend 
(B) Adjusted for 33'/;% stock dividerd 
(C) Adjusted for 4% stock dividend 
(D) Adjusted for 5% stock dividend 
(E) Adjusted for 20% stock dividend 
(G) Adjusted for 10% stock dividend 
(H) Adjusted for 2 for | split and 12'/2% 
( 

( 


) Adjusted for 100% stock dividend 
K) Adjusted for 2 for | split 
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Insurance Stocks 


Over-the-counter Market 


Furnished through the courtesy of The First Boston Corporation 


1959 Range 
High Low 
200 164 
8! 62'/> 
28'/, 
4b 37'/2 
43 33'/, 
32''5 
26'/; 
69 56 
36! 31% 
% 
137 110 
60 473, 
80 62 
58 
70 58'/> 
62 42% 
63 53'4 
70'/; 
403, 
24% 18'/, 
47", 
46'4 % 
207 172 
108 83'/4 
565s 46 
147 117 
43 30 
28 25 
43 333, 
40'4 30'/2 
7 66 
45'5 313, 
16% 12 
140 110 
4634 383, 
57 44 
50 42 
3734 31 
4S\4 36 
173 1134 
52% 43\4 
$5 
% 24\/4 
18 
75 54 
69 53 
23\/4 
84 72 
2534 173, 
43 38 
2275 17 
54 47 
20 7 
42% 
483 33 
37 28 
103 
633 52 
93 77 
4% 28 
28'/4 
1959 Range 
High Low 
268 
12% 8% 
30’ 23 
44\4 39\4 
120 100 
29 20 
393 312 
176 135 
8s 673, 
85 53'/, 
97 
1660 1450 
58\4 38 
26'/4 20% 
60 50 
256 192 
58 43 
77 60 
12 10S 
20 
743, 58 
803, 63 
108 
189 136 
10! 80 
Si 39 
45 36 


stock dividend 


Bid Price 
I/3/59 


REINSURANCE BROKERS 


‘ Exclusively 
4 
4 
* More than a quarter century of constant 
% progress and growth through unexcelled 
4 ‘ 
service to insurance companies, 
* FIRE *® AVIATION 
*® CASUALTY * LIFE 
* BONDS * MARINE 
* WINDSTORM HAIL 
* ACCIDENT AND HEALTH 
4 
A é 
¢ A. E. STRUDWICK CO. | 
4 
* 810 Baker Building 208 South LaSalle Street ‘ 
% Minneapolis 2, Minnesota Chicago 4, Hlinois 
Ederal 9-5847 CEntral 6-9141 ‘ 
Large Enough to Serve You Well... 
Small Enough to Want to ‘ 


A strong 
Multiple Line 
Stock Company 


writing 


FIRE and CASUALTY 


Organized 1922 


INSURANCE GOMPANYoALABAMA 
HOME OFFICE 

HOOVER, on HIGHWAY 3! SOUTH 


P. O. BOX 1788, BIRMINGHAM |, ALA. 
WM. H. HOOVER, President and Chairman 


: 


Home Office Building of “The Employers'’ 


uw 


4 + 
184 
70 
303, 
39 j 
263, 
43 
20%, 
3 
33 
% 2 
126 
56 
663, 
50%, 
60 
344 
20 
407% 
38'/4 
505, 
: 131" 
34 
26 
j 
3 
70 
38! 
123, 
123 
382 
47 : 
33 
39 
45 
109 
12; 
56 
2534 
773, 
2! 
9 
21 
47'/; 
5634 
383, 
42'/3 
W% 
104 
87'/> 
29'/2 
Bid Price 
247 
24'/; 
40'/; 
26’ 
387 
1475 
54'> 
233, 
: 53'4 
243 
45 
67 
163, 
68 
73 
97 
143 : 
3 
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designed for better 


insurance ADP 


Fu realization of the advantages of Automatic 
Data Processing are yours with R&S “Reddi- 
Speed” continuous forms. Unmatched technical 
excellence is assured by our combined experience 


in data processing and policy printing for insur- 


ance companies. For example, on policies, text is 


guaranteed to be in accordance with bureau 


release. 


Fast deliveries are assured too, because we 


operate our own up-to-date press equipment 
capable of turning out the most popular forms 
in volume. 


Your inquiry is invited — for full information write Dept. B 


RECORDING & STATISTICAL CORPORATION 


Executive Offices: 176 Broadway, New York 38, N. Y. 


REDDI-SPEED'’ CONTINUOUS FORMS ‘‘REDDI-SNAP'' CARBON INTERLEAVED FORMS 
SHORT-WRITE’’ AND OTHER POLICY FORMS * INSURANCE DATA PROCESSING 


BOSTON 25, MASS 55 Wm T Morrissey Blvd. AVenue 2 8007 

CHICAGO 6, ILL. 216 W. Jackson , ANdover 3 1503 

DANVILLE, ILL. 2815 Vermilion St., DAnville 66111 

SALES WEST DES MOINES, IOWA 900 17thSt. Blackburn 5 1622 

MINNEAPOLIS, MINN. 3841 Drew Ave South. WAlnut 2 5922 
OFFICES NEW YORK 38.N. Y. 176 Broadway. BEekman 3 4434 

TORONTO 2B, ONT. 650 King St. West, EMpire 2 3257 

WEST COAST 471 No Shaffer. Orange. Cal. KEllogeg ? 1162? 


PRINTING PLANTS: BOSTON, MASS. + DANVILLE, ILL. * TORONTO, CANADA 
STATISTICAL OFFICES: NEWYORK * BOSTON * CHICAGO « SANFRANCISCO * MONTREAL * TORONTO 
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company developments Dalles, Te 


Merged 
CALIFORNIA Licensed with and int : 
A ltrads L Aneniax, iim Merchants and Farmers Mut. Fire Ins. C Worceste Ma 
Admitted OREGO Examined 
he Fire and ’ t { Conr West Hartford. Conr reaon Hospital & Healtn A 
seneral F ind Casualty New York. N. Y RHODE IELAND Admitted 
Merchant and Bu Men Mutua! Fire Ir 
ILLINOIS Licensed UTAH Admitted 


Admitted Jelity & Surety C ‘Akt 
M New York. N. Y Wut. Slr Worcadier, 
Atlanta, Ga. WYOMING Admitted 
MAINE Admitted Utica Mut. Ins. C U N.Y 
Reliable ALASKA Admitted 
MARYLAND Admitted Allstate insurance C Skok 
North An R ince Cort New York, N. Y NOVA SCOTIA Admitted 
Nat td. (US Branct Miami. Fla Lombard Ins. C Ltd kK 
Examined 
Hart Be A M 
Md Nat Be A Ma 
MONTANA Admitted 
rr Five Mesa Ary 
: L Ne b 
. = Worcester, Ma All meetings are annual unless otherwise specified. 
NEVADA Admitted 


, Natl. Ins. Assn., 39th annual, Sherman, Chicago. 
8-10 Canadian Fed. of Ins. Agents, Chanticleer, Ste. Adele-en- 
Miami, Fia haut, Quebec. 
ew MEXICO Admitted : 9-11 Maine Assn. of Ins. Agents, Samoset, Rockland. 
Angele 9-11 Washington Assn. of Ins. Agents, Davenport, Spokane. 
EW YORK Merged 10-11 Conf. Mut. Cas. Cos., yer & agency conf., Conrad 
wego, N. | 10-1 Minn. Assn. of Independent Ins. Agents, 62nd annual, Hotel 
Duluth, Duluth. 
IN. Assn. of Casualty Accountants & Statisticians, fall meeting, 
Withdrew Statler, NYC. 
: M 13-15 Minn. Assn. of Mut. Ins. Agents, Nicolett, Minneapolis. 


13-15 Oregon Assn. of Ins. Agents, Marion Hotel, Salem. 


Examined ; E 13-15 Pa. Assn. Ins. Agents, Bedford Springs Hotel, Bedford. 
13-16 Idaho Assn. of Ins. Agents, Sun Valley. 
wacnems, 14-15 New Jersey Assn. of Ins. Agents, Traymore, Atlantic City. 
14-16 Nevada State Assn. of Ins. Agents, Elko. 
14-18 Assn. of Superintendents of Ins. of the Provinces of Canada, 
Algonquin, St. Andrew, New Brunswick. 
15-18 American Institute for Property & Liability Underwriters, 
a : Inc., annual & seminar, Ambassador, La. 
15-18 Mut. Loss Research Bureau, mgrs. conf., Edgewater Beach 
16-18 lil. Assn. of Mut. Ins. Cos., 56th annual, Pere Marquette, 
16-18 Society of Chartered Property & Casualty Underwriters, 
annual meeting and seminar, Ambassador, Los Angeles. 
. 17-18 Kansas Assn. of Mutual Ins. Agents, La Mar Hotel, Salina. 
Wy iy 17-19 La. Assn. of Mut. Ins. Agents, Inc., Monteleone Hotel, New 
Orleans. 
17-19 New Mexico Insurors, Inc., Western Skies Hotel, Albu- 
querque. 


20-22 Mut. Ins. Agents Assn. of Indiana, Vendome, Evansville. 

20-22 West Va. Assn. of Mut. Ins. Agents, annual fall meeting, 
Danie! Boone Hotel, Charleston. 

20-23 Natl. Assn. of Ins. Agents, annual, Conrad-Hilton, Chicago. 

20-25 Genl. Agents & Mgrs. Conf., annual, Bellevue-Stratford, 
Phila. 

22 Michigan Assn. of Ins. Agents, in conjunction with Natl 
Assn., Conrad-Hilton, Chicago. 

24-25 Oklahoma Assn. of Mut. Ins. Agents, Biltmore, Okla. City. 

25-27 New Eng. Conf. of Ins. Women, New Eng. Conf., Stratfield 
Hotel, Bridgeport. 

27-28 Ins. Federation of North Dakota, Dakotah, Grand Forks. 

27-30 Internatl. Claim Assn., annual, Americana, Bel Harbour, 
Miami. 

27-1 Internati. Assn. of Industrial Accident Boards & Commissions, 
45th annual, Sheraton Plaza, Boston. 

29-30 New Hampshire Assn. of Ins. Agents, annual, Wentworth 

by-the-Sea, New Castle. 
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ach 
: 
OTIS CLARK & UO. 
SAN FRANCISCO 


Got a big one on the line? 


Just S-O-S for the Man from “Ag”... 
the company that’s Strong On Service! 


if your prospect looks “too big to handlew” or has 
areal coverage problem, get help. fast. from the Man 


from “Ag.” 


When it comes to selling service problems. 
youll find your Agricultural Insurance field rep- 
resentative is a real “ace in the hole.” He has the 
experience and technical know-how to understand 
the needs of big-company clients. And he’s ready. 


willing and available when you need him. 


griculftral 
Snsuronce C 


Ky 


For a Winning Combination TEAM UP with “AG”! 


Got problems with a“ problem-prospect™ the 
“Ag Man™ help solve them. 

Remember. for the kind of help that keeps ageney 
costs down and ageney profits up. SOS for the Man 


from “Ag” — the company that’s Strong On Service. 


The Agricultural Insurance Co., Dept. 8-859 
Watertown, N.Y. 


As a quality agent, | could be interested in teaming up 
with a quality company. Lets have the details without 
obligation. 


Firm Name 
Address 
City & State 


| 

| 
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| 
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is ripe to boost your volume by giving your clients what they want: credit. 
And CAP—The Fund’s flexible new Credit Account Plans—is the answer! 


Your insureds can use T l M EK to spread out premium pay- 


ments. It means they get proper protection without big lump-sum premiums. 


CAP Agreements, simple to prepare, save z l M K for you, 


and with CAP you can virtually forget about accounting and collections. 


Take fe l M E, to review the CAP Kit with your fieldman 


from The Fund. Capitalize on CAP! 


Tr 


ACCOUNT 
D) 
SORRY. NOT YET AVAILABLE IN OHIO AND VIRGINIA f 


Time/CAPiTAL OPPORTUNITY FOR PROFESSIONAL PRODUCERS 


{ 
; 
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In the past five condi 
tions within and without the tire and 
casualty the 


rather dismal 


vears, 


industry have made 


picture m veneral a 

Some teel that one of the ma 
jor troubles has been sloppy under 
writing, resulting in overly high loss 
Steps that have up to this 
taken to 


ratios 
pomt 


been alleviate the 
situation have sometimes appeared 


to be based on panic with a 


constructive thinking. Looking care 
fully over the problem and its causes. 
In Retrospect, the article on page 
18, deals with a number of possible 


utions, 


eee Various factors may prevent 


top management from receiving can 
did criticism from members of the 
itself, 


organization However 


are three sources available) from 
Which men with the re sponsibility 
of directing a company’s affairs ean 
receive an unbiased 
their etforts 
public, 


public and management consultants 


appraisal of 
These are: the invest 


buving 


Ing the insurance g 
The opinion of investors in general 
is registered mathematically by the 
market quotation for the company’s 
Phat of the buver of insur 
reflected the 


stock 
ance is company's 


\nd man 


readily 


premium volume figures 
agement consultants are 
available for those who desire thei 
services. With the economic climate 
subject to rapid and sometimes hos 
tile 
concern himself with the 


changes each executive must 
G,utdeposts 
Survival which are available to 


him. See page 20 


eee Three million 
people in the United States are at 


quarters of a 
this moment confined to the various 
mental hospitals throughout the 


country, This represents only a very 


For August, 1959 


small portion of the estimated total 
of close to ten million people sutti 
mental illness to 
Hence the 


ciently atfected by 
he in need of treatment 
burden on the 


nation’s resources 


caused by mental suffering is ex- 


\ Vental Health 


program, 1 


tremely heavy 


/nsuranc. successfully 


developed, should serve to encour 
age diagnosis and treatment in the 
and 
part of the 


general health problem, even if hos 


earlier stages of mental illness, 


help to identify. it as 


pitalization were not required, Such 
a project, in addition, would unde 
niably be ot broad edu ational value 


particularly beeause of its emphasis 


on short-term treatment, For com 
plete discussion of an experimental 
mental health under 
Way as an exploratory project turn 
to the 


program 


now 


29 


article on page 32 


eee The concepts oi Il 
ical 


ot deductibles, 


/nsurance 
while not new, have 
only recently been accepted to any 
There 


extent in the United States 


has been Opposition voiced largely 


from the rating bureaus and. their 


supporters. The arguments against 
deductible 
the 
tested 


all-risk insurance and 


plans cenerally charged that 


plans would weaken — time 


practices ot underwriting, would 
result in unprecedented rate cutting 
schemes for competitive purposes, 
result in de 


would ultimately 


struction of 


and 


orderly rating proce 
dures which would mean cl aos for 


Che author on 


Jv says that all 


the industry page 
will 
open new and challenging markets 


risk insurat 

to the industry and 

underwriting, the needs of the 

can be handled within soun 


Ness principles 


ee? Lightning is the biggest single 
cause of fires in rural and suburban 
areas in this country. Drastic steps 
should be 


Ing area home owners to cut down 


taken by farm and outh 


the staggering losses caused by these 
fires. A number of precautions may, 
if taken caretully and systematically, 
‘ut down the 


possibility ol being 


struck by lightning and thus sharply 


reduce the fire losses. In Lightning 
Losses on page 45, a systematic plan 
tor the fullest 
protection against lightning has been 
outlined 


obtaining possible 


Surver 


selling of insurance 
enehts the agent, the company and 
the assured. The company receives 
greater premium volume at reduced 
overhead costs plus a superior tvypre 
of risk. The Increase his 
luce 


\nd the 


which he 


agent can 
volume and substantially re 
danger of competition 
that 

paid tor, the com 
the 
from 


sured Tecelves 


service ot agent im addition to 


protection Yet despite 


OSS 


these esti 


sold 


article on 


1 
Henig 


on a survey basis 
page 55 considers the four conditions 


Vaking Surveys Pray 


factual tips on 


necessary to 


fy 


and gives more 
to create these conditions 
eee The trends in todav’s merchan 
dising and the buving habits of the 


great mayority \merican 
necessity 


For 


stores have 


people inchicate 
tor Service for the ( 

many vears department 
then 
everything from 
articles to all 
hardware 


been expanding services to 


include standard 
clothing kinds of 
furniture, and sundries, 
thereby answering the demands of 
the 


likewise the demand. for 


buying public, 


contemporary 
one stop 
SETVICE the 


and it can be 


extends to Misurance 


that 
there are many advantages in | aving 


business, seen 
an msurance ottice geared to provide 
such service. 
10] 


stablishing 


In the article on page 


several different methods of 


and carrying on one 
stop service are discussed, based on 
the principle that although no one 
company specializes in all types of 
insurance, it is the duty of every 
broker to obtain for his customer the 


best insurance available 


= 
ro) 
4 
4 
as 
has 
tative 
oe mated that less than one quarter of 
1° 
public 


« Breat potential for "trading-up’. 
William c, Huber, Dallas 


icity remarkable" 
R. M. Gacki, Chicago 


"$6,350 policy sold through K. I. P.” 
Perrin H. Purvis, Tupelo, Miss. 


THIS I$ WHAT AGENTS ARE SAYING ABOUT 


Polis the Kemper Pnsurance Plan tor budgeting premiums —avail 
able to both commercial risks and individuals. The plan is designed 
especially with the agent in mind. Tt is easy to understand and use. 
Plans even can be set up over the phone. And almost no office detail 


IS quired! 


Here’s what K. I. P. can do for you: 


1. Help you obtain new accounts. 
2. Help you hold old business. 
3. Make it easier to ‘‘trade-up’’ present policies. 


Remember, your clients are accustomed to monthly pay plans. “They 
willappreciate the opportunity to pay premiums this wav. Be sure you're 
the one to offer such a plan to them. 


Phe Kemper Insurance Plan is only one of the many advantages of 
representing a Kemper company. For information, write: Agency Pro 
duction Department, Home Othee, Chicago 40. 


K. 1. P. is not available in Ohio 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FEDERAL MUTUAL INSURANCE COMPANY 
divisions of KEMPER insurance 
Chicago 40 
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HIGHWAY SAFETY 
INSTITUTE 


RUSSELL I. BROWN, Commissioner of 
Public Safety of lowa, was named as 
the first president of the Insurance 
Institute for Highway Safety. He 
took office August at the Institute's 
headquarters at 1710 H St... N.W., 
Washington, D.C. Brown is a career 
safety professional. He was grad 
uated from State Teachers 
College, where he studied safety edu 
cation and science, and holds a mas- 
New 
\s Towa Safety 


administered a 


lowa 


ter’s degree in safety from 
York University. 
Commissioner he 
safety program which won three 
citations from the National Safety 
Council, and other awards by the 
National Police Officers Association, 
the 
merce and the lowa 


= Junior Chamber of Com 
\ssociation of 
Insurance Agents. 


PUBLIC RELATIONS 
INSTITUTE 


LANGE, assistant to the 
president and vice president of the 
Hartford Fire Insurance Company 


ROLAND H. 


Group, has been named as the tirst 
president of the newly established 
Insurance Information — Institute. 
Paul B. Cullen, manager of the in 
formation and education department 
of Aetna Casualty and Surety Com 
pany, is vice president, and Paul C, 
Wilson, senior vice president of the 
Standard Accident 
pany, secretary-treasurer 


Insurance Com 
\s presi 
dent of the Institute, Mr. Lange also 
becomes chairman of the Board of 
Directors. 
named to select a top public relations 


committee has been 
veneral manager and_ full 
time administrative head of the In- 
stitute. 


man As 


NEW INSTALLMENT PLAN 


\ NEW 
developed by 


DEFERRED premium plan 
the New England 
Fire Insurance Rating Association 
became effective July 6 in Connecti- 
cut. Rhode Tsland, Massachusetts, 
Vermont and Maine. Under the 
new plan, the insured pavs both an 
original premium and subsequent an- 
nual premiums of 35° 
vear rate for either three or five 


of the three 
vear term policies, 
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SOUTHERN DEPARTMENT 
ATLANTA, GEORGIA 


VIRGINIA-CAROLINAS DEPARTMENT 
DURHAM, NORTH CAROLINA 


ALLEGHENY-OHIO DEPARTMENT 
PITTSBURGH, PENNSYLVANIA 
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ii FREEPORT, ILLINO'IS 
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PACIFIC DEPARTMENT 
SAN FRANCISCO, CALIFORNIA 


MOUNTAIN DEPARTMENT 
DENVER. COLORADO 


UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
THE NORTH RIVER INSURANCE CO. 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 
THE WESTERN ASSURANCE CO. 
U.S. Branch . . . Incorporated 1851 
THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 


WILLIAM STREET BUILDING 
 CRUM & FORSTER GROUP 
in 
| 
SOUND, DEPENDABLE INSURANCE 


REINSURANCE EXCLUSIVELY 


Casually Fidelity 
Surely Sine 
Marine Mlied Sines 


COMPLETE AMERICAN PROTECTION 


COMPANY 


99 JOHN STREET, NEW YORK 38, N. Y. 
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stock underwritin 


lines 


NDER MULTIPLE LINE underwriting more and more 
are writing additional classes of business 
and it is not unusual to have individual carriers report 
underwriting experience On as many as twenty-five sep- 
Total advanced by about 5% 
in 1958 to $9,077 million in the stock company field 
with nearly every line showing an increase, 
Normally, the underwriting experience 
on the various lines do not coincide, with the result that, 
particularly under multiple line underwriting, unusually 


arate lines premiums 


swings im 


good experience on some lines offsets unfavorable ex 
perience on other lines. 

Unfortunately, there was nothing normal about the 
last few vears as virtually all major classes of business 
reported rising loss cycles at about the same time. Al 
though the trend toward higher losses first became evi- 
dent in 1955, it was not until 1956 and 1957 that the 
industry felt their full impact. Stock carriers which 
reported a statutory underwriting profit of $387,184,000 
in 1954 watched it shrink in 1955, turn into a small 
deficit in 1956 and a loss of $358,545,000 in 1957. It was 
not until the second quarter of 1958 that underwriting 
showed improvement and for the year the 
combined loss and expense ratio dropped nearly three 
points to an even 100% and the statutory underwriting 
loss was cut to $87 million. 


signs of 


The large orthodox multi- 
carriers generally reported higher losses than 
the industry which include the 
specialty carriers, 


ple line 


averages results of 


* Combined Loss and Expense Ratios 


1954 1955 1956 1957 1958 
Straight Fire 915 243 ? 101 
Extended Coveraas 40.8 le 55 49 92.4 
Allied Fire Line 58 87.2 92 997 
M 79 7 4 
Mi 2 6.3 
3n Ma 84.8 24 3.2 97.8 
1 Ma 4 4c 4 
A snd + 88.6 g89 4 70.8 
r A 74.8 4 
Work 9 22 3732 JA 
M Liat 4 99 
M Liat - 89 73 é - 
Aut 8 Lia 74.8 2 : 44 4 
Auto. P. D. L 88.2 92.4 5.1 10 
Aut - R54 946.8 
Aut 4 44 2 
Fid 88 72 93.7 63 
Sure Q3 4 95 
Gia 4? 14 79 
R Th 3 7 93.9 94.9 
Mact 892 88 70.8 89 
L k 872 R47? 837 A 
Totals 93.6 94.9 100.5 102.9 100.0 
Prems. Writ. (Millions) 7,144 7,662 7,991 8.640 9,077 
3nd 30 + ¢ nse ed + earned pre 
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Major source of trouble lies im the automobile tield 
which accounts for over 40% of the total edaath un- 
derwritten and was responsible for just over $140 
million of underwriting loss. Automobile bodily injury 
liability went into the red in 1955 and deteriorated 
alarmingly until it recorded a loss of more than $225 
million in 1957. Experience in 1958) showed only 
modest improvement with a loss of $180 million. Auto 
property damage liability and auto fire theft 
went into the red in 1956, showed further deteriora 
tion in 1957 and are still slightly in the red in 1958 
collision hit) the red) only in 1957, Even 
though substantial rate increases have already 
been approved in most states and additional rate 


increases are being sought, it will take some time to get 


the liability portion of this important line back into the 


black. Over-all auto liability premiums were up nearly 


10% in 1958 and are expected to continue to rise while 
physical damage volume was modestly lower in 19358 
on the poor new auto sales but are currently headed 
higher as auto sales volume picks up. 

While rates and losses are the fundamentals upon 
which insurance operates, there are many additional 


factors which often assume importance. Some of these 


are evident in the recent experience on fire lines. 
Trends take some time to develop and often we only be- 
come fully aware of them after they have 


ficant proportions 


assumed signi- 
The combined loss and expense ratio 
on straight tire business was a phenomenally low 84.2% 
in 1949 and 1950. This not only set the stage for rate 
reductions but stepped up competition which manifested 
itself in several including looser 


ways underwriting, 


broader contracts, higher commissions, and acceptance 
of term business on an installment basis. This latter 
encouraged an additional shift of annual business 
at the lower term rates. The 
these deteriorating intluences were not at once 
and as late 
stood at It rose nearly three 
points in 1955 and really gathered momentum by jump- 
ing more than six points in 1956 to reach 100.7%. It 
fractionally to LOLOG 
100.7%. inadequate 
and rising losses pushed the 


move 
to a term basis impact of 
apparent 
as 1954 the combined loss and expense ratio 
a very satisfactory 91.5%. 


rose in 1957 and declined frac- 


tionally in 1958 to Lower rates, 


insurance to value loss 
ratio, including loss adjustment expenses, from 47.0% 
in 1951 to 55.3% in 1958, but during the same period 
ised from 25.4% to 27.2% and other 
from 16.7% to 18.2% 
premium volume on straight 
fire business remained at approximately $1,300,000,000 
for the 


Some 


commissions meres 


underwriting expenses rose 


During this period yearly 
stock carriers 

of the lack of growth in straight fire 
diversion of business to multiple or 
In 1958 


is due to 
package policies. 


some 


409 companies reported S280) million 
premiums written under the new multiple 
on homes and 


peril category 
285 companies reported $27 million com 


Ben 
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mercial multiple perl. Underwriting experience on 
these two new categories has been disappointing, with 
a combined loss and expense ratio well in the red on 
commercial risks, and not much more than breaking 
even on the home multiple peril until a drop of more 
than two points in 1958 brought the combined loss and 
expense ratio to 97.4. 

extended coverage premiums were up nearly 3¢— to 
top $525 million and the line finally broke into the black 
for the first tine The statutory loss for the 
last $300 million for the 
stock Introduction of higher rates the 
use of mandatory 


the 


since 1952 
five vears stands at about 
Carricrs 
deductibles im many 
and expense ratio 
under control but more insurance to value is still needed. 
Vagaries of weather are unpredictable and the line is 
the most hazardous underwritten, with 
wide swings in experience to be expected. 


territories has 


helped bring combined loss 


ognized als 


Ocean marine volume was up fractionally but under- 
writing experience improved by about tive points to 
return the line to the black after two vears in the red 
Inland marine 
the 


volume has fluctuated within a narrow 


range in last few vears due to the diversion of 


premiums to home owners policies and other package 
forms. experience deteriorated to boost the combined 
loss and expense ratio trom YOX% in 1953 to 107.0% 
in 195," but improved in 1958 to LOLA. 

Ikxcept for the small glass and burglary and_ theft 
lines, all other casualty lines except automobile bodily 
injury and property damage hability were protitable in 
1958.) However, profit) margins 


have 


narrowed with 


STOCK UNDERWRITING BY LINES 


Class No. t 
of of Premiums Losses Adj. 
Business Cos Earned Incd. Exp. 
Fire ‘ $1. 347.874 51.4 3.7 
M 44 
W 97.8 é 
M g 474 
A $42,328 
A 4 
A 4 
M 4 re > 
M 4 
Totals $8 840,84) 55.5 8.2 
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Net Premiums Written 
Last 000 omitted 
%o 
1957 1958 Increase 
sight Fir $1,335,718 $1,362,713 2.0 
Extended C : 511,192 525,648 2.8 
Allied Fire L 96 864 4752 - 
Multis 195,136 280,55 43.8 
Mult F 26,192 2 3 3 
Ma 3.190 4 4 
2nd) Marine 305,953 4 c 
A H 677.94 
W 3 188 5 
A Lia 44 AA 4 82 
Aut 1,302,172 1,283,348 -|.4 
M 2.49 582 4 
71,3 83,828 “8:2 
40.533 33.8 
¢ 4 4 99.934 =-5 & 
r & M 51.52 
A 60 AS AR 
Totals $8,640,093 $9,076,828 5.1 


the combined loss and expense ratio reaching 98.3% 

accident and health, 97.3! 
on group accident ame lealth, 
compensation, 9.7% 


> 


workmen's 
on miscellaneous liability and 
on fidelity. Allied fire lines, surety, boiler and 
machinery, credit and livestock all had combined ratios 
under 90% accident and health 


on 


aad 
reported 92.1% 


(except group) 


Full supporting tables of experience by line by com- 


pany will appear in Best's Averages. 


lggregates and 


t t t t *Stat. t 
Comm. Other Gen nal Undr Per 
Incd. Acq. Exp Taxes P.orL. Cent 
49 é g 4 
4 “4 959 
Q 4 2 2 AC 
4 2 64 4 
4 
20.8 5.6 7.1 2.8 -$87,277 -1.0 
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he works for you—the State Farm agent. Yet you may never 
rave seen her before. She’s one of the 9,346 people who pro- 
ride you with precious time. 

She’s one of the billers, checkers, policy typists, code review- 
prs, underwriters, statisticians, mail clerks—the people in our 
offices whose countless tasks help free you from detail work, 
Brive you the time to sell. 

There’s an office worker for every one of our 7,500 agents. 
nd there are 1,600 claim representatives to assist in the field. 
t’s planned this way to support our * Marketing Partnership” 
yetween the company and you—the agent. And it’s this unique 


partnership that makes you your own boss, free to serve a large 
clientele with our well-rounded portfolio of auto, life and fire 
insurance. You enjoy the position of “family insurance man.” 
And because you represent only State Farm, you benefit from 
full identification with our vigorous national advertising and 
promotional programs. 

So Mr. Agent, meet Miss Jones. She’s 
doing a lot to support the ‘Marketing Part- 
nership” between you and State Farm that 
has kept us the world’s largest automobile 
insurance company for 17 straight years. 


STATE FARM 


INSURANCE 


For further information on any aspect of State Farm operations, write: Director of Public Relations, State Farm Insurance Companies; Home Offices, Bloomington, Ill. 
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T. M. ALEXANDER, SR. 
Executive Vice President 
Southeastern Fidelity Fire Insurance 
Company 


HE PAST 
sented 


encouraging 


FIVE years have pre- 
except) an 
picture for the fire and 
imsurance industry. Yet, 
to with some 
degree of alarm the state of panic 
to 
some of the moves the industry is 


everything 


casualty 


I inclined view 


which now seems characterize 
taking to correct some of its errors 


of the past. 


Total Inertia 


It appears that the industry en 
joved a period of almost total inertia 
and complacency and actually forgot 
that risk-as 
sumption, and not purely an invest 


this is a business of 
ment operation for large surpluses 
We were due 
a shock to get us back into the 
to 
underwriting and risk 


and bulging reserves 
for 
insurance 


business, and down 


some tough 
screening. 
Many large companies have been 
watching their investment portfolios 
with good earning and capital gains, 


and more or less inditterent to their 


underwriting losses. In fact, we 
have been guilty of “sloppy under- 
writing.” Then came the great 
awakening, extra high loss-ratios, 


lower vield on securities, and dwin 


dling surpluses. Instead of taking a 
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critical look at our own inefficiencies 
and setting about the job of cor- 
recting them, the industry “flipped 
its lid,” and panicked. 

Kirst step was to seek sanctuary 
with one merger after another, with 
whatever was available or also in 
trouble, one Way or the other. Tire 
companies tried to acquire life com- 
panies, because these pastures looked 
greener, Smaller Fire and Casualty 
started courting and 
some marriages took place and re- 
sulted in double trouble. Then the 
“Johnnie come latelys,” decided we 


Companies 


were not giving enough protection 
and varieties of coverages for the 
premiums we collected, so off went 
this traditionally-conservative in- 
dustry behind these “Pied Pipers” 
of inexpediency into other problems. 


Creative Readjustment 


\ll of these and many other de- 
vices born of panic are but defer- 
facts, that 
the insurance industry needs crea 
tive and constructive readjustment 
Fire and 
casualty companies have not kept 
pace with the other branches of the 
industry; and the ghost of our in 
back at 


last to haunt and torment us, 


ments of the inevitable 


to a completely new era. 


difference has come long 

Even though there is contention 
that rates are high enough, they are 
not in line with the present cost of 


repairs and replacements, either in 
| 


a 


field 


Labor cost con 


the automobile or real and 
personal property 
tinues to rise, and of course, ma 
terial has to go along; but rates 
remain low. When everything else 
rising including the  intlated 
minds jurors, insurance rates 
are reduced. Hence, one of the great 
needs of the industry is a sounder 


and more realistic rate structure. 


is 


ot 


Revision Needed 


Another inconsistency — which 
plagues us is the matter of “insur 
ance-to-value.” We are virtually 
insuring losses in the dwelling field, 
not the property. In certain classes 
of risk we have the protection of 
the co-insurance clause. Why can't 
there be some revision in the dwel 
ling 
protection from those who insist on 
under-insuring, the assumption 
that the fire can hardly exceed the 


forms to provide a similar 


on 


face of the policy, with no regard 
to property values. 

These suggestions sound 
revolutionary to the industry, but 


what's wrong with a healthy revo 


lution, if we are “losing our shirts” 
under the present system ? 

Che life insurance industry has 
but 
we are going all out for financing 


automatic cancellation clauses, 
premiums over a long period of pro 
viding financing facilities outside 
the This 
stallment buying in an industry not 


industry. encourages in 
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In Retrospect—Continued STATE LEGISLATION rating plan of the National Casualty 


Company, Detrort, as been ap 
MICHIGAN has passed a 
; proved m Tennessee. The plan has 
geared to this type of operation, In bill under which auto manufacturers 
heen in effect for several years in 
other words, we are trying to fol- would be required to make provision 
Ohio and Michigan and was recently 
low the commodity market and get- for the easy installation of safety 
introduced in Florida 


ting awav from the service and belts on their cars. No manutfa ‘ 
5 . ; \ South Carolina law signed by 


protection angle of the business. turer opposition to the measure, | 
his will in my mind, lead to the which would become ettective Janu , 
WI motorists endorsement compulsory 
decline in the status and dignity of ary 1, L961 is reported e Massa » Thec the 
It) that state he cost of the cover- 
the insurance business. chusetts Senate has turned down a 


] 

age will be paid by a S15 assess 

In addition to the foregoing, the — proposal te establish a state-operates , 
agamst unimsured automobile 


industr ‘eds bhe-rela rating bureau for compulsory auto 
industry need to do a pubhe con ry owners, Governor Brown has signed 
tions and educational job in every mobile lability msurance he Mas : 
a law making the umn 
community throughout its area of sachusetts [louse has passed a bill te 
si sured motorists endorsement com 
st msist upon ad- increase workmen's compensation 
operation, [It must imsist uy pulsory unless specitically waived by 
herence to city building codes and benetits. Similar) measures have 
Fie he M agreement. Compulsory automobile 
‘ncourage the pro wel passed the ie 
trathic laws; to encourag ] insurance has been defeated in 


vram of urban renewal and slum — ture and signed into law 
Cahtornia Phe Wiscon 


of blighted areas and substandard sin Senate killed a 


Maine. A nine- member commission 


has been authorized in New Jersey 


clearance, along with rehabilitation Brown 1 


o study the state msurance law, 
housing These are some. ot the have provided Workmel s compet 


areas in which we may have some — sation benetits for partial occupa 


impact that will help us clean house tonal loss of hearing 


and get back into the real business Laws setting out a detailed insur Phi NATIONAL ASSOCIATION of In 
of imsurance ance practice code and preventing surance Agents has urged the Senate 
While there are rare examples of | farm mutual companies from writ Finance Committee to take favor 
creative thinking and caretul plan ing automobile lines have been en able action on the Self-lEamploved In 
ning to correct the wrongs in the acted in Missouri. The requirements dividuals Retirement Act. The com 
industry, they are few and far be of the financial responsibility. law mittee is currently holding hearings 
tween and are usually isolated ven of the state of Washington have been on this bill which would enable sell 
tures rather than a general trend — increased from $35) 10) 1,000 to $10 emploved persons to set up their own 
or concerted etfort 20 5,000. The merit-demerit: auto retirement plans 


The quality of Yankee seamanship was made known 
round the world by the “iron men and wooden ships 
of Nantucket’s famed whaling fleet. The tradition 
of quality remains a proud part of the 
New England heritage of Peerless Insurance Company, 
as evidenced by the service it provides 
for Independent Agents, with modern, 
multiple-line coverages in the 
Bond, Fire, Accident & Health, and Casualty fields. 


PEERLESS 
Sasurauce ag) G omnfrany 


Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines 


A Multiple Line Company Keene, New Hampshire 
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FRANK LANG 
President 
Frank Lang and Associates, Inc. 
New York, Chicago 


N PRACTICALLY 
( tion program, 
passioned speaker who deals with 
the another 
system ot operation, 


every conven 


there is an tm- 
survival of one or 
insurance 

From over-all) point of view 
these considerations are interesting 
as far as they go. However, the 
vital question which should concern 
his 
company is whether /ie and Js com- 


each insurance executive and 


pany are going to survive? 


For an objective answer the 
company executive must look out- 
side the business. Even best 
friends won't tell him, because they 
can't. Three types of people can, 
(ne is the investor who puts his 


Another 
Phe third 
is the management consultant who 


funds im imsurance stocks 


is the buver of insurance, 
has been privileged to work with all 


types) of msurance management, 
The consultant is not more gifted 
than company 
had the 


listening to 


executives. He has 


opportunity, however, of 
the 

He | 
and has developed answers to cut 
rent riddles, He 


keep eating and 


troubles of 


management as analyzed them 
has to do so to 


remain one step 
ahead of the tax collector 

The other day | visited the head 
of an important investment firm, a 
with many 


man years’ experience 
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POLICY 


POLICY 


DEPOSTS 


as an investor in insurance stocks. 
While we 
retary placed the annual report of an 
insurance company or. his desk. He 
immediately picked it up and, ignor- 
ing the president’s message, rapidly 


were chatting, his sec- 


leafed back to the balance sheets 
and operating statements. 
This intrigued me and [ asked 


him why he bypassed the elaborate 


in the front of the book 
on which the president and a corps 
of ghost writers had lavished a lot 
of time and trouble. He replied 
tersely: “I’m interested in arith- 
metic, not conversation,” 


message 


Make Good Reading 


This was an extreme viewpoint, 
and one, incidentally, which I do 
not fully share. Some of the presi- 
dents’ letters in annual reports make 
good — reading between 
the lines. Yet one can have no fun 
damental quarrel with an investor 
who, having placed his money in 


especially 


insurance stocks, primarily in 
terested in what happens to his 
tunds. My friend told me that once 
he had satisfied himself by addition 
and subtraction whether things were 
going well or ill with his insurance 
investment he would then review 
the president's message in the light 
of facts. He called the president's 
letter the public relations chapter 
of the report. 

Like it or not, this hardboiled at- 


titude toward insurer. results is 


quite common sagacious 
shareholders. 


panies in contrast to 


among 
Most insurance com 
well known 
industrial companies are primarily 
institutional 
vestors whose clinical eve 1s always 
pro 
fessionals are constantly measuring 


owned by large 


fixed on performance, These 
the managements of insurers, and 
the results of their judgment are 
printed in the financial section of 
newspapers every day. The prices 
of insurance range from a 
discount of 25% to 50% of liquidat- 


stocks 


ing value to a premium as high as 
of liquidating value. 
prices reflect the judgment that has 
heen passed on individual company 


These 


management. The prices are, in ef 


A vital question for each executive 
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POLICY 


fect, the barometer showing how 
each management has adjusted from 
the viewpoint to the 
current critical situation in the busi- 
ness, 


investor's 


Institutional investors frankly are 
alarmed over the failure of some 
managements to respond to the 
emergency. Last vear, these holders 
of the bulk of insurance stocks. held 
an unprecedented meeting at Boston 
to exchange views on the crisis 
and to determine what action they 
may be forced to take 


Take Drastic Actions 


I submit that those company man 
agements which are open to criti- 
cism through their own inertia had 
better beat their owners to. the 
punch and take drastic action, In 
stead of worrying about the preser- 
vation of the American Ageney or 
any other system, thev had better 
give a thought to the preservation 
of the rights of stockholders. 

It you think this is idle conversa 
tion vou should refer to the “Market 
Performance Study” prepared by a 
major fund. this 
investment of 


Investment 
theoretical 
$10,000 was made in 


study a 
the stocks of 
each of 54 fire and casualty com- 
1947. As 
many whole shares were bought as 
could he purchased with the amount 
of money available at that date 
and the balance was accumulated 
When the first 


pames as of January 1, 


cash livicle rid 


Was 
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paid any accumulation left over from 
the initial purchase was added to 
the amount of dividend and as many 
Whole shares acquired as could be 
purchased at the then existing price. 
No new money was injected. After 
eleven years (ending December 31, 
1957) the appreciation of this in- 


vestment ranged from a low. of 
27.7% to a high of 764.3%. In 
between the extremes were star- 


tling fluctuations in appreciation. 
During the same period the Dow 
Jones industrial averages rose from 
176.39 to $35.00, or an j 
146%. 

This the 
term evaluation of 
performance. 


Increase Of 
professional's long 
management 
read 
this listing and tell exactly where 
they stand in the estimation of the 
experts. Arithmetic 
tion—tells the story. 


Executives can 


not conversa- 


The Buying Public 


Meanwhile, another 
measure being applied to manage- 


ment 


there is 
by the buying public Poliey- 
holder acceptance of a company’s 
product is reflected in growing or 
declining premium volume. The 
competition is not making inroads 
on the premiums of the old estab- 
lished companies, as so many con- 
vention speakers are fond of saying. 


That is the result of a more funda- 


mental fact; the public is with 
drawing premiums from _ these 


compames and placing them: with 
| | 


the competition. All sorts of factors 


are involved this question of 


competition economical methods of 
operation, systems of 
and allied Poliey- 
holders are not interested in any of 


these details 


distribution 
considerations 


Their purchasing de 
cisions will be based on what they 
consider the best protection buy for 
the money. 


In The Market Place 


The Insurance managements 
which provide such service will re 
ceive the majority of economic votes 
in the market place—the only place 


The 


policy buyer is in a position similar 


where opinions really count 


to that of the president of an insur 
when the latter de 
cides to buy a new car or a TV set 
What does he look for? The best 
buy he can get with assurance of 


He is 


ance con pany 


as he mav need 
not interested in the corporate na 
ture of the organization making 
the product, how its salesmen are 
paid or the different philosophies 
of management. 
buy 


such service 


Hle wants the best 
for the least: money So does 
the policy buver when he is in the 
market for insurance 

At every convention there is ex 


pressed a welter of opinions on 


critical conditions in the business 
and how to cure them Representa 
tives from every seginent otf the 


Inisiness, diverse as their views may 
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be. constantlh or 


little 


a 
circle of comp! unt and take cemfort 


in blaming their) predicament on 


rate levels, regul authorities, 


cony 


] 


YTeedy 


unprincipled etitors, greedy 


agents or management—de 


pending on who is speaking at the 


moment-—and a host of other con 
siderations It is time to break out 
of these warm huddles. Each in 
dividual living in) the insurance 
world must face the fact that the 


THE 


STANDARD 


INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


a company is known 
by the insureds 


it keeps! 


“Bring Your Insurance 


up to Standard” 


climate has changed It is cold 
and hostile. 

Many companies must break away 
from their hearths and get out into 
the weather. It is a tornado of ag- 


vressive merchandising, higher op- 
erating costs, commission wrangles, 
new processing methods, new prod- 
ucts and higher loss ratios. 

Some of the more forward looking 
companies have taken action or are 
planning to take action for survival 


They have merged or purchased 
other companies in attempt 


established markets, 


to strengthen their executive staff, 


to break into 
to acquire specialists in every phase 
of operations, to consolidate assets 
and capital and to spread a larger 
fewer over- 


premium volume over 


head units. Companies have ex- 
panded by one means or another to 
financial re 


relieve the strain on 


sources caused by multiple line 


operations. Some of these maneu- 
vers have been sueccesstul, at least 


for the immediate present. 


The Worst to Come 


Phe 


to maintain a 


companies which have tried 
fictitious status quo 
have begun to pay tor their lethargy 
and the worst 1s vet to come. | 
would like to that the 


tunes of individual companies are 


stress for 
not entirely dependent on the type 
of organization structure or on their 
We 


unsuccessful 


means of merchandising alone, 
find 


operate Ms among 


successful and 


stock as well as 
mutual insurers. We tind variations 
in results among those who are 
selling through independent agents, 
those exclusive 


ising an agency 


system and those who are. selling 
either through salaried emploves ot 
directly to the publie. 

There are good and bad opera 
tions in the fire, casualty, life, acet 
dent and health and multiple line 
the the 


experience of our firm, there is only 


segments of business. In 
one criterion which determines suc 
failure: guality of manage 

ent. Nowhere is this standard so 
vital as in the smaller or medium 
sized company which has been hide 
hound and insulated) from. reality 
for vears 

There are, unfortunately, still too 
companies of this twpe dom 


mated by an executive group which 


living moan 


is “out of this world.” 


era long since gone and basing de 
dead precedents. The 
executives surrounded 


cisions on 
top 
themselves with middle management 


have 


which has been schooled to take 
orders without question, This man- 
agement crew does not want to rock 


the boat in today’s stormy seas. 


High Expenses 


Oddly such executives 
often make speeches advocating the 
elimination of unnecessary costs in 
order to “save the industry.” Yet 
a look at their own operation re- 
veals duplication and triplication of 
effort with ratios 
points above the industry average. 
Companies with this type of man 
agement are bound to lose produc 


enough, 


expense several 


tive people to progressive competi- 


tors. Only those with mediocre 
talents will remain with them 

\s one shrewd) company com 
mentator recently observed : “They 


feel that their only salvation” les 
in harder work, longer hours, solici 
tation of each renewal, closer under 
This 
produces some results but what. ts 
still longer 


writing and more inspections 


the future goal? Is it 
hours, even more inspections and 
more details? This kind of program 
long range plan is a 

method. — It 
the sighing at 


without a 
desperation reveals 
a tendeney to panic 
the wailing wall hecomes louder, and 
older, overly conscientious employes 
Where 
once the work brought pleasure, it 
that brings 
some mild 


break down under the strain 


chore 
constant and 
praise. This is a high price to pay 
merely to stay afloat. Surely sudden 
death better than 


starvation.” 


now becomes a 


criticism 


would be slow 


Alternatives for Survival 


In the experience of our firm, the 
medium sized company, relving On 


outdated methods, 


must take one © 
four courses to survive 

l It can take the initiative and as 
rapidly as its financial structure will 
permit, enlarge its markets, its. fa 


cilities and its outlets. This may in 
volve merger, acquisition of 


another company, purchase of gen 


eral agencies or other means ot 
expansion 

2. It can narrow its operations and 
become a specialty company otter 
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ing either one line of insurance, a 
unique type of service or some fea- 
ture not generally 
competitors, 


ottered by its 


- | 
3. It can restrict its operation to | 
a geographically limited and | 
try to provide superior agency and | 
policvholder service through closer | 


control of expenses. | 


area 


4. It can seek a stronger company | 
which will be willing to absorb it 
into its corporate structure. 

Mergers currently seem to be in| 
vogue. In 1958, twenty-one stock | 
companies, mutuals and | 
seven reciprocals were absorbed by 


eleven 


mergers or consolidations, according | 
to Alfred M. Best Co. Added to 
these were other liquidations making 
a total of fifty-six retirements. In 
1957, there were a total of fifty-| 
eight retirements; in 1956, SINty | 
and in 1955, fifty-nine. 
total of 233 
vears! 


This is 


retirements four 


I believe we can expect the num | 
oc ber of liquidations to increase in the | 
future as smaller and medium sized | 
companies find the going tougher. | 
One investment authority has flat!y 
stated that 80°, to 90° of insurers 
will disappear in the next twenty 
vears. For whatever comfort it may 
provide, my own opinion is that this | 
view slightly pessimistic but at | 
best we would expect about half of 
the companies to continue opera 
tions. 


Problems of Merger 


Although popular, a merger is not 
necessarily or even probably an 
over-all solution to the problems 
facing small and medium sized com- | 
panies. Our tirm has been privileged 
to participate ina large number of | 
mergers and is presently helping to 
consummate others. 
we learned 


The first lesson 
that an arbitrary 

and forced economic marriage can 
a be just 


was 
as unhappy as shotgun 
wedding. 

\ number of such insurance mar 


riages have been celebrated in 
recent: vears. The announcements 
were most attractive and the eco 
nomic wedding ceremonies were 


occasions of great joy. Everyone | 
expected the happy couples to live | 
happily ever after. But something 
went wrong. Some did not obtain 
sufficient impartial information he 


tore walking to the altar. Some did 


Continued rn the 


OUR ALL-STAR NIN 


\ 
INLAND MARINE 
SPECIAL REP 


\ | ) - 
BOILER & MACHINERY J 


FIRE PROTECTION 


\ 


The ROYAL-GLOBE’S mobile 


production team in your area. 


ri / 


BOND SPECIAL 
REPRESENTATIVE 


~ 
/ 


/ 


CLAIMS ADJUSTER 


LOSS ADJUSTER 
/ | 


LOSS PREVENTION 
ENGINEER | - ENGINEER J 


— 


and your versatile 


“MULTIPLE-LINE” FIELDMAN 


“TOPS IN EVERY SERVICE” 


COMPANY LTD © THE LIVERPOOL & LONDON & GLOBE INSURANCE 


MPANY QUEEN INSURANCE OF AMERICA 


ROYAL INDEMNITY COMPANY © GLORE INDEMNITY 


MPANY AMER 


AN AND FOREIGN INSURANCE COMPANY FOREIGN 


RANCE COMPANY LTD THAMES MERSEY MARINE INSURANEE 


/ 
— \ 
= 
| 
| 
j 150 WILLIAM ST., NEW YORK 38, N.Y. 
INS ce ROYAL CE 110 
URAN 


Guideposts—Continued 


not even bother to find out about 
their new partner's dowry. 

These newlyweds soon had do- 
mestic troubles, They lost good will, 
valued employes left 


turned in their supplies 


and agents 

Many lost 
the very benefits that marriage was 
supposed to bring. To their aston- 


ACTUARIES 
& ACCOUNTANTS 


BOWLES, ANDREWS & TOWNE, 
INC 


ACTUARIES 
Management Consultants 
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EMPLOYEE BENEFIT PLANS 
RICHMOND + ATLANTA + NEW YORK 
DALLAS MIAMI PORTLAND 


J. HUELL BRISCOE 
& ASSOCIATES 
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Winthrop Harbor 
Illinois 


Michigan Ave 
Chicago 
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CONSULTING ACTUARIES AND 
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Telephone Wabash 2.3575 


WINFIELD W. GREENE, 
F.C.AS. F.S.A. 
CONSULTING ACTUARY 
CASUALTY & FIRE PROBLEMS 


$2 CLIFF STREET NEW YORK 38, N.Y. 
Beekman 3.1727 
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CONSULTING 
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ACTUARIES 
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116 JOHN STREET, YORK, N.Y 


WOODWARD and FONDILLER, 
INC 


CONSULTING ACTUARIES 
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New York 19, New York 


7 South Hill Street 
Los Angeles 18, Cal 


WOODWARD, RYAN, SHARP 
& DAVIS 
CONSULTING ACTUARIES 
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Telephone Hanover 2.5840 


ishment, they found that two could 
not live as cheaply as one. Expenses 
went through the roof. 

the specialized 
problems of our business is nec- 


Experience in 


essary to bring about a harmonious 
relationship between two differently 
oriented companies. For example, 
there is bound to be superfluous 
personnel on many levels of both 
organizations involved in a merger. 
No person on either company’s pay- 
roll, regardless of other outstanding 
abilities, can make a truly objective 
evaluation of such a situation. He 
is handicapped by personal ties, 
prejudices and friendships. Regard- 
the merit of his decisions, 
it is difficult if not impossible to 


less of 


have them accepted by both sides. 

The tinancial aspect of a merger, 
surprising as it fre- 
quently receives too little considera- 
tion. The company 
may have a high liquidating value, 


may seem, 


shares of one 


while the shares of the other have 
Stockholders 
of the first organization will view 
the 


a high market value. 


merger with a jaundiced eve 
should the necessity arise for in 
most likely 
will. While it is true that liquidat- 


ing value is more or less ephemeral, 


creased capital —as it 


shareholders believe they are giving 
up something of tangible value for 
the alluring promise ot prospective 
If these do not material 
ize, due to unforeseen problems, of 
lack, then the 
finds itself with 
group of dissident 
stockholders even before new finane 
ing is attempted. short, those 
contemplating a merger should con 


earnings 
which there is no 
merged company 
an important 


sider the advisability of getting an 
objective and neutral viewpoint on 
what each partner will bring to the 
marriage, 


Flow of Capital 


With today’s unsettled under 


writing conditions and other prob 
lems, it will take considerable time 
to perfect a smooth running organi 
comprised 


zation of merged units, 


Institutional investors may not 


Manage 


is to keep) them 


fully appreciate this fact 
ments quandary 
reasonably happy. Tf it fails in this, 
the necessary flow of needed capital 
may be cut off when most needed. 
Mhis ts disastrous in an inflationary 


Puture 


It undermines the 


position of the company and defeats 
the very purpose for which the 
merger was undertaken. The man 
agement of a merged organization 
which finds itself in need of funds 
when it has not as vet succeeded in 
fulfilling the lavish promises pub 
licized when the deal was pending, 
is to be pitied. 


Not a Panacea 


Some companies have mistakenly 
concluded that acquisition of a life 
company is a their 
If they acquire a going 


panacea for 
problems. 
life concern they are apt to seriously 
strain their financial resources by 
paying an exorbitant price or be 
overwhelmed by the aggressiveness 
of its management. It soon may be 
come a question of “who takes over 
whom.” If the fire and casualty 
starts a new life operation 
it must be reconciled to the fact 
that the operation can't possibly 
make a dime for five to ten years. 
Incidentally 
eral life companies, we have found 
that their operating problems are 
fully as serious as those of fire and 


company 


as consultants to sevy- 


casualty organizations, 

Let me show how a medium sized 
company made up its mind to fight 
its way out of trouble and what 
steps it took to put its own house 
in order, This company, when it 
retained our tirm, had steadily Tost 
money for ten years 

Phe president recognized that the 
financial audits by state authorities 
and by private accountants to which 
his company was subjected were not 
statutory but a 
valuable check on the affairs of the 


only a necessity, 
organization and not in any. sense 
a criticism of the accounting execu 
tives. If a thorough check on the 
financial handling of the company’s 
atfairs was a good idea this execu 
tive reasoned, why not have a check 
on the company’s entire operations 

Working in this atmosphere, we 
were able with the full cooperation 
of management to completely re 
vamp this company’s operations with 
no disruption of current workload 
or disturbance of staff morale. 

lhe basic problem of this insurer 
had been a lack of organizational 
planning and control with almost 
no coordination 
ments, 


between depart 
A complete reorganization 
COMPA Structure was recom 
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mended. 


\ kev move in this maneu 
ver Was to establish top positions 
of equal importance in the under 
writing, production and claims fune- 
tions. The heads of these divisions 
were raised to higher ofticer status, 
and clear channels of communica 
tion and interlocking responsibility 
were established. An organizational 
manual was prepared spelling out 
clearly — the 
authority, 
and 


objectives, lines ot 


scope of msibility 


cross relati mships of 


every 
supervisory position in the company. 

\n operating committee was set 
up, consisting of the president, his 
assistant and the heads of the oper 
ating departments. 
week. 


Chis met once a 
each department head made 
a progress report and brought up 
problems requiring the attention and 
cooperation of other departments 
After the new structure was or 
ganized, all company meeting 
was held to inform and inspire the 
entire staff. The president outlined 
the changes which were effected, the 
company’s new objectives, the set 


ting up of detinite goals and the 
new opportunities for advancement 
In a growing organization. No one 
was kept in the dark. 
Better Marketing 
Management was most incon 
sistent in its sales operations, 


shifting from branch office to gen 
eral and then 
the process when expediency die 
tated. past and 
an analysis of future potential, the 


company adopted a consistent sales 


agencies, reversing 


Based on results 


program gaited to geographic needs 
One of the key moves was the 


creation of a broadened sales divi 
sion under the direction of an agene\ 
vice president with added responsi 
bilities including promotion, sales 
and all tield 
The company 
adopted a fixed rule that it would 
only appoint agents who would give 


planning, field service 


administration 


it a balanced volume of 
This 
hefore agency contracts were signed 
\ percentage of 


diversified 


business. Was agreed upon 


line and lasses 


the agent would give the 


COMpany 
Wi Hed after real 
ads speed out atter a realistic ap 


praisal of the agenev'’s business 


Chis included analysis of classes, 

lines written, companies in the 

agency, a history of the agent's pet 
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formance and his) payment and 
credit record. The potential market 
in his the 
levels of 


area and and 
policvholders 
he was serving or could hope to 
serve were also analyzed 


The 


outlying geographic areas was dis 


types 
economic 


appointment of agents in 


couraged, Closer) supervision and 


economy were achieved by 


COMCEHL 


trating on appointments within a 
specitied radius from the home 
office. 

recommended in 
commission — arrange- 
An incentive plan for tield- 
men as well as agents, was devised 


Changes were 
contingent 
ments 
Commission schedules for general 
agents were renegotiated on a per 
the 
the 


centage overwrite scaled to 


commission schedule paid by 


general agent to his producers 


“Teamwork in Action” 


ee Inland Marine risks are 


important to me, so I use 
Lumbermens of Mansfield 


“Statement by Hugh H. Murray, Jr., President, Associated Insurers, Inc., 
Raleigh, N. C., right, shown with Gene Bradley, Manager of Lumber- 
mens iniand Marine Department, entering Mr. Murray's private plane. 


Hugh Murray's large volume and 
unique accomplishments in the Inland 
Marine field are proot of what can be 
done with these coverages — the result 
of aggressive agency action plus sound 
home office assistance! Lumbermens 
“Teamwork in Action” gives agents the 
help they need to write Inland Marine 
successfully and profitably. 


The~ 


LUMBERMENS MUTUAL 
INSURANCE COMPANY 


A MULTIPLE LINE COMPANY 
General Offices, Lumbermens Heights, Mansfield, Ohio 


Branch Offices — St. Lovis, Dallas, San Francisco and Los Angeles 
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MR. AGENT — Are you getting the 
extra volume and profits you should, 
trom Inland Marine? Let us show you 
how “Teamwork in Action” can give 
you this extra business. Write or call 
D. W. Evans, agency Vice President, 
for complete details TODAY! 


Established 1895 


Under a new program all sales 
and technical bulletins to the agency 
forces were cleared and approved by 
proper home 


personnel 


office administrative 
the under- 
writing, claims and other areas con- 
cerned, They were reproduced on 
a standard format and = sent out 
consistently at regular intervals. The 
entire portfolio of sales promotion 
material was revamped and related 
to the company’s new goals, and the 


from sales, 


formal advertising program was also 
brought ito line with these objec 
lives. 


Underwriting Policy 


\ definite company underwriting 
policy was established and the un- 
derwriting officer was given new 
status. Final authority on company 
underwriting policy rested him 
This assured uniformity in all ter- 
ritories and prevented the further 
development of separate little under- 
writing kingdoms. An underwriting 
committee, which had ceased to 
function, reactivated for the 
cooperative exchange of views. An 
outmoded method of reviewing 
dailies was replaced by statistical 
tabulation of agents’ underwriting 
experience. The company was 
shown how to make better use of 
local and national services providing 
credit and investigation information. 

lor the first time the underwrit- 
ing department furnished 
current Information on ex- 


Was 


was 
claims 
perience by classes and individual 
risks on a planned basis. A com- 
parative study of the experience of 
other companies was set up as a 
guide to the possible filing of devia- 
tions. Finally, entirely 
underwriting guide and 
sheet were prepared, 


new 
line 


fire 
Claims Control 


Control 
claims 


well as 
tightened 
throughout the company with final 
authority resting with the claims 
vice president. Claim 
authority limited to company 
personnel and a very few, carefully 
selected independent adjusters and 
general agents. In the latter case 
the general agency had to maintain 
a full time claim department or allow 
the company to place a representa- 
tive in their office. 


over claims as 


expenses Was 


settlement 
was 


Agency claim 
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settling in general frowned 
upon. The performance of each 
independent adjuster for the com- 
pany was evaluated. A program of 
selection and training of competent 
company claim representatives was 
undertaken in all areas where vol- 
ume justified their presence. A full 
time attorney was engaged to fol- 
low through on all litigated cases 
The claim reserving practices were 
completely overhauled. A periodic 
testing program for adequacy of 
reserves was established. Most im- 
portant of all, the claim function 
was recognized and reestablished as 


Was 


one of the most important public 
relations activities of the company 
-veryone else in an insurance opera 
tion makes promises, but claims men 
deliver the goods. In this company, 
the claims men were impressed with 
their opportunities to achieve good 
will and to lay the ground work 
for future sales and agency appoint- 
ments. 


Control Reports 


Necessary improvements 
made in the accounting, 


administration 


were 
statistical, 
other 


and control 


functions. The company had a large 


excess of reports which still did not 
provide management with all essen 
tial information. An entirely new 
set of control reports was devised 
which would give management a 
clear picture of current operations 
at all times. The heads of 
respective departments 
part of the working team 
at all times of 
and plans. 


these 
became a 
informed 
company progress 

This is an example of what can 
he accomplished working with man 
agement which is concerned 
the future of its 
agents, its 
stockholders ! 

During the past two vears, when 
practically everyone has been in the 
red, this particular company showed 
an underwriting profit. 

Some of the problems of this 
company may seem simple to other 
company Possibly they 
have already undertaken in’ their 
own companies the steps our firm 
recommended for this particular or 
ganization. On the other hand, there 
are likely to he 


about 
personnel, its 


polievholders its 


executives. 


equally serious 
operating problems in other areas. 
Every but 


situation ais different, 
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GrRoupep 


there are many factors common to 
all operations which are looking for 
the answer to the question: “Are 
You Fit to Survive?” 

Here is a check list: 
* Are your company's objectives, 
policies and programs well detined ? 
\re they clearly understood by vour 
statt 
© Do they 
responsibilities 


their individual 


their 


know 
for achieve- 
ment 


In organization 


statf have the ability to dis 
tinguish what is right from who 1s 
right 

‘ 


planning, does 


your 


Is work flow properly channeled 


to provide maximum efficiency ? 


© Is there waste of executive talent 


and line and 
staff activity ? or is there a shortage 
of executives and none on the hori 
zon ? 


confusion between 


f 
the next page 
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Have you made. sufficient plans 


to develop your management group ? 
€ Does your management regularly 
receive clear and concise reports to 


properly control each operating 


function 
€ Are you planning to expand into 
new areas and new coverages 7 

Are you integrating your fire an | 


casualty operations to reduce costs 


to a minimum: 


© Are your underwriting standards 


INSURANCE 


TO FIT THE NEED 


When you sell 


COMPREHENSIVE 
LIABILITY 


clients pay only for 
protection they need 


/ No one wants to pay for insur- 
ance he does not need. Nor does 
the wise business man care to 
take chances when he can be 
properly insured. That is why so 
manny programs now 
depend on Comprehensive cov- 
erages to pick up automatically 
any extension of hazard. 


surance 


/ By converting to Comprehen- 
sive an increasing number of the 
policies on which their clients 
depend for liability protection, 
“Shelby” agents make sure cli- 

have protection when 

needed while paving only for ac- 
tual exposure. “Shelby” field- 
men, well equipped both by 

training and experience, lend a 

hand whenever their agents want 

help with Comprehensive. 


INSURANCE COMPANY 


ents 


of SHELBY, OHIO 


NON-ASSESSABLE 
FIRE & CASUALTY 
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in line with current experience by 
line and class? 

© Does underwriting 
clearly set forth the relative desira- 
bility of different risks? 


your manual 


Have you devised means of re- 


ducing vour underwriting expenses ¢ 


Have you established controls 


for loss frequency and. severity 
© Can you appraise over-all claims 
performance ? 

© Have you set up controls to deter 
mine that losses are not overpaid and 
that expenses are within reason? 

* Is there proper coordination be 
tween different departments ? 

© Do department heads have a clear 
understanding of and 


others’ responsibilities and how they 


their own 


are related to a common purpose ? 
© Are you using the modern tech 
niques to reduce expenses and im 
crease productivity per emplove - 
© Have you adopted incentive plans 
in the home office and in the field 
to improve performance 7 
Finally, have vou adjusted your 
sales plans to the new economic 
climate 

These questions are not original 
with me, nor are they idly remarked, 
They represent some of the current 


perplexities of compames with 
whom we have been privileged to 
work toward their solution. The 


answers to these questions are the 
kev to survival. 

The critical situation in the busi 
ness has continued now for longer 
than we like to admit. One would 
think that the results of 1957 would 
have jolted even the most lethargic 
managements into action, That vear 
saw a drop of $727 million in the 
surplus funds of stock companies 
and one of S12 million in mutual 
surpluses. 

L958 and black 


replaced by 


But along came 


despair was cautious 
optimism as improved underwriting 
experience and stock market prices 
at new highs more than restored on 
an unrealized basis the paper losses 
of the veat 
\nnual 
desk in recent weeks have been full 
of optimistic statements. (Unlike 
the clent | referred to in the be 
ginning of these remarks, | review 
the thor 
oughly.) Several of the reports im 
ply that the vet to be felt impact of 


before 


reports comimg over 


presidents’ 


Messages 


rate mereases will produce nereas 


ingly better results in 1959. I hope 
so. But I would hate to lean on 
rate the 
the business. 


increases as salvation of 

In the trade press and on some 
convention platforms, exponents of 
the old cycle theory have popped 
their heads above ground like early 
spring crocuses. They see the wheel 
coming full circle for a return to 
a comfortable premium income with 
an underwriting gain. 
dreams are realized. 


I hope their 
But again, | 
would hate to depend on an anti 
quated cycle for a successful ride 
into the future. 

There are too many factors to lay 
which are not evelic 
tion is one. 


The competi 
It is here to stay. And 
incidentally, it benefits by improy 
ing economic eveles fully as much 
old 


retains its relative advantage 


as the established companies 
and 
regardless of the movement of the 
evcle. 

It would be a 
companies which have undertaken 


ragic mistake for 


a program of adjustment to meet 
conditions in a permanently changed 
economic abandon 
their efforts now because things look 
a little brighter. And it 
doubly tragic if those 
which the brink of 
the plunge into over-all 
modernization plan were to draw 
hack in the belief that it is no longer 
necessary. Both of these mistakes 
can easily be 


environment. to 


would be 
companies 
have been on 


taking 


Insurance 
management which frequently has 
the habit of doing the expedient and 
letting the future take care of itself. 
Temporary 


made by 


improvements may be 
achieved within present operating 
frameworks, and management may 
be deluded into the belief that. it 
can sit tight indefinitely 

But fact 
management cannot overlook. 
surance 1s 


there is one surance 


just another business, 
however much we like to talk about 
its professional aspects. Successtul 
business enterprises in this country 
on a continually 


are built growing 


volume 


f products, or SETVICES, Te 
duced operating cost per unit, and 
wider distribution through improved 
merchandising techniques. in- 
surance company cannot be exempt 
from these basic economic pressures 
had better 
take them into consideration with all 
thre skill it call 


Management hegin to 


Mister 
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1 OUT OF 20 HOMES SOLD 


sa mobile home! 


Increase your potential by getting 
= your share of this growing market. 
Insure mobile homes through Minnehoma 

Insurance Company — specialists in 
mobile home insurance! 
Other lines available in the states 


of Texas, Oklahoma, and Georgia. 


MINNEHOMA insurance company 


1903 N SHERIDAN ROAD TULSA OKLAHOMA 


— 
|] | i | | \ 
| | | 
NEW PROSPECTS FOR YOU... 


PROFESSIONAL LIABILITY New York, West Virginia and \Vis 


consin. In Texas the policy ts 
\ STANDARD PROVISIONS lawyers advisory. The policy has two in 


professional liability insurance pol- suring agreements; one applies for 


icy has been promulgated by the individual coverage, designated as 
National Bureau of Casualty Un- coverage A, and the other for part- 
derwriters, which will now act as nership coverage, designated as 


a rating organization for this form coverage B. Coverage A applies 


of imsurance. The new form is ef- to the liability of an insured for his 
fective July 15 im the District of | individual acts and the acts of per 
Columbia, Puerto Rico and all sons for whom he may be responsi- 
states except Louisiana, Mississippi, ble. It does not apply if the claim 


If you want to strike-it-rich in your new business department... 
if you want to experience some astounding returns with a minimum 
of effort...this is for YOU! 

Direct Mail is the most effective form of advertising for 
INSURANCE AGENTS. It can be adapted to new coverages. It 
can be controlled by territory. Its effectiveness has been universally 
accepted. Most important of all... RESULTS CAN BE MEASURED. 

We have TESTED direct mail material available AT NO COST 
to our Agents. The mailings cover a variety of coverages: printed 
on the Agents’ letterheads: personalized in 
every way...and THEY'RE WORTH THEIR 
WEIGHT IN GOLD! 

Last year 396 BUFFALO Agents used 
87,720 units of our TESTED Direct Mail with 
great success. 


BUFFALO INSURANCE COMPANY 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 


I'm interested in providing better coverages and improved services. 
Please send, without obligation, a copy of “The High Road” which 
explains “THE BUFFALO PLAN” 
Name Agency 
Street City, Zone, State a6 


for damages ts made (1) jointly 
or severally against two or more 
members of a partnership or against 
any member of a partnership and 
the partnership, (2) against the 
partnership or (3) against the in- 
sured solely because he is a member 
of the partnership. Coverage B ap- 
plies to situations to which coverage 
\ does not apply. Tf the insured 
is a partnership, and underwriting 
rule wall require that coverage A 
must be written for the individual 
liability of each partner and_ that 
it cannot be written for any partner 
if coverage B is not provided. The 
policy contains four exclusions. It 
excludes any dishonest, fraudulent, 
criminal or malicious act and omis- 
sion of any insured, partner or em- 
ployee; it excludes any claim made 
by an employer against an insured 
who is a salaried employee of such 
emplover ; it excludes bodily injury 
to, or sickness, disease or death of 
any person, or injury to or destruce- 
tion of any tangible property ; and 
there is a fourth exclusion pertain- 
ing to nuclear energy liability. 
Manual rates provide for a limit 
of $5,000 for all damages arising 
out of all acts or omissions in con- 
nection with the same professional 
service regardless of the number 
of claims or claimants and, subject 
to the foregoing limit, an aggregate 
linut) of $15,000 for all damages 
arising from occurrences during the 
policy period. For three vear_ pol- 
les, aggregate limits apply sep- 
arately to each annual period in the 
same manner as for one year poli- 
cles. The aggregate limit applies 
separately to coverages A and B. 
lor coverage A the above limits 
apply separately to each individual 
insured. For coverage B the inclu- 
sion of more than one insured shall 
not operate to increase the limits of 
hiabilitv. The rate is $26 for basic 
limits for each lawyer included 
within the definition of insured who 
is named as insured in the policy 
and a rate of $15 for basic limits 
for each emploved lawyer not a 
named insured under the policy and 
each emploved law clerk, investi- 
gator and abstracter; no charges 
are made for other employees. The 
rates are uniform countrywide. 
Higher limits of coverage are avail- 
thle oat) oan additional premium 
charge 
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AUTO ACCIDENT ANALYSIS 


California 
claims men and attorneys attended 


an all day symposium on the scien- 


rwo HUNDRED 


tific analysis of auto and truck acci- 
dents conducted in Angeles 
recently by Stephen IE. Blewett Lab- 
oratories, Featured lecturers were 
Lt. Don Mann of the Los Angeles 
Police Department, George M. Lacy, 
head of Los Angeles County Sher 
iff’s Crime Bradtord 
Crittenden, Commissioner of the 
California Highway Patrol and W. 
J. Ptander of the Ford Motor Com- 
pany. the 


Los 


Laborate ry, 


scene investigation 
of an accident, laboratory analysis, 
metal, brake steering failures 
and preparation for trial were all 
covered in the various addresses 


PROTEST COMMISSION 
CUTS 


THE GREATER YORK Insurance 
\ssociation has asked the 
New York Insurance Department to 
intercede even before the National 
Bureau of 


NEW 
Brokers’ 


Underwriters 
has made its filing for changes in the 


Casualty 


rates of automobile and general lia 
Inlity lines eligible for premium dis 
count gradation, 

Charging that the proposed tiling 
by the Bureau represents an attempt 
on its part and that of its member 
compames to reduce commissions, in 
concert, ©. Joseph Danahy, counsel 
New York Brokers 


\ugust L958 revi 


to the Greater 
likened it to the 
sions in physical damage rates based, 
In part, on a reduced production cost 
factor. On behalf of his association, 
Mr. Danahy has also placed the mat 
ter of the National Automobile Un 
derwriters Association 
\ugust & before the Insurance De 
partment and has asked for a ruling 
on alleged concert of action in. the 
reduction of commissions 


AUTOMATION 


REPRESENTATIVES OF the Advisory 
Conterence of mutual agency com 
panies and the National Association 


of Mutual Insurance Agents met in 


Washington recently to consider the 


effect on the local agent of automa 
tion, continuous policies and direct 
lilling. Also discussed was the etfect 
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filing of 


American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 


Incorporated 1832 


+ 
> 
be 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


of such changes on company 


relations, agency ownership 
piration, whether or not tl 


would become a captive 
more companies, the issu 
company 

renewals and the 
electronic equipment 
two returns of a survey 
the eighty-five compani 
\dvisory Conf 


was reported that twenty-two 


make up the 


pames plan to write policies for their 


agencies, mostly Vil 


| 
| 


equipment, and eleven plan to bill 


polievholders directly wenty 


bill 


s and send 


li to polte \ 


RESERVE REQUIREMENTS 


fire mu 
law passed 
which re 

a full 


unearned premiu reserve by the 


1060) 


end 
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Mental Health Insurance 


JOHN D. PORTERFIELD, M.D. 
Deputy General 
U. S. Public Health Service 
Department of Health, Education, 
and Welfare 


EMBERS OF MY trade sometimes 
Meee: to the broad fields of 
medicine as the healing arts. There 
is much of history in this phrase, 
about which we have not the time 
to talk just now. But I know that 
the word healing got in there be- 
the the medical 
trade are against suffering just like 
preachers are against sin, 


cause members of 


We doctors like to have help in 
our fight against suffering. Organi- 
zations such as Group Health In- 
surance, which provide financial pro- 
tection against the cost of illness, 
certainly mental suffering 
about money, which people other- 


reduce 


Wise experience as their savings are 
wiped out by costs of sickness, This 
particular organization has a com- 
mendable history of pioneering in 
f voluntary health in- 
surance protection, For example, 
its recent etforts to develop a feasible 
method for prepaving the costs of 
dental care have attracted consider- 
able attention, 


new forms 


Larger Problem 


Now Group Health Insurance is 
going to study a larger problem of 
mental suffering. It will carry out 
a demonstration study to obtain data 
on the costs of providing health in- 
surance for mental ills, using as its 
study area a cross-section of its eli- 
entele 

Public agencies, management and 
labor have all worked toward pro- 
viding mental health services for the 
groups with 
cerned, In 


which they 
New York 


this sort are provided in varying de- 


are con- 


services of 
grees for State emplovec s, employ ees 
of certain companies and through 


clinics operated by such labor groups 
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as the International Ladies Garment 
Workers Union. However, the 
problems of mental illness are so 
vast that we have not yet succeeded 
in making even a good beginning 
on case finding and treatment, par- 
ticularly early finding and 
early treatment. 


case 


In fact, the problem of mental ill- 
ness is so widespread that there 
are very few families in the United 
States which have not at some time 
been faced with the problem in 
one of their own members. Every- 
one, therefore has a personal interest 
in the massive problem of these dis- 
the illnesses and disorders 
ravage our most character- 
istic human attributes of mind and 
behavior. 


eases: 


which 


Heavy Burden 


It is important to emphasize again 
what you already know: that the 
burden of mental illness is one of 
the heaviest burdens of ill health 
under which this nation suffers. 
I am not thinking only or pri- 
marily of the patients in mental hos- 
pitals; the three-quarters of a mil- 
lion people presently contined to 
these institutions are certainly a 
large group and constitute a very 
substantial drain on our resources. 
But this institutionalized population 
is only a very small part of the total 
number of individual human beings 
in the United States who suffer from 
a mental illness sufficiently serious 
to need treatment. 

Surveys have estimated that this 
latter group comprises about 6% of 
the population, or close to ten mil- 
lion people. These surveys, by the 
way, one done in Baltimore and the 
other in well as a 
study made on Selective Service 


Tennessee, as 


registrants, seem to confirm each 
other and thus give a pretty sound 
estimate of the extent of the prob 
lem of mental illness. 


Fortunately during recent years 
we have begun to see some progress. 
During the past several years there 
has been a considerable increase in 
the number of psychiatrists, clinical 
psychologists, psychiatric nurses and 
social workers, many of them trained 
with funds made available under the 
National Mental Health Act. 

Research into the cause, treatment 
and prevention of mental diseases 
has received increasing support and 
stimulus. Out of this work new 
knowledge is emerging about the 


structure and functioning of the 
brain and central nervous system, 
about techniques treating the 


mentally ill, and about preventive 
measures, 

The growth of community mental 
health facilities represents another 
great area of progress. Public and 
voluntary agencies, health and wel- 
fare groups at all levels, have con- 
tributed substantially to this new 
look at mental health services. All 
of these are based on pre-admission 
and a relationship 
among the mental health services in 
the community, and between these 
services and the mental hospitals. 


services close 


New Departure 


Another new departure in local 
mental health service is the estab- 
lishment of such facilities as day and 
night hospitals. The day hospital 
provides the patient with eight ot 
ten hours of supervised care and 
permits him te return to his home at 
night. This arrangement makes it 
possible for the patient to remain in 
close touch with his family and, at 
the same time, offers the benefit of 
sustained The 
night hospital, as the name implies, 
operates during the night hours, en- 
abling the patient to receive the 
treatment he needs without giving 


professional care. 
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COMBINED 


“Pany 


‘SUR ANGE 


Big Things Still Come In Small Packages 


We expected that agents would do some big —_ coverage... that provides Hospital-Surgical- 
things with Combined’s new Small Group = Medical benefits and/or Disability income. 
A & H— Hospital contracts. And they are! Beauty of it is that it can be adapted to 
any small-group situation on either a 


Here is saleable coverage with plenty of 
: “Wholesale” or “Franchise” basis. 


immediate prospects ... practically every 
small business, club and trade association If you’ve been looking for a profitable 
listed in your classified telephone directory. A&H plan that pays liberal new and 


Drug stores, supermarkets, service stations, | renewal commissions, inquire now about 
shoe stores, hundreds of firms in your area Combined’s Small-Group coverage. Mail the 
will welcome this beneficial Small-Group Coupon today, won't you? 


: Combined Insurance Co. of America, Dept. 93 
C 0 M B | \ £ D Mail 5050 Broadway, Chicago 40, Illinois 
Gentlemen: Please send me details about Combined’'s 
GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 


Wholesale and Franchise Plans 


Name 


Address___ 


Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 


3 
Coupon 
Po 
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Mental Illness—t; the existence of child and adult guid- 


ance clinics, out-patient clinics and 
psychiatric wards in community gen- 
eral hospitals. All of these can sig- 
nificantly the number of 
patients who are admitted to mental 
institutions by preventing the pro- 
gression of the illness to the point 
where institutionalization 
necessary. 


up his employment. Additionally, 
day night hospital arrange- 
ments can be most helpful to the 


and 
reduce 
patient on the mend in his. transi- 
tion back into community life. 
Such 


imply arrangements for case-finding 


Services, of course, also 
would be 
and referral to psychiatric service, 


“There are no circumstances, however 
unfortunate, that clever people do not 
extract advantage from them.” 


LA ROCHEFOUCAULD. 


some 


One agent collected headlines about large 
verdicts in his town — and mounted them. 


When the rate increase came, he was ready. 


BALTIMORE NEW YORK 


with this 
picture ? ( 


eee 


Not a thing! When you stay at the 
Edgewater Beach Hotel in Chicago, 
any business trip has a touch 


of vacation in it 


In the informal, “country-club” atmosphere of the Edgewater 
overlooking the breeze-swept shores of Lake Michigan, you can 
relaxed and enjoy 

Magnificent food in tive famous restaurants 


Beach, 
work 


Summer Theatre * Outdoor 
pool and Cabana Club * Spacious air-conditioned meeting rooms * Ample 
in-hotel parking * Private motor coach service * Only 18 minutes from 
“loop.” 

Give your wife a treat 


bring her along on your next business trip 
Bring the children too 


There's no charge for the “under 14’s” in your 


room. All outside rooms—tastefully furnished, and rates start at just $9.00 
per person, per day (double occupancy) 
ma ne complete conven 
| THE EDGEWATER BEACH has the finest 
J > cilities. Luncheons, banquets, spacious, air 
nditioned meeting rooms whatever 
4 
‘ AN HCA MOTEL 


The Rivie of Ct 


5300 North Sheridan Road, Chicago 40, Illinois 


One of the matters for which we 
shall be called upon to develop solu- 
tions in the near future is how these 
mental health programs shall be or- 
ganized and administered. And one 
of the functions of the Federal ap- 
propriation for mental health ac- 
tivities is to develop the criteria, 
through administrative research, 
which will enable future mental 
health programs to operate on a 
sound base. 

In this connection, Group Health 
Insurance, Incorporated, of New 
York proposed late in 1958 a proj- 
ect which would study the question 
of whether a voluntary health in- 
surance agency could provide cer 
tain specified types of psychiatric 
treatment to its beneficiaries and to 
determine the added cost of such a 
program in combination with more 
conventional types of health imsur 
ance, 

\s vou know, over the past two 
decades the growth, both as to num 
bers served and services rendered, 
of voluntary health insurance pro 
grams has been a major feature ot 
American life. These programs, be 
sides easing the specific burdens of 
medical crisis, have had a generally 
stabilizing social effect by providing 
means whereby the impact of major 
illness on other members of the 
family is abated or eliminated alto 
gether, These gains come through 
both the direct) planned economic 
protection against impoverishment 
by heavy medical expenses, and the 
peace of mind which such security 
brings not only to the patient him 
self, but to his family and_ friends. 
If the impact of physical illness on 
others can be likened to the spread 
ing effects of a stone tossed into a 
pond, all the more so for the impact 
of psychiatric illness, 

One notable gap in this develop 
ment has been that until very re- 
cently, there has been no prepayment 
coverage of mental illness, at least 
not in the United States. There are 
many reasons for this, some extend- 
far back in history and some 
rooted in irrational biases and fears. 
\lso, at a purely practical and eur- 
rent level, the extension of coverage 


ng 


to include mental illness has been 
inhibited by a lack of knowledge, on 
a sound actuarial basis, of how mucl 
would he 


service undet 


Factors 


required 
various specific conditions 
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such as the severity and duration of 
some mental illnesses have intenst- 
tied this problem loo, the msura 
bility of mental illness could not be 
assessed unless and until adequate, 
and adequately organized, services 
became available. 


More Research 


The Group Health Insurance 
project aims to study these matters 
sharing the cost with the United 
States Public Health Service, 
through the grant mechanism of the 
Mental Hiealth Project Grants pro- 
gram, which is directed by law to 
provide support for studies in new 
and improved methods, including 
administration, for the care, treat- 
ment and rehabilitation of the 
mentally ill. The results will be of 
direct interest to other insuring 
agents who will be able to utilize 
the findings as guidelines. Such de- 
velopments should do much to fa- 
cilitate the extension of voluntary 
health insurance to mental illness. 

We must all realize that the suc- 
cess of this project in terms of dis- 
covering what the costs of mental 
health insurance might be, as well 
as in evaluating what this kind of 
insurance might contribute to the 
mental health of the benefiicaries, 
depends on intelligent referral of 
everyone needing service. 

A good deal of the responsibility 
for this referral will rest upon those 
of you who are members of person- 
nel departments, shop stewards, and 
other key people representing labor 
and management. Early case find- 
ing will of course produce maximum 
benefits at minimum cost and, con- 
versly, referral of cases not needing 
service will produce zero benefits at 
substantial cost. This important 
question is one to which no doubt 
everyone has given a good deal of 
thought. The effectiveness of early 
case finding is also of major concern 
to the Public Health Service, be 
cause of its relation to the total com 
munity cost of mental illness. 

Sometimes, of course, mental de- 
terioration or disorder is very plain 
to see in a work associate or in an 
acquaintance of long standing be- 
cause one has a standard of previous 
behavior with which to compare. 
But when this is not the case it may 
be difficult for even a technologically 
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C°MPLETE COVERAGE 
ON ANY RISK 


FINGER-TIP ASSISTANCE 
FROM CS FIELD MEN SALES AIDS 


IT’S THE FIRE-POWER THAT COUNTS... 


IF YOU WANT 

BIG PROFITS 

--- USE A BIG GUN! 
With Commercial Standard’s front-line, 
multiple-line FIRE-POWER you're armed 
to the teeth to blast away competition. 


Today, the insurance business is no 
panty-waist proposition, so if you have 


UP-TO-THE-MINUTE 


the ambition . .. 


B) BURGLARY we'll supply the am- 
t munition! 
€ INLAND MARINE AB 
| WRITE TODAY! 


COMMERCIAL STANDARD 


INSURANCE COMPANIES 
FORT WORTH, TEXAS : 


RAYMOND E. BUCK 


RC] 
President & Chairman of the Board ey A "a 


HAWKEYE-SECURITY? 


Among Stock, Multiple Line, Indepen- 
dent Agency companies, you've a right to 
ask “What's different about THIS one?" 
Here are a few Hawkeye-Security an- 
swers (your Hawkeye man can give you 
more): 


Agency-minded underwriting 

Agency ad-mats and radio copy 

Expiration lists furnished 

Manuals for rates and rules 

Manuals specify binding privileges 

Expert safety engineering 

Packaged policies 

Claim draft authority for fully qualified agents 
Pocket rate cards 

More branch office authority 


FINANCIAL 
GENERAL 
Insurance Group 


HAWKEYE-SECURITY 
INSURANCE COMPANY 


Serving the Public through Local Agents 
From the Rockies to the Atlantic Ocean. 


Des Moines 7 
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Mental Illness—Continued 


competent person to tell from casual 
the between 
normal behavior of a highly indivi- 
dualistic person and the mildly ab- 
normal 


association difference 


behavior of a 
Faced 


suggest 


more con- 
with this 
that all 
of you might start thinking about 
the mental health of vour work as- 


formistic person 
problem, | would 


sociates in terms of three common 
which 
often serve as tip-otts, sometimes 
called the three A’s: Alcoholism, 
\bsenteeism, and Accidents. 


types of abnormal behavior 


These 
three types of behavior are simul- 
taneously disruptive to an industrial 
and 


organization characteristically 


symptomatic of many underlying 
types of mental illness. They are 
certainly not the only things you 


folks are looking for: chronic 


worker complaints and grievances, 


problems of morale, emotional dis- 
do- 
mestic stress can also serve as clues. 
But with some simple 
things like the three A’s should not 
only be a good way to start in itself 


organization, and reaction to 


beginning 


but also help the leaders to learn to 


recognize the less definite behavior 


manifestations which can be used 
as indications of need for mental 
therapy. 

Besides the more or less direct 


purposes of the project, our De- 
partment of Health, Education, and 
Welfare will realize important gains 
from this study, <As_ Secretary 
Flemming has pointed out, “A fully 
effective attack on mental illness re- 
quires . . . much greater effort to 
keep mental and emotional disorders 
from developing to the point where 
a mental hospital is the only answer.” 
And then, in speaking of the Group 
Health Insurance—National Insti- 
tute of Mental Health Project, he 
described it as ‘ . a development 
which, if it determined that protec- 
tion against mental illness in volun- 
tary health programs was feasible, 
would go a long way toward en- 
couraging people with incipient 
mental or emotional disorders to ob 
tain competent professional advice 
and before their 
reached a serious state.” 


assistance illness 
In summary, we hope that insur- 

ance coverage of this type may be de- 

veloped and that it would make pos- 

sible the following gains: 

1) Encourage diagnosis and _ treat- 


ment in the earlier stages of mental 
illness, when prognosis is most fa- 
vorable and treatment most effective. 
This, in turn, would tend to lessen 
the load on State hospitals and other 
community facilities which are al- 
ready heavily burdened. 

2) Help identify mental illness as 
part of the general health problem 
and as a treatable problem not neces 
sarily requiring hospitalization, 

3) Be of broad educational value 
because of its emphasis on short- 
term treatment. 

While brief hospitalization (to 
provide continuity of treatment 
where medically indicated) is to be 
included in the coverage of this pro 
gram, the major focus lies in study 
ing the insurability of outpatient am- 
bulatory illnesses. 

At the meeting of the American 
Medical Association, Dr. Gunderson, 
the outgoing President, remarked on 
the fact that medicine and voluntary 
health insurance were indispensable 
It might well be that 
this study which is being initiated 
will help bring mental health serv 
ices into the orbit of this indispen 
sable relationship. 


to each other. 
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THE BUSY EXECUTIVE’S GUIDE . . . A complete statistical history 
of fire and casualty insurance, covering all stock companies and those 
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BRADFORD SMITH, JR. 
Executive Vice President 
Insurance Company of North America 

N GIVING A PAPER such as this, 
| is appropriate at the outset to 
make some small display of apt quo- 
tation or humor. This led me to 
Bartlett's Quotations, 

I first looked in the index to see 
if by chance some author had made 
a clever statement about an under- 
writer. If so, Bartlett doesn’t seem 
to know about it. The nearest thing 
to underwriter 
and the First 


“underwear,” 


War couplet, 


Was 


\\ orld 


“Mademoiselle from St. 
She never heard of 


Va “aire, 


unde? wear.” 


While this may be an interesting 
statistic, it is in no way related to 
our subject. [ have, however, come 
across underwriters who have been 
reduced to nothing more than their 
lost their shirts 
All-Risk underwriting. 


underwear, having 


"Deductible" 


Going from underwriter to other 
components of my topic, I searched 
out the “deductible” and 
found only fragmentary quotations 
from Conan Doyle, Dr. 
Watson extolled skill in 
making deductions, Again, this goes 
afield, although I am 
sure that there are many underwrit- 


word 


wherein 
Holmes’ 


somewhat 
ers, like myself, who would give a 


great deal to 


Holmes’ extraordinary powers. 


some of 


possess 
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Approaching the end of my rope, 
| looked up “risk” and found a quo- 
tation certain dlexander 
Smith, “Everything is sweetened by 


from a 


risk.” It is possible that .duthor 
Smith was right from his viewpoint, 
but Underwriter Smith feels that 


risks do not give sweetening: they 
need it, in the form of reasonable, 
adequate and fair rates. 

Now with this concession to form 
out of the way, it is high time to get 
on with our comments on Deductt- 
bles and All Risk 
ance, To begin, we should note that 
a substantial intluential 
underwriters are strongly opposed 


Damage insur 
number of 


to these forms, and have even sought 
to keep other underwriters from of 
fering them. 
that the demand for them does not 


They take the view 


warrant letting the bars down against 
what they believe to be inherently 
dangerous underwriting. However, 
the records will show that those op- 
posed to change or innovation in 
insurance practice almost invariably 
advance this argument as though it 
were conclusive 

You may have surmised that | do 
not agree. (uite to the contrary, he 
believes that a policy of withholding 
a form of insurance until a demand 
for it overwhelms all objections, is 
a kind of ill-founded obstinacy which 
More 
over, he believes that if insurance is 
to assume its rightful place in the 
coming upsurge of our national 
economy, it must be creative; it is 


is harmful to our industry. 


not enough merely to satisfy known 


Il Risk 


Physical 
amage 


Insurance 


Those 
that are hidden or latent in our econ- 


insurance wants or needs 
omy must be unearthed and ways 
found to 


basic principle in the dynamic devel- 


satisfy them. This is a 
opment of American business 
Actually, there 1s a greater de 
mand for Deductibles and All-Risk 
Physical Damage insurance than ts 
underwriters in the 
traditional American market. What 
is needed is positive and intelligent 


recognized by 


effort to solve the grave underwrit 
ing problems raised by these difficult 
and misunderstood forms 


Procedure Differs 


“All 


mis 


the 
Risk” for this insurance is a 


As you know, name 
nomer because a literal interpretation 
of the imply 
age far bevond the limits possible 


term would cover 
for even the most venturesome un 
derwriter. HLloweve it does describe 
which differs 
from the usual procedure of spe- 


an insurance method 


ctfically naming each peril by substi 
tuting an initial insuring clause to 
include all perils. Under this method 
these perils which are uninsurable 
or are not wanted by the policy 
holder are later excluded 
Underwriters will, of course, en 
deavor to exclude all inevitable loss 
such as wear, tear and gradual de 
terioration, and certain other com 
mon causes of loss or damage, such 
as inherent defect or inherent vice, 
extremes of 


temperatures, delay 


a | 
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All Risk Insurance—Continued 

and loss of market, latent defects in 
machinery and mechanical break- 
down, war risks and risks of radio- 
active contamination, etc. Even so, 
the All-Risk forms provide infinitely 
broader insurance coverage than the 
Named Peril forms. 

Frequently used in combination 
with the All-Risk form is the De- 
ductible or Excess of Loss method 
of insurance. Apart from the com 


mon deductibles found in certain 


Personal and Automobile 

deductibles of higher 
amounts, ranging from say $500 to 
$2,000,000 or $3,000,000, are used 
by policyholders and underwriters 


forms of 
insurance, 


to eliminate 
nuisance claims, or to require sub- 
stantial participation in the risk by 
the policyholder, with a commen- 


for such purposes as: 


surate reduction in premium. 
Generally speaking, the American 
market to offer 
these forms of insurance; in fact, it 
has resisted applications of inde- 


has been reluctant 


Ome of a series of great mutual efforts 


IT’S MUTUA 


(Northwestern, 
that is) 


It's elementary that Sherlock Holmes and Dr. Watson 
kept coming up with the right solution—they had a 
mutual effort. It still works. An agency agreement with 
Northwestern Mutual helps solve sales problems—lets 
you offer both the lower cost of a strong mutual and 
the greater service of a local agent. 


It works—to mutual advantage. 


NORTHWESTERN 


MUTUAL INSURANCE COMPANY 


Chicago ¢ Columbus 


Dallas Denver Houston Los Angeles 


Northwestern 

is a 100% agency 
mutual. Write 
for details of 
how this works 
for you. 
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pendent underwriters for approval 
by regulatory authorities. Conse- 
quently, for many years they have 
been left largely to the foreign, non 
admitted market which operates ina 
loosely regulated area. However, it 
is interesting to note that where the 
rate regulatory laws do not inhibit 
freedom to initiate and innovate, 
many American underwriters have 
enthusiastically gone about develop- 
ing All-Risk forms, as in California, 
they first generally 
available to merchandisers. The 
“subsequent disapproval” provisions 
of the California Rate Regulatory 
Act, coupled with multiple — line 
powers, put its underwriters far in 
the lead in offering these forms to 
commercial interests. 

Prior to 1950, All-Risk insurance 
was usually associated or identified 
with Marine Transportation or 
Floater risks. Little was heard of 
\ll-Risk forms on stocks of 
chandise, though for some vears In- 
land Marine underwriters had pro 
vided such cover for jewelers by 
their Jewelers Block policy. How- 
ever, in 1950 a leading company 
introduced an All-Risk form called 
the manufacturers Output policy. 

Shortly thereafter, a handful of 
aggressive companies made similar 
offerings, and the Inland Marine 
Insurance Bureau members, irked by 
this invasion of their field of All 
Risk underwriting, expanded their 
Block policies to include equipment 
dealers, fur dealers, musical instru- 
ment dealers, camera dealers, ete. 
This list of eligible classes was rap- 
idly enlarged by independent compa- 
nies to include nearly all types of 
merchandising activity. 

Out of these beginnings there has 
emerged a new kind of insurance, 
more aptly described as Commercial 
Multiple Line, rather than Inland 
Marine. It is designed to meet the 
requirements of virtually any mer 


where were 


mer- 


chandiser. 


Deductibles 


Coincident with these develop 
ments, a few companies have experi- 
mented with Deductibles. Two prin- 
cipal plans One 
starts with a low deductible of $500 
and offers credit of varving amounts 
against standard base rates, depend- 
inv on the amount of the deductible 


have emerged. 
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and its relationship to the whole 
amount of insurance. All standard 
policy conditions, including coinsur- | 
ance, are required. The other plan 
starts with a minimum uninsured 
first loss of $100,000 and is perhaps 
more accurately called Excess of 
Loss insurance. As suggested by the 
high uninsured retention, its appeal 
is limited to concerns with large fi- | 
nancial resources willing and able to 
absorb a substantial first loss. This 
appre ach somewhat more 
Hexibility with which to accommo 
date the complex problems of pre- 
mium determination and__ policy 
conditions for a very large risk. 
For the most part, these develop- 
ments came about outside of the 
jurisdiction of the strongly en 


otters 


trenched rating bureaus and many 
compames stoutly resisted them as 
unsound and harmful to the business 
of insurance. However, their objec 
tions did not ring true to those who 
believe that the American market 
should do its utmost to find a way to 
satisty the reasonable requirements 
of customers. 


Fear of Competition 


On the contrary, it seemed more 
likely that the opposition really had 
its roots ina fear of the competition 
which might follow a loss of control 
by their rating bureaus over new 
policy forms and rating principles. 
This attitude is perhaps best ex- 
pressed by one prominent exponent 
of the bureaus who said in a report 
to a national industry trade associa- 
tion in 1950: 


did not 
impress upon vou that to my mind 
this is the dav and time to strike 


would be remiss if 


back unrelentingly at every mani 

festation of whatever nature that 
would disturb the orderly process 
of insurance. So long as we realize 

our trusteeship in this business, 
we will always be alert to main 

tain its integrity and to keep all 
subversive wolves away from our | 
pastures.” 


Industry opposition to the Manu- 
facturers Output policy culminated 
ina request to the New York Insur- 
ance Department to withdraw its ap 
proval of the form 
Superintendent 


This was denie 
Dineen, in) com 
menting on the matter, said, in part, 
“We must make equally sure that 


has a phone, too. What it may not have behind that phone is all that you ean 
offer prospects when you have PLM in your office. For instance: age and 
experience——63 years; prompt claim payment record; continuing dividends 
to policyholders; newest types of coverages: PLM Budget Plan for installment 
premium paying; helpful special agents: efficient, friendly home office per- 
sonnel and much more 


all combining to give you and your clients a 
well-rounded service. Why not get in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance" 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 
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All Risk Insurance—Continued 

departmental and legislative road- 
road- 
blocks erected by companies which 


blocks are not replaced by 
are unable or are unwilling to write 
All-Risk coverage themselves and do 
not 
write it.” 

Once the New York Department 
took this firm stand, the die was cast. 
However, the evolution of the All- 
Risk policies has been delayed by 


wish to see their competitors 


disputes over bureau jurisdiction, as 
well as the continued resistance by 
prominent company interests, and a 
attitude their ap- 
proval by insurance regulatory offi- 
after 


seven or eight years of discussion, 


cautious toward 


cials, It is only now, some 


court 
battles, that independent companies 


investigation, hearings and 
appear to have won the right to de 
velop these forms of insurance on 
their own and to work out ways of 
writing them at a profit. You will 
note the use of the phrase “appear 
to have won the nght.” This was 
done advisedly since it is not certain 
that the proponents of the status quo 
have exhausted their full of 
legal tricks. 

While this struggle over All-Risk 
forms was going on, no less of a 
storm was being raised by the intro- 
duction of a Deductible plan and an 
Excess of Loss plan in the Physical 
field by 


companies, In an 


Damage two independent 
etfort to block 
regulatory approval of these plans 
in the several states, a leading trade 


association sent every 


the 


insurance 
United States 
a five-page commentary on the use 


commissioner 1n 


of deductibles Fire insurance 
Covers 
Dire Predictions 
This commentary argued that 


there was only a limited demand for 
large deductibles and that their use 


should be contined to “the minimiz 


ing of petty claims under insurances 
included the allied 


Otherwise, it was claimed, “tested 


within lines.” 
practices would be weakened if not 
destroved.”” It was charged that the 
use of deductibles would tend to in 
the (and, by 
implication, also the loss ratio) in 
In June 19350 the 


another 


crease ratio 


full-cover rates 


secretary-manager ot large 


trade association, seeking the sup- 
port of agents, was quoted in the 
Journal of Commerce of New York 
as follows: 

“While the Deductible plan might 
start with large deductibles. it 
is bound to come down the line 
and hit your small risks. When 
that time comes and all risks are 
written under some form of de- 
ductible, the credibility of your 
statistics will be destr« ved. There 
will be no basis for rates but there 
will be chaos.”’ 

The opposition continued along 
these lines; but the dire predictions 
did not come to pass. Nevertheless, 
some five years later a prominent 
officer of one of the large insurance 
companies testified at an Insurance 
Department 
tucky that large deductibles would 
bring about unbridled price compe 


conference in’ Ken 


tition; that such schemes appear to 
take on the character of rate-cutting 
that they are designed to 
obtain a temporary competitive ad 
that 
the ultimate effect of the use of large 


devices 


vantage for their proponents ; 


deductibles would be the destruction 
of orderly rating procedures and dis 
turbances of rate levels ; and that this 
could easily lead to chaos. 


Neither Calamity nor Chaos 


These charges are just so much 
rubbish; for, even with their sugges 


tive influence, we have neither 


calamity nor chaos. lTlowever, it 


admitted that, while there 
has been very great interest in Ex 


must be 


cess of Loss coverage, relatively few 
contracts have been written in. the 
American market. This chietly 
due to the inability of a handful of 
American underwriters to win this 
market awav from knowledgeable, 
non-admitted insurers operating out 
side the area of state regulation of 
rates and forms. An objective view 
into 


the unprofitable era in 


must also. take consideration 
\merican 
property msurance, which has made 
American companies hesitant to ex 
periment in untried fields, and the 
fact that there is only a limited num- 
ber of concerns prepared to carry a 
first loss large enough to quality for 
Catastrophe coverage 

Turning once more to All-Risk 
Physical 
should 


Damage insurance, we 


overlook mention. of 


neither 


the unfavorable underwriting ex- 
perience it has produced so far, nor 
the satisfaction its opponents may 
It ap- 
pears now, however, that it 1s show- 
ing improvement. This is probably 
due to more enlightened underwrit- 
ing, and may be properly regarded 
as the result of lessons learned the 
hard way, since the earlier policies 
proved to underwriters that they 
were too liberal in coverage and in- 
adequately rated. 

Our current dithculties with the 
All-Risk form might lead one to 
think of it as a new approach to in 
but that is far from the 
case. Going back to the very origins 


gain from this circumstance. 


surance, 


of insurance, we will note that its 
concept was protection against “all 
risks.” The trading loans of the 


Babylonians and the Phoenicians, 
which were the forerunners of the 
sottomry loans, had the effect of 
covering loss to goods in transit by 
the perils of the transit, meluding 
robbery and brigandage and piracy. 
They were true “all risks” covers. 

It was in the early Middle Ages 
that a third party (an insurer ) inter- 
vened for a price and assumed these 
risks between buyer and seller. “All 
Risk” insurance has since been gen 
erally available to 


merchants and 


owners of property in transit 
whether by land or sea or air. The 
Ocean Marine policy is a classic ex- 
ample. On the other hand, insur 
ance at fixed locations on structures 
and other property 
movable) has 


(even though 


stemmed from pure 


Fire insurance; and while the cov- 
erage has been greatly expanded, the 
method has been to specifically name 
the additional perils to be assumed 
by the underwriters. 


First Applications 


Insofar as I have been able to dis 
cover, one of the first applications 
of “all insurance to 
property the insuring of 
bridges and tunnels; but it must be 
recognized that these structures are 


risks” fixed 


was in 


distinguished from others, since they 
are carefully designed to fit into their 
particular environment. It is a vastly 
different insurance problem to sup 
ply All-Risk insurance for the run 
of-the-null buildings, not so specifi 
cally designed, and likewise for their 
contents, 
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Failure to perceive and to provide 
for the enlarged loss potential of All 
Risk underwriting will inevitably 
bring disaster to the uninformed un- 
derwriter. Unhke Named Peril con 
tracts, wherein the underwriter ts 
alerted to the perils covered by hav 
ing them named for him, the All- 
Risk form may include hidden or 
unforeseen risks. A few illustrations 
from our files will give you an idea 
of the odd things which can and do 
happen : 


Confused Wheat Beetles 


First, there is the case of the con 
fused wheat beetles. A manufac 
turer of cans used as containers for 
syrup, stored up empty cans in a 
warehouse in which wheat had been 
stored previously. Confused wheat 
beetles entered the cans. Inciden 
tally, that is the correct name for 
them and is not a reference to their 
state of mind. The warehouse was 
funugated, killing them in the cans 
The dead beetles could not be re 
moved except by shaking each can 
by hand and the cost to do this was 
greater than the cost of manufactur- 


ing new cans. Several hundred 


thousand (cans, that is) were thus 
rendered a total loss. 


furning trom insects to animals, | 


we have the case of some muskrats | 
who caused the collapse of a dam. | 
The dam, which retained water for 
a municipal water system, was con- 
structed with drains running through 
the sub-soil to carry off water which 
might percolate underneath — the 
dam. Muskrats built nests in these 
drains, thus clogging them. As a 
consequence, percolating water un- 
der the dam created cavities, causing 
the dam to collapse. 


\ less dramatic claim is the case 
of the lost water. A manufacturer 
purchased large quantities of city 


water through a metered main. For 
a substantial period of time there | 
was a large leak in the main on the | 
manufacturer's side of the meter, re- | 
sulting in the loss of enormous quan 
tities of water. An All-Risk policy | 
paid a huge water bill charged by | 
the city. 

There is literally no end to such} 


illustrations: but the foregoing | 


should serve to show what strange | RELIANCE INSURANCE COMPANY 
things may happen when you grant 


All-Risk insurance. Such accidents | 
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financing to every insured. For full information, see your 
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All Risk Insurance—Continued 


come along with a great deal more 


frequency than is commonly real- 
ized; and when they are included in 
the policy coverage, they add very 
greatly to the pure loss developed by 
a book of business. Thus, it is neces- 
sary to provide for them in the rate 
charged, Asa practical matter, some 
influential policyholders underesti- 
mate the value of this form of insur- 
ance and buy so closely that their 
business tends to goto inexperienced 
underwriters who charge inadequate 
rates for the added perils. “The end 


result is frequently the loss of a 
market for the policvholder. 

There is also the danger of auto 
matically including in All-Risk in 
surance, perils with loss potentials 
so great as to be actually uninsura- 
ble. 
to analyze All-Risk proposals with 
great care. Special inspections and 


Kor this reason it is necessary 


surveys are needed to unearth haz 
ards or perils which are uninsurable 
because of location, the nature of the 
operations being carried on, unusual 
construction features, or other con 
ditions which may be unique to the 
individual risk. The flood exposure 


Swett & 


rawfort 


to manufacturing risks located on 
the Mississippi River Bottoms is a 
classic example of a peril which ts 
historically uninsurable because of 
location. 

As the All-Risk concept is ex- 
panded to different kinds of prop- 
erty and classes of risk, it will place 
an increasingly higher strain on the 
abilities of underwriters. The process 
of accepting or rejecting such 
will be obviously more difficult: and 


ISKS 


require much greater experience and 
judgment, than that employed in 
routine underwriting. Equally im 
portant will be the problem of mak 
ing this form of insurance attractive 
to underwriters by naming and. se 
curing a rate commensurate with its 
true loss potential. Until more ex 
perience is developed, the task of 
establishing rates which are neither 
too high nor too low is one which 
will test the acumen of the best of 
today’s underwriters. 


Fundamentals 


Now what does all this mean, and 
how does it affect you? If we were 
to heed the advice of the advocates 
of business traditionalism, we would 
resurrect old-fashioned — principles 
and do away with these experiments 
in underwriting. As a prominent in 
surance man put it in unusu 
ally torthright and forceful address, 
“We must return to fundamentals 
learn to walk 


creep before we 


walk before we and leave the 
He went on to 
i \ll Risk 


packages, as we know them, to be 


run 
flving to the birds.” 
Say that he considered 
the cancer of our business which has 
dislocated, disrupted and thoroughly 
the All 


Risk forms except for certain spe 


contused our entire business.” 
solution was to withdraw 
cialized coverages. 

There can be no doubt that there 
is substantial number of 
underwriters 


hard 
would 
solemnly and sincerely say “Amen” 
to this proposal. 


pressed who 


But that is not the answer. In the 
first place, we have fortunately ad 
vanced too far in this field to retrace 
our steps. It would be like trving to 
put Humpty Dumpty back together 
again. In the second place, we can 
not atford to throw away the valu 
able experience we have already 
gained in venturing in this field ; and 
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you, as buyers of insurance, may 
justly demand the kind of insurance 
facilities’ which modern 
wants. 

Moreover, 


business 


underwriters must 
learn to accommodate their business 
practices to rapid change, if they ex- 
pect to keep pace with the dynamic 
business f our modern 
age. According to Nation's Business, 
“In the past five years we have 
spent as much money on industrial 
research as was spent in the previous 
twenty-tive. To date little of this tre- 
mendous investment has borne fruit 
because of the time lag inherent in 
research projects ; but we can expect 
a large scale impact by the begin- 
ning of the next decade.” The article 
also notes that, “Currently accepted 
methods of operation will be inade- 
quate to cope with the coming indus 
trial revolution that will be triggered 
by new products and new processes 
now under development.” 
Continuing further, Nation’s Busi- 
predicts that “products not 
now available are eX] cted to add 
an estimated fifty billion to sales ana 
account for 13% of all manufactur- 
ing by 1960. The volume of new 
products and processes from indus- 


economy ot 


Ness 


trial laboratories will increase each 
vear during the next decade. It will 
he an age of innovation unequaled 
in history.” This is the prospect of 
an exciting, future 
wherein the conventional insurance 
products and practices of traditional 
competitors must inevitably give way 
to a more advanced design. 


fast-moving 


There is no need for any under 
writer to venture against his better 
judgment; but he must not be al 
lowed to keep other underwriters 
from venturing. The path must be 
left open for progress through inven- 
tion and innovation, In this way the 
rewards will go to those who are 
able to surmount the problems of 
tomorrow's underwriting require 
ments. 

To meet your needs as insurance 
buyers in this challenging future, we 
as underwriters must have freedom 
under our rate regulatory laws to 
venture; for that is the only testing 
laboratory available to insurance. If 
you shut off this privilege by un- 
vielding and unenlightened regula- 
tion, or if you legislate regulation 
responsive to the advocates of the 


status quo, you will retard advance 
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FIRE 
and 


CASUALTY 


: HOME OFFICE DALLAS, TEXAS 
PAT M. GREENWOOD, Chairman of the Boord — 


MULTIPLE 
LINE 
FACILITIES 


E. T. EARNEST, President 


e Reinsurance 
treaty 


facultative 


COMPANY, INC. 


175 W. Jackson Blvd. 
Chicago 4, WAbash 2-5073 


im imsurance practices to the pace of 
the slowest tortoise in the race 
You can be of vital assistance in 
making tt possible for the progres 
sive underwriters to continue unfet 
tered in their attempts to do a better 
insurance job. Specifically, 
should be sure to make your needs 
known, and you should demand that 


underwriters be given the freedom 


you 


necessary to 


It am 


your require 


ments urance regulation is te 


be truly responsive to your needs, 


then vou, as an important part of the 
public, must be articulate 


Your 


in convineing legislatures and publi 


voice can be most effective 


officials that those who prefer the 
status quo should not be allowed to 
enforce their own inaction on others, 
and that underwriters 
must be given the same freedom as 


\merican 


their foreign competitors who oper 
ate as non-admitted insurers im an 
area tree from rate and form: regu 


lation 


i 
SERVICE and PROTECTION | 
W 
4 INSURANCE COMPANY 
13 : 


For 
co GEASS tt 


at 


Autoglass 
Installation 
Dealer 


HOW to guarantee 


satisfaction on Auto Glass claims 


¢ Auto Glass of the highest quality tomer Service” . 
¢ Installation by skilled workmen Safety Glass installed in the shortest possible 
¢ Dependable, fast, efficient service time by workmen experienced in modern 
An AlD—Autoglass Installation Dealer—will techniques. 


always come to your aid when your policy- 


. Which means top-quality 


Youll find no cause for complaint if vou send 
holders need first-rate Auto Glass service. vour policvholders to an AID. where the 

Every AID guarantees complete satisfac- service is unexcelled. Look for the name of 
tion with the glass replacements he makes in the nearest AID in the Yellow Pages of the 
all types of cars and trucks. That's because he phone book, or look for the big green and 


works according to strict “Standards for Cus- white AID emblem outside his shop. 


All PPG Automotive Safety Glass complies with every recognized safety code. 
Watch the 
GARRY MOORE SHOW PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS - FIBER GLASS 
Tucsiey Nights PITTSBURGH PLATE GLASS COMPANY 


IN CANADA CANADIAN PITTSBURGH INDUSTRIES LIMITED 


: 


FIRE—— AUTO—— INDUSTRIAL 


Lightning Losses 


ARM FIRE Losses in the U, S. 
have now hit, and even surpassed 
by 2,000,000, a staggering annual 
toll of $150,000,000, Of this, S56, 
240,000, or more than 1%, 1s laid to 
lightning—by far the biggest single 
cause of fires on farm and in sub 
urban and outlying areas across the 
country, reports the Lightning Pro 
tection Institute 
Two of the most vital steps farm 
and outlving area home owners can 
are pointed out 
y in analysis of the rural fire 
loss report: 


(1) Re 


take this 
strong] 
‘valuate  vour buildings. 
equipment, livestock, and poultry as 
a first-of-spring step, covering them 
with imsurance at the new figures, 
and 
(2) Protect your buildings against 
hetning as the 
peril. 


greatest. farm fire 

Increased valuations and replace 
ment costs have made obsolete and 
inadequate the fire insurance policies 
held by the large majority of farm 
\nd 


these same factors place new 1m- 


owners, the Institute explains. 


portance on fire prevention through 
safety techniques and devices 


Seven Ways 


To accomplish the two vital steps 
above, the 


Institute 


Protection 
that 
“sub-steps”” be taken systematically. 
These seven “ants are based on the 


Laghtning 


savs, requires seven 


principle that: fire cannot be fully 
prevented, so msurance Is a neces- 
sity; the biggest fire peril 

can he 99% 


lightning 
‘and others 
can be substantially reduced 

Here is the list of 


Set 


eliminated 


seven pomts 


new values on all of vour 


buildings according to caretul 


nate of replacement costs. Base 
insurance coverage on these amounts 
Select the policy which gives most 


For August, 1959 


Lightning-fire caused this $50,000 loss at the Fred Beuchel farm in Wisconsin. The barn, 
chicken coop and pump house were leveled, 20 heifers, tractor, grain destroyed. 


protection 


fire and comprehensive 
for the 


money lf have a 


vou 
lightning protection system, a pre 
ferred rate for “Master Label” light 
ning protection imstallation brings 
savings In premiums in many states 
on buildings thus protected 

2. Estimate the building 
contents and livestock, and consider 
replacement costs when determining 
insurance 


value of 


coverage 

3. As you make these evaluations, 
set up a list of values for buildings, 
equipment and 
the list 
cally; it) may 


other possessions. 


Bring up-to-date periodi 
prove invaluable im 
settling claims 

4. Check vour lightning protection 
system, making sure that it measures 
up on all counts in the accompany 
ing “Master Checklist for Lightning 
Protection on Farms.” 


5. Check 1 hazards 


oil-soaked ra 


such as 
vs, inflammable mate 
rials near heating . detective 


flues and the like 


sVstems 


chimney 


6. Check electric 
motors and other mechanical equip 
ment for proper condition and fune 


tioning ; or have an expert do it for 
Vou. 


wiring, heating, 


7. Maintain. strict’ regulations on 


smoking, use of matches, 


burning 
rubbish, 


and other “human 


practices 


error 


i his Wavy seen) a mere 


gesture, but owners of industrial 
and commercial buildings can attest 
that it’s effective 

In the one area where practically 
full protection against fire peril can 
be obtained (through installation of 
a-complete lightning protection sys 
tem) there ts also contained protec 
tion against loss of life 


or myury 
Lightning, 


ile ntitied as 
nature's most destructive force. be 
sides causing $100,000,000 in prop 
erty fire loss and damage also kills 
more than six 
annually 


correctly 


hundred Americans 
and injures some. fifteen 


hundred others. Most of these trag 


ext page 


Less Contre 
. 
ce 
15 


Lightning Losses—Continued 


edies occur an rural and) outlying 
farm areas 

To understand how the svstem of 
1 


lightning rods and 
tects 


conductors pro- 
a building, its occupants and 
contents, 1s know 


something about lightning itself. 


necessary to 


Lightning is an interchange of 


electrical charges between clouds 


and earth. During electrical 


storm, clouds gather tremendous 
charges of electricity, usually nega 
Meanwhile, positive electrical 
charges build up in the earth, and 
the two opposite charges strain to 
unite. 

When the pressure of the charges 


pressing toward each other becomes 


tive 


strong enough, thev leap across the 


barrier of non-conducting be- 
tween and collide with a terrific ex 


pl m1. 


Protect 
Now 


ANNOUNCING PACIFIC NATIONAL’S PN/PM PLAN 


New sales tool — Here is a valuable new sales tool that’s easy for producers 
to handle. We take care of all billing after the first monthly premium payment is 
made. Payments may be as little as $10 per month, and PN PM can be applied to 
any combination of coverages or any single coverage, with the exception of auto- 
mobile which must be written with another coverage for PN PM financing. 


Full commission in advance — Best of all, this modern marketing 
plan pays you a full commission immediately on each policy you sell, whether it 


be for one year, three or five. 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 


A MEMBER OF THE TRANSAMERICA INSURANCE GROUP 


Pay 
Monthly 


SAN FRANCISCO, CALIFORNIA + PHILADELPHIA, PENNSYLVANIA + SKOKIE, ILLINOIS + DALLAS, TEXAS 
ATLANTA, GEORGIA 
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If your house or barn happens to 
be the gathering point for ground 
volts and as 
much as three hundred and_ forty 
thousand amperes of current flow 
through it when lightning strikes. 
Direction of the tlow may be up or 


charges, millions of 


down, but in either case, the 34-in. 


core of pure electricity develops 
terrific heat, igniting inflammable 


materials in its path. Or, if the 
lightning stroke is what is called a 
“cold” bolt, it may literally explode 
the building. 

\ lightning protection system 
prevents these things from happen- 
ing by providing a safe and easy 
metallic path on which the lightning 
holt prefers to travel, dissipating the 
current, harmlessly either into the 
air or mto the ground. 

Increased building and usage of 
rooted 
barns, machine 
shops, storage facilities, and other 
applications, point up the danger 
from lightning to this type of struc 
ture. 


metal-clad or structures on 


farms for 


ss, 


Hundreds of cases of complete 
lightning destruction metal-clad 
Inuldings on farms prove that simple 
grounding of a= metal-roofed or 
sided building does not protect. the 
building from lightning damage, fire 


or le SS, 


Metal Clad Structures 


Authoritative opinions of experts 
in the lightning protection and metal 
sheet producing fields bear out the 
fact that metal-clad structure 
should have the same type of light 
ning protection system instal 
lation as approved for buildings 
without metal roof or siding. 

Underwriters’ Laboratories “Mas 
ter Label” requirements state that 
“Metal rooting and siding, eave 
troughs, downspouts, or other parts 
more or less subject to displacement, 
are not acceptable as substituted 
the 
The conductor 
system shall be applied to the roof 
or metal-clad building in like man- 
ner as on buildings without metal 
coverings.” 


parts of lightning protection 


svstem lightning 


Here is the Lightning Protection 
Institute’s “Master Checklist” for 
all farm lightning protection instal 
lations. All questions should have 
“ves” answers: 


Best's Fire and Casualty News 


— 
oF 
wl] 
Q 
BN. 
| 


1) Are air terminals) (rods or 
points) located on all) prominent 
parts of very major buildings 

2) If air terminals are less than 
thirty inches tall, are they spaced 
within twenty feet of each other. 
3) Do air terminals extend at least 
ten inches above all ridges, chim- 
neys, dormers, ventilators, or other 
roof projections 7 

$4) Are the air terminals connected 
to the conductor cables in such a 
way that there are two paths from 
each rod to the ground ? 

5) Is there an adequate number of 
grounds for each building, under 
these requirements: (a) for single- 
ridge structures with no ells or tees 
up to 80 feet in length, two ground 
terminals; (b) similar buildings 
from 80 to 140 feet, three grounds; 
(3) similar buildings from 140 
to 200 feet, four grounds, and 
one additional ground terminal for 
each 60 feet of ridge beyond 200 
feet; (4) an additional ground for 
any ell or tee in a building; and 
(e) a conductor cable coursed over 
and perhaps a special ground for 
large dormers. 

6) Do grounds extend at least 10 
feet into permanently damp soil, or 
are there auxiliary grounds as spect 
fied by the manufacturer in the event 
of rock formations or sand ° 

7) Are ground rods of copper cable, 
copper-clad steel, or heavily galva 
nized steel at least 5g-inch in diam 
eter ? 

8) Is there a down connector at the 
point where a metallic water pipe or 
well casing enters the building 
(This is extremely important, and 
often neglected when running water 
is installed after lightning protec- 
tion. ) 

9) Are metal hay carrier tracks 
connected to the lightning protection 
system? (Again, in the case of ex- 
isting lightning protection systems, 
metal hay carrier tracks sometimes 
replace wooden ones, and the owner 
neglects to have the new tracks in- 
ter-connected. This, of course, 1n- 
vites trouble, for hay tracks follow 
metal water pipes as targets for 
lightning strokes. ) 

10) Are other metal bodies, such as 
gutters, downspouts, door tracks, 
litter carrier tracks, vent stacks, 
ventilators, electrical, radio, and 
telephone grounds, metal clothes- 


nued on paae § 
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want get 


the 
round floor? 


Nobody can question the advantage of getting a 
head start. The producer who offers a new kind of 
health coverage sooner than his competitors can 
develop a larger clientele, and a bigger premium 
volume. 


With that in mind, let’s look at some recent Con- 
tinental innovations which have been widely imi- 
tated in the health insurance industry: 


65-PLUS... 


a hospital-surgical insurance plan exclu- 
sively for people over 65 


= QUALIFIED RISK POLICIES... 


enable people with physical impairments 
to get almost any type of health insurance 
—including coverage of their chronic dis- 
abilities 


= LIFETIME—PAID UP AT 65... 


Guaranteed Renewable hospitalization 
which is fully paid up at age 65. . . insured 
has top protection, no premiums to pay 
during his retirement years. 


These are just a few of the contracts Continental has 
developed in the past year or two — more are on the 
way. Why play “follow the leader” when you can be 
a leader yourself. Get in on the ground floor, call your 
nearest Continental General Agent or Branch Office. 


CONTINENTAL CASUALTY COMPANY 


Home Office: Chicago, Illinois 
A MEMBER OF THE 
CONTINENTAL-NATIONAL GROUP 
CONTINENTAL ASSURANCE COMPANY 
TRANSCONTINENTAL INSURANCE COMPANY 
NATIONAL FIRE OF HARTFORD 
TRANSPORTATION INSURANCE COMPANY 
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“MOUTH-TO-MOUTH" 
LIFESAVING METHOD 


Tut 
announced 


AMERICAN Red 
otticial 
the “mouth-to-mouth” technique of 
artificial 


Cross has 
adoption of 
lor 


respiration adults as 


well as children. Teaching of the 
method in Red Cross first aid and 
water satety courses will begin im 
mediately 

The technique was declared the 
most practical in a unanimous ver 
dict of a committee of the National 
\cademy of Sciences-National Re- 
Council thorough 
review of artificial respiration data. 

AW national director 
of Red ( Satety 


plained that the Red Cross delaved 


search after a 
Cantwell, 
TOss Services, @X 
announcement of its adoption of the 
method only long enough to pre 
pare and have published an instrue 
tion manual for use of its volunteer 


class instructors. Distribution of 
copies Of this manual to the 3.700 
Ked Cross ¢ rs Was completed 


issued as a 


early July. It was 
supplement to the 
the Ked lirst 
Pexthook, published in) 1957 


The 


“mouth-to-nose”’ 


recent edi 


\id 


host 
tion of ross 
called 


dates 


technique, also 
respiration, 
Instructions 


type ot 


hack to Biblical times 


on pertorming this resus 


citation, to be started immediately 


on discovery of the unconscious 
person, are as follows 
It there is foreign matter visible 


in the mouth, Wipe it out quickly 


with the fingers or with a cloth 
wrapped around the tingers. Then 
l hilt the head back so the chin 
Is pomnting upward. Pull or push 
the jaw into a jutting-out position, 
maneuvers should relieve 


obstruction of the 
the 


airway by mov 


base 


Ing the tongue away 
from the back of the throat. 

2, Open vour mouth wide and place 
to tightly over the vietim’s mouth 
At the same time the Vic 
tim’s nostrils shut or close the nos 
trils with vour cheek, or close the 
48 


i> 


ofl 


When you're house burned in January, 1948, 
whatja mean you weren't anywhere?" 


victims mouth anc place your 
mouth over the nose. Blow into 
the victim's mouth or nose. Ai: 


may be blown through the vietiny’s 
teeth, 
clinched 


even though they may be 


The tirst blowing etforts should 


determine whether or not obstruc 


tron 


3. Remove your mouth, turn your 


head to the side, and. listen) for 
the return rush of air that. indi 
cates air exchange. Repeat the 


blowing effort. 
There are two major ditferences 
in procedure 


between administer 


Ing mouth-to-mouth resuscitation 
to a child and to an adult. One 
applies to the breathing itself, For 


shallow 
child's 


relatively 
the 


a child, take 
breaths appropriate to 


size at the rate of about twenty a 
nuinute. For an adult. blow vigol 
ously at the rate of about. twelve 


breaths a minute 


Failure to Get Air Exchange 
rhe 


failure to get air 
If this 
JAW position 


other ditference relates to 
exchange, 
occurs, recheck head and 


In the case of a child, 
up-end it by holding the 
administer two or three sharp slaps 
the blades \n 


adult, who cannot be lifted easily, 


ankles and 


between shoulder 


can be turned on his side so that 


the blows on the back can be given 
in an effort to dislodge obstructing 


matter, 
do not 
with 


Rescuers who 


come in 


wish to 
contact the victim 
may hold a cloth over the latter's 
mouth or nose, and breathe thre ugh 
that. The 
affect the change of air, 
The Red Cross still 
manual methods of artiticial 
piration acceptable for rescuers who 
cannot or will not use the mouth-to- 
mouth or mouth-to-nose technique, 
Mr. Cantwell said. 


cloth does not greatly 
considers 


Tes 


The two meth- 
ods it recommends are the Nielsen 
back pressure-arm lift method and 
the Silvester chest pressure-arm lift 
method, 

Mouth-to-mouth resuscitation for 
infants and = small children was 
adopted by the Red Cross two vears 
ago. But the referred 
to in the Bible, to Elisha’s exploit 


method is 


of reviving the Shunammite 
woman's child. It is) in) verses 
34 35, Chapter of Second 
Kings: 


Biblical Reference 


“And he went up, and Jay upon 
the child, and put his mouth upon 
his mouth, and his eves upon his 
eves, and his hands upon his hands: 
and he stretched 
child; and. the 
waxed warm. 


himself upon. the 
flesh of the child 


“Then he returned, and walked in 
the house to and fro; and went up, 
and stretched 


himself him: 


and the child sneezed seven times, 


upon 


and the child opened his eves.” 

The Red Cross began teaching 
artificial respiration in its first. aid 
classes in 1910 and in water satety 
courses in 1914, Mr. Cantwell re 
called. “In 


uncounted 


hundreds of 
the 


accepted by the 


nearly a half-century 


Wes hav 


been saved by re suscitation 


techniques Red 


(ross. To estimate the number 
more closely would be nnpossible 
because many cases of lifesaving 


occur without being reported 


Best's Fire and Casualty News 


| 
> | 
| 
= 
A 
. 
i é 
| 
= 


every month 


ideas | 


«o == 
1950 195) BQ GSS 956 that 


These estimated losses, from the 
National Board of Fire Under- 
writers, include an allowance for un- 


insured and unreported losses. pay off 


1957 1958 
July $77,814,000 $80,782,000 
August ... 78,364,000 75,491,000 
oe September . 72,264,000 73,303,000 in 
October ... 77,753,000 73,393,000 
November . 75,321,000 71,539,000 
December . 91,519,000 100,523,000 
1958 1959 
January ... 99,918,000 112,983,000 
February . 13,853,000 98,120,000 ! ¢ 
March .... 102,722,000 99,610,000 oss preven ion. 
April ..... 99 061 000 90,689,000 
May 85,633,000 81,597.00) 
June 77 867 000 
Fotals $1,054,270,000 $1,035,897,000 
FOR YOUR CLIENTS... a subscription to SAFETY MAINTE- 
1949 $651,534,000 1954 $870,984,000 NANCE is a monthly reminder of your 
1950 648,909,000 1955 885,218,000 
1951 730,084,000 1956 989 290,000 constant interest ...a source of 
1952 815,134,000 1957 1,023,190,000 tested safety methods and procedures 
1953 864,863,000 1958 1,056,266,000 
which will speed production and cut 
costs. 
motor vehicle 
deaths FOR YOURSELF . . . SM is a channel of proven aids to loss 
1957 1958 1950 prevention . means of establish- 
January ........ 2,882 2,770 2,880 ing sound safety programs in plants 
where you have a stake. Your own 
.... 51933 610 imprint and safety message can reach 
Mav 3.065 3.010 3 250 


your clients each month. 


Five Months 14.231 13,280 13,940 
lene — 3302 3.000 Write for special discount rates. 
Tuly 3308 3.210 
\ugust ... 3,635 3,450 
September 3,365 3,330 
November 3620 3,510 
December 3,775 3,620 $4.00 a year 
I'welve Months .. 38,702 37,000 


Estimates provided by the National 
Safety Council. 


SAFETY MAINTENANCE 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


another publication of 


accidental 
deaths 


Four Months 


1959 1958 Change 
ALL. TYPES 28,300 28,000 
Motor Vehicle 10,690 10,270 
Other Public 4.200 41000 42% FULTON STREET, NEW YORK 
Work 400 4300 OC; 
98.900) 10,000 2% 
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Lightning Losses—trom page 47 
lines, and other such items of metal 
interconnected in the lightning pro- 
tection Ss) stem ? 


11) Do TV antennas, 
phone and electric service wires have 
properly 


radio and 


sized lightning arresters ? 


12) Does the electrical system have 
an arrester to stop surges brought 


by secondary lightning? Also, does 


the system have a capacitor as a 


safeguard to any minor surge that 
may pass an arrester before spark- 
over ? 

For farmers who may be consid- 
ering lightning protection, the In- 
stitute has three other questions. 
“Yes” answers to these constitute 
assurance that the farmer is dealing 
with a legitimate installer. This ts 
a deterrent to salemen 
peddling inferior equipment, inferior 
workmanship, or “frills” 
“radioactive” 


occasional 


such 


as 


“magnetic” or rods. 


PROGRESS: 


Progress (n) ... “Movement for- 
ward, a going or getting ahead, 
gradual betterment”. That’s Web- 
ster’s definition of progress. We 


think it aptly describes the road 


Ohio Farmers has taken for the 
past 110 years. It also describes 


the future of the insurance agent 
who wishes to represent 


Ohio Farmers Companies__| 


Ohio Farmers Insurance Company « Chartered 1848 
Superior Risk Insurance Company « LeRoy, Ohio 


BE PROUD 
TO REPRESENT 


PAcrIFic INDEMNITY 


-a progressive multiple line company 


with an eye on the future 


HOME OFFICE pal offices in Atlanta, Cincinnati 


LOS ANGELES 


Oakiand, Phoenix, Portiand, San Fran 


Dallas. Kansas City Los Angetes 


cisco, Seattie 


These are the questions : 


1. Do you have the correct name 
and address of the salesman, and are 
you satished that he represents the 
installation firm he claims to service ? 
2. Does the installer operate under 
the Underwriters’ 
“Master Label” inspection system ? 
3. If so, did you get the fourth (or 
yellow copy) of the “Application 
for Master Label” completely filled 
out and signed by both the installer 
and yourself ? 

For farmers property is 
protected by existing 


|_aboratories 


whose 
system, 
these questions can be used to check 
adequacy of the system. You can 
do this vourself if your system car- 
ries an Underwriters’ Laboratories 
“Master Label” plate which states 
that the entire 
and workmanship—has passed UL 
requirements. If there is no such 
label, a competent installer may be 
called in to inspect the system. 

To make sure you're right on all 
counts, write to the Lightning Pro- 
tection Institute, 53 West Jackson 
Boulevard, Chicago 4, Illinois for a 
free copy of the booklet “Lightning 
Facts & Figures.” 


system—miaterials 


PLANT SAFETY AWARD 


MiILes LABoratories, Inc., Elkhart, 
Indiana, manufacturer of pharma- 
ceuticals and drugs, received an 
award recently for its record of one 
million man-hours’ plant operation 
without a disabling injury. 

plaque was presented by 
American Motorists — Insurance 
Company, a division of the Kemper 
Insurance group, to plant manager 
Lem Beardsley at the company’s 
main plant in Elkhart. 

Other Miles Laboratories repre- 
sentatives participating in the award 
presentation were insurance depart- 
ment manager Ty Schuler and safety 
co-ordinator John Bennett. 

The twelve hundred employees in 
the company’s Elkhart plant began 
their accident-free record on July 
15, 1958. The award covers a six- 
month period through January 20, 
1959, 
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AMERICAN DISTRICT TELEGRAPH COMPANY 


Executive Office: 155 Sixth Avenwe, 
NATION 


A 


— 


SAFEGUARDS ITS PROPERTY WITH 


ADT 


Selected by FACTORY magazine as 
one of the nation’s Top Ten for 1959, the 
new Cutler-Hammer low-voltage distri- 
bution apparatus plant is a model of 
clean building lines and uncluttered 
working space—with plenty of growing 
room. 

Automatic operations within the 300,- 
000 square-foot plant are used wherever 
possible, even to safeguards against fire 
and intrusion. 

ADT Sprinkler Supervisory and Water- 
flow Alarm Service maintains a continu- 
ous, automatic check on water supply to 
the sprinklers and will automatically 
summon fire fighters in case of fire. In 
unsprinklered plant areas, ADT Aero 


PROTECTION 


Automatic Fire Alarm Service will auto- 
matically detect and report a fire in those 
vital first few minutes. Failure of Cutler- 
Hammer watchmen to signal while on 
patrol will result in prompt investigation. 
ADT SERVICE CAN HELP YOU, TOO... 


Whether your project is old or new, 
sprinklered or unsprinklered, there is an 
appropriate ADT Automatic Protection 
Service to meet every requirement. An 
ADT specialist will show you how com- 
binations of automatic services can safe- 
guard property, profits, and employees’ 
jobs, at lower cost than other, less effec- 
tive methods. Call the ADT sales office 
listed in your phone book; or write to our 
Executive Office. 


Controlled Companies of 


ADT 


New York 13, Ny Te 


ORGANIZATION 
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assn notes 


American Foreign Ins. Ass'n: New offi- 
cials appointed at head office: Secretaries 

Michael J. Loughrey, Albert 1. Terhune 
and Cornelius S. Tucker. Assistant secre- 


taries—Robert L. Henshaw, Robert M. 
Hughes, Herman H. Kremer, Leslie W. 
Sage and Jultus B. Seaman. 

New branch © offices Kanpur, Utter 


Pradesh 
and will be managed by 


is 16th office opened in India 
K. Setéa. 
Bucaramanga, capital of Santender Prov- 
ince, is 7th office opened in Columbia and 
is under management of Oscar Chaves M. 


The St. Paul Fire & Marine has been 
registered in) Sarawak on) Borneo under 
supervision of Singapore othee. Getz 
Brothers Co. have been appointed 


agents 


American Society of Ins. Management: 
Officers of new chapters: Connecticut 
Valley—President, Darrell S. Ames (East- 
erm States Farmers Exchange); vice presi- 
dent, Hervey Chevrette (Scovill Mfg. Co.); 
treasurer, David L. Benson (Whitney 
Chain Co.); and secretary, Annetta Mer- 
lino (City of Hartford). 

Northern Ohio—President, Paul Mac- 
Donald (Carling Brewing Co.); vice presi- 


dent, Paul Willberg (Goodyear Tire & 
Rubber Co.); treasurer, Clayton R. James 
(Addressograph-Multigraph Corp.); and 
secretary, Julia Sullivan (General Tire & 
Rubber Co.) 

Wisconsin (formerly Wis. Ins. Buyers 


\ss'n)—President, Joseph R. Hilmer (S. C. 
Johnson & Son); vice president, Karl F. 
thendroth (Milwaukee & Suburban 
Transport: Corp.); treasurer, Joseph A. 
Hussa (Ist Wis, Nat'l Bank); and secretary, 
Robert Krause (Briggs & Stratton 
Corp ) 

Iwo other chapters Washington (Seat- 

tle area) and Central Ohio (Columbus 
area) have joined the national society 
since the first of the year and bring the 
total chapters to 23 (1 in Canada). 
New York Chapter officers elected: 
President, Robert B. Schelle rup (ins. mer., 
Union Bag-¢ amp Paper Corp.); Ist vice 
president, Donald W. Berry (The Borden 
Co 2nd vice president, James 8S. South- 
wick (Ethyl Corp.); treasurer, Robert 
Gyory (Sylvania Electric Products); and 
Raymond A. Servin (American 
Metal Climay 


Association of Cas. & Surety Cos.: The 
American Insurance Co., 


Porto Rican and 


San Juan, Puerto Rico, was elected to 
membership bringing total companies to 
131. 


Carolinas Mutual Ins. Agents: 


elected: President, Frank kK. Baker (vice 
president, Field) Ins. Agency, Hickory, 
N. C.); vice president, Robert H. King, 


Raleigh, N. and secretary-treasurer, 
Wheeler Manning, Williamston, N. C. 


Eastern Undrs. Ass'n: [wo ficld clubs 
have been formed to replace the old 
Suburban New York Field Club. Officers 
for the “Mainland” Field Club, serving 
Putnam, Rockland and Westchester coun- 
ties, are: President, James Wrigiit 
(Atlas-Roval-Sun Group); vice president, 


Willaim E. Chandler (New Hampshire 
Group); secretary, Robert von der Leith 
(American Fore Loyalty Group); and 


treasurer, William H. Springer (Aetna Ins 
Co.). Othicers of the Long Island Field 
men’s Ins. Ass'n are: President, George Ff. 
Nelson (Commercial Union Group); vice 
president, John Belanus (Aetna Group); 
secretary, Edwin W. Currie (Boston Ins. 
Co.); and treasurer, Allen H. Harris (Agri- 
cultural Ins. Co.). 


General Adjustment Bureau: branch 
manager Bemis O. Bailey has been trans 
ferred to Mobile (Ala.) succeeding A. B. 
Frese, due to illness, and is replaced at 
Meridian (Miss.) by Marvin AK. Booth 
Everett Q. Powell has been promoted to 


branch manager at Cookeville (Tenn.) 
succeeding L.. A. Massie, transferred to 
Nashville 


O. G. Rhodes has been appointed resi 
dent adjuster at Shelby (N.C. succeeding 
W. 4. Rollins, Jr., who was promoted to 
adjuster-in-charge at Cocoa (Fla) replac 
ing H. C. Gray, resigned. 

\ branch othce has been opened at 
Fullohoma, Tenn., with B. M. Harris ad 
vanced to adjuster-in-charge. 


Hospital Service Plan of N. J. (Blue 
Cross): Henry J. Coffey has been ad 
vanced to director of the subscriber con 
tracts and accounts dept. succeeding Paul 
H. Mayer, who has retired but will con- 
tinue to serve as a consultant. 


Insurance Brokers Ass'n 
Samuel O. Penni, of 
elected president. 


of Mass.: 


Boston was 


Insurance Buyers Ass'n: Hlouston area 


othcers: President, W. A. Holcomb, Jr. 
(assistant manager of insurance, ‘Trans 
continental Gas Pipe Line Corp.); vice 


president, R. C. Lee (assistant manager of 
insurance and taxes, Sheffield Div., Armee 
Steel Corp.); secretary, Darold Black (di 
rector of insurance, J. Weingarten, Inc 


and treasurer, William D. Suhr (insurance 


manager, Bank of Southwest Nat'l Ass’n). 


Insurance Society of N. Y.: flan © 
Robinson, president of Yorkshire of N.Y 
and Seaboard Fire & Marine, was elected 
chairman of the board of directors. Senior 
vice chairman is Harold Jackson, presi 
dent of Wm. H. McGee & Co., and vice 
chairman, Clarence J. Myers, chairman 
and president of New York Life. Arthur 
C. Goerlich was re-elected president and 
Paul R. Willemsen, president, Sterling 
Othices, Ltd., secretary, and Joseph J. 
Magrath of Chubb & Son was made treas 
urer, 


Internat'l Ass'n of Acc. & Health 
Undrs.: Oakley Baskin, associate manager 
of B. F. Helmbrecht Mutual of Omaha 
agency in’ Buffalo, was elected president. 


Mutual Fire Ins. Ass'n of New England: 
Officers re-elected: President, Harvey Mac 
Irthur (president, Quincy Mutual Fire); 
Ist vice president, Francis §. Goff, Jr. (vice 
president & secretary, Providence Mutual 
Fire); 2nd vice president, Arthur W. Ben 
son (executive vice president & secretary, 
Pawtucket Mutual); executive vice presi 


dent, secretary & treasurer, William N. 
Woodland; vice president, Wesley G. 
Invell; assistant secretary assistant 


treasurer, Ethel M. Pratt. 
Mutual Ins. Agents Ass'n of Conn.: Offi 


cers elected: President, Allen R. Elliott 
Thompson & Peck, New Haven); vice 
presidents, Harry L. Ashmore (Goodfel 
low Ashmore Agency, Danbury), and 
David Smith, New London, and Leonard 
DD. Rivard, Manchester; and secretary 
treasurer, John FF. Mulvihill (jones-Mul 
vilull Co. West Hartford). 


National Ass'n of Insurance Agents: 
New departments established: Promotion 
dept., William Anderson, formerly with 
Insurance of N. A., as manager; and re 
search and development dept. headed by 
Lawrence F. Smith. 


National Ass'n of Public Ins. Adjusters: 
George F. Sigler of the Passaic (N. J.) 
firm of Brumberg, Judlowe & Sigler, was 
elected president succeeding George E. 
Bordon, Boston, Mass. 

Other officers are: Vice presidents, Nor- 
man  B. Goodman, Baltimore, Simon 
Clark, Philadelphia, Anthony W. Lazarus, 


Chicago, and Jack Marshall, New York 
City; treasurer, Martin Dietz, New York 
City; secretary, Sidney Greenspan, 
Los Angeles 


Paul 1. Cordish, attorney-at-law, Balti 
more, was reappointed executive direc 


BOGGED powny WITH PAPE 


You should be selling National Mutual's 
Auto Economy Plan. You sell, service and own it— 
we do the paperwork. You get more time to sell, a better 
auto policy to sell, at savings to your policyholders of 
up to 15 to 20%. Call or write us today. 


TIONAL MUTUAL INSURANCE CO. 


WORK? 


Celina, Ohio 


“Featuring Auto & Momeowners Economy Plans” 
Writing through Independent Local Agents in 
Indiana, Kentucky, Michigan, Ohio, Pennsylvania, West Virginia. 
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PREFERRED RISK INSURANCE ‘COMPANY 
SOUTHWEST CASUALTY INSURANCE COMPANY 
PREFERRED RISK LIFE ASSURANCE COMPANY 


M. RITTER—PRESIDENT 


tor, and Ralph H. Ruckert, also of Brum 
berg, Judlowe and Sigler, was appointed 
chairman of public relations and educa 
tional committee 


National Board of Fire Undrs.: Miss 
Carol Van Sickle has been named assistant 
to the manager of public relations dept. 

Lester S. Harvey president ot New 
Hampshire Fire, was elected chairman of 
the executive) committee and Clarke 
Smith, U.S. manager and general attor- 
nev of Roval-Globe Group, elected secre- 
tary. 


National Bureau of Casualty Undrs.: 
Clayton G. Smith, formerly stat attorney 
American Mutual Alliance, has been 
appointed assistant manager of the 
mobile dis 


with 
auto 


N. Y. Board of Title Undrs.: I lects off 
cers: President, Harold W. Beery (presi 
dent and director of Home Tithe Guat 
anty Co vice president, Danie 
Whelan (president, Guaranteed & 
Mortgage Co.); and secretary-treasuret 
hdward T. Brown (Watters & Donovan 


Ohio Ass'n of Cas. & Surety Repre- 
sentatives: Olliers clected President, 
foseple Hughes (National Union, Colum 
Ist) vice president, Grant) Emrtel 
Fidelity & Deposit, Cincinnati); 2nd vice 
president Fe mple man (Roval- 
Group, Cleveland); and secretary-treas 
urer, Jolin Coghill (Roval-Globe Group 
Columbus) 


Pennsylvania Claim Men's Ass'n: (tli 
cers elected President, Jolin Boone 
U.S. & G., Harrisburg); Ist vice presi 
dent, Harold Wray, Washington: vice 
presidents, John Cook, Bedford, Harr 
Condo, Harrisburg, J. D. Ste Pitts 
burgh, and Robert Smith, Williamsport 
treasurer, E.G. Narr, Pittsburgh 
retary, R. R. Williams, 


enson, 


and sec- 
Allentown 


Saskatchewan Gov't Ins. Dept.: //. / 
Benson has” been appointed 
igency superintendent (northern 
and is) succeeded) as Saskatoon 


by G. K. Booth 


assistant 
area 

branch 

manager 


Society of CPCU's: Dr. 0. D. Dickerson, 
/ associate professor of imsurance 
teal estate School of 
State 


Business 


University, has) been ap 
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pointed editor of The Annals. Harry F. 
Brooks, recently named the Society's first 
full-time managing director, is business 
manager of The Annals 

Miss Leona Seldow a CLU, 
was the first woman elected to serve as 
president of the New York Chapter. Serv 
ing with her are: Ist vice president, Henry 
1. Herman (Roval-Globe Group); 2nd 
vice president, Melvin A. Holmes (Frank 
B. Hall & Co secretary, Robert W. 
Daum (North British Group); and treas- 
urer, Glenn D (Insurance So- 
ciety of N. Y.) 


who is also 


Schwenker 


Society of Fire Protection Engineers: 
New York Chapter officers: President, 
William H. Berry; \st vice president, Alan 
1. Kling; 2nd vice president, Herbert R. 
Bogardus; and secretary-treasurer, Nor 
man Carlson 
Society of Ins. Brokers (San Fran- 
cisco): Ofhcers re-elected President, 
Harry W. Healey (vice president, Marsh & 
McLennan-Cosgrove & Co.); Ist vice presi- 
dent, Henry Doble (vice president, Camp 
hbell-Okell & Co., a div. of Alexander & 
\lexander); and 2nd vice president, Fd- 
win M. Farrell (Kindler, Laucci & Dav). 
B.D. Sanborn is secretary. 


South-Eastern Undrs. 


Christensen, 


Ass'a: Walter ] 
president of Loyalty Group 
was clected president succeeding John H 
Ledbetter, Southern dept. general man 
ager, Hartford Group. Thomas &. Sims, 
Jr. Vice president of Fireman's Fund 
Group, succedes Mr. Christensen as vice 
and John P. Woodall, Atlanta, 
was re-elected manage 


president 


State Insurance Fund: J. Graci 
ano has resigned as deputy executive di 
ened to medical, legal and 
depts. to resume active practice 
of the law at 152 W. 42nd St., New York 
City 


tector assi 


claims 


United Medical Service (Blue Shield): 
John M. Ramsdell has been appointed 
budget director 


Wisconsin Ass'n of Mutual Ins. Agents: 
Officers elected: President, Phil Raddatz, 
Oshkosh; vice president, James Radtke, 
Marshfield Paul Schaeffer, Mil 
vatikee: and treasurer, Clem Mayer, Jack 


secretary 


son 


S$. ROBINSON—EXEC. VICE 


obituaries 


McCotter: ©. R. MeCotter, chairman of 
the board of Grain Dealers Mutual tn 
surance Company, Indianapolis, died June 
12th, two weeks after undergoing 
He was 75 vears old. Mi 
his insurance career at 
1905 when he joined 
Mutual as fielaman 
manager of the 
othce at Kansas City, and 
ager at Omaha where he served for 
twenty-five vears Mr McCotter was 
elected president in 1942 and in 1953 was 
made board chairman 

Mr. McCotter was 


SUTZETY 
MeCotter began 
Indianapolis in 
Grain Dealers 
Later Was 
Southwestern 
man 


COMMpAany s 
western 


i past president of 
the American Institute for Property and 
Liability Underwriters and had been 
president of the Association of Mill and 
Elevator Mutual Fire Insurance Com 
panies; and vice president and director of 
the American Mutual Insurance Alhance 
He was a member of the board of trustees 
of the Indianapolis Y.M.C.A.; a director 
of the United Fund of Indianapolis in 
1957; also a member of the city’s Citizens 
Advisory Committee and the Indianapolis 
Safety Council 


Kuiper: Fdward Kuiper 
Preterred Insurance Company 
Rapids, died June 17th. Mi 
been president of the 
1939 


president ot the 
Grand 
Kuiper had 


company since 


Schulte: Harry H 
president of The 
pany, died June 


Schulte, former vice 
Home Insurance Com 
16th at the age of 79 
Mr. Schulte entered The Home in 1908 
He was elected assistant secretary in 1921 
secretary in 1925, vice president and 
treasurer in 1938 At the time of his 
retirement in 1948 he was in charge of 
the company’s control department 


Laptow: Georges Maurel de 
founder and president 
of the Société Internationale de Reas 
surances, died June 20 at the age of 
72. M. Laptow was a Chevalier of the 
Legion of Honor and had 
the Croix de Guerre 


Laptow, a 
director general 


been awarded 
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PREFERRED RISK INSURANCE GROUP 
os “Large enough to be STABLE :: Small enough to be PERSONAL” ; 
* Multiple Line Facilities including all Fire, Life, | 
‘Inland Marine, Automobile, Workmen's Compensation lines. 
* Personalized Service for the Independent Agent. 
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JAMES J. CHASTAIN 
Director of Insurance Program 
Omaha University 
Omaha, Nebr. 


OW MUCH oF the fire and casu- 
insurance business is sold 
on a survey "lor the past 
vear | have been asking this question 
held men 


basis 


of agents, and company 


people, Although the use of surveys 
seems to vary by locale, company, 
and 


friends estimate tl 


agency, size oot 


account, my 
at less than 25% 
of all insurance is now be ing sold on 
a survey basis 


even moderately 


large, well-statfed with in 


200-500 


ALCTICS 
dividual policies 


covering 


businesses is likely to have 


ten or 


less active survey accounts. This is 


true in spite of the fact that the use 


of the survey as a sales tool in ac 


count selling has received great em 
phasis in the last ten vears 

The meager use of surveys is not 
due to any divergence of interests of 
companies, agents, or insureds, In 
insurance publications, conventions, 
and training courses surveys get the 


respect usually reserved for God, 
flag, and mother 

Kor the company it is said that 
survey selling leads to greatet pre 


substantially re 
sell 


ing stabilizes accounts and vives the 


mium volume at 


costs 


duced overhead Survey 
company an 
write 


opportunity. to under 
than 


allows closer co 


entire accounts rather 
single lines 
operation with agents and insureds. 


Engineering, underwriting, 
claim department CAM service an ac 


count more effectively than a single 
policy. 

It is said that the agent benefits 
from survey selling in much the same 
way as the company. His premium 
volume is increased and his over- 
head is reduced. If collection prob- 
lems are not reduced, they are at 
least concentrated, Coverage 1OOP- 
holes can be discovered, overlapping 
coverage can be eliminated, Cover- 
age limits and co-insurance clauses 
can be properly analyzed. Premiums 
can frequently be reduced or broader 
coverage provided for the same pre 
nuum, and finally, survey selling sub 
stantially reduces the danger of com 
petition to the agent. 

The the 


obvious. A survey allows him to get 


benefits to insured are 
consultative 
The insured 
saves time in dealing with a single 
the imsured ac 
tually reduces risk (uncertainty) by 


what he is paving for 
service of the agent. 
agent. In a sense 


knowing how his total risk manage 


ment problem is being handled, even 


if no change in coverage is made, 
\t least there is no uncertainty as to 


\nd 


most important, the insured is pro 


how much coverage he has 
vided with a rational basis for de 
aiding how his insurance budget is 
to be allocated. 

In short, evervone concerned 
henetits from the use of survevs, the 
Insurance company, the agent, and 


the insured, 


In view of these mutual advan- 
tages, one wonders why less than 
25% of insurance is sold on the 


survey basis. Whi ts the divergences 


between aspiration and achievement 
so great ? 

Agents frequently tell me, “In 
theory surveys are all right but in 
practice survey selling just doesn’t 
work.” This kind of statement is, of 
course, incorrect. Any theory which 
doesn't stand the acid test of prac 
ticality can’t be “all right.” It is a 
good theory only if it works in prac- 
tice. 

The validity of any theory de- 
pends upon the presence of certain 
conditions. Hardly anyone would 
question the “theory” that an apple 
will fall if dropped. And yet, even 
in this case certain conditions must 
be present in order to make the 
theory “all right.” The apple must 
he in a gravitational field (ie not in 
It must be a free body (i.e. 
not suspended trom a string). And 
there must be no countervailing force 


space 


greater than gravitation (1.e, such as 
a strong air blast on the under side 
of the apple). If these conditions are 
not present, the theory of the falling 
apple is not “all right.” 

The same line of reasoning may 
In order 
“all right” 
in theory, certain conditions must be 


he applied to survey selling. 
for survey selling to be 


present. 


when they say that survey selling is 


\nd what my friends mean 


all right in theory but that it doesn't 
work in practice is that all of these 
conditions are not usually present 

If the desirable goal of wider use 
of survey selling is to be achieved, it 
is necessary to (1) define the condi 


tions necessary to make survev sell 
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and peace of mind depends on protection too — adequate insurance 
coverage against all kinds of unforeseen emergencies. 

The Security-Connecticut Group offers this kind of complete, multiple- 
line service to its representatives and their clients — has withstood 
the test of conflagrations, earthquakes, hurricanes, and other major 
disasters for over 118 years. 

In the days ahead, Security-Connecticut will continue to provide the 
same sound protection and service which have been its hallmark. 


®, This fascinating booklet contains every important missile in the 
™ U.S. arsenal — each one in full color, identified by name, 
mission and manufacturer. And it’s a treasure-trove of facts 
about up-to-date, streamlined insurance for every need, too! 
Your clients will want this dramatic, useful booklet — tuned 
to our times, tailored to their needs — send for it now! 


all forms of insurance 


SECURITY-CONNECTICUT INSURANCE GROUP 
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Making Surveys—from page 54 
ing effective and (2) to take what- 
ever steps are necessary to create 
the conditions 
are made a part of the “theory” then 
the theory will be all right. 

What conditions? In 
talking with agents for a number of 


these conditions, If 


are these 
vears | generally hear three condi- 


tions mentioned and there is one 


which I am sure is important al- 
though it is unmentioned, If the 
agent can create these four condi- 


How to 


help speed 
loss 


settlements 


When a disaster cripples a plant and halts 
production, speed in adjusting the insur- 
ance loss is of prime importance. Ship- 
ments may be halted, deliveries deferred 
and orders canceled. Your client will not 
be happy over the possible loss of cus- 
tomers before production is resumed. 


The insurance adjuster will be on the 
job promptly but, if the property records 
are inadequate or incomplete, settlement 
of the loss may be long delayed. 

An American Appraisal prepared be- 
fore the fire will provide the basis for a 
prompt and equitable settlement. For 
more than 60 years American Appraisal 
reports have stood the test in the adjust- 
ment of fire and other casualty losses. 


Recommending American Appraisal 
reports to your clients is good protection 
for your business. 


LEADER IN PROPERTY VALUATION 
The 
AMERICAN 
APPRAISAL 


Company~* 


Home Office, Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 
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tions, he can narrow the gap in his 
agency between what should be and 
what rs in the survey area. 

Condition 1: “The businessmen in 
my town insist on dealing with sev- 
eral agents. They give each agent 
part of their account. The druggist 
says that five agents trade with him 
and he has to reciprocate.” “People 
where | live just don’t do business 
that way. They have always spread 
their insurance around and | guess 
they always will.” These statements 
are simply a roundabout way of say- 
ing that businessmen do not recog- 
nize the need for a survey, They do 
not appreciate the value of a survey. 
They are not sold on surveys. There- 
fore, Condition 1 is insureds must 
recognize the relative advantage of 
the survey over reciprocation, 


( ‘ondition 


| just don't have time 
to work on surveys. With collection 
problems, office work, claim. settle- 
ments, and community activities, | 
just don’t find time to spend drawing 
up pretty proposals. And just draw- 
ing it up the first time isn’t the end 
of the problem, vou know; it has to 
he revised every vear or it may do 
more harm than good.” 
Agents who make statements of 
this kind are saving that the other 
functions of agency management are 
occupying so much of their time that 
they do not have time for concen 
trated sales effort. Therefore, Con 
dition 2 may be stated the agent must 
set aside adequate time for the selling 
activity. 
in surveys. Doesn't everyone? The 


Condition 3: course, | believe 
fact is | just about surveyed myself 
out of the business for a while. | 
would spend a week developing a 
and the insured would fol 
low every recommendation when he 


survey 


placed the business with his brother 
in-law. Or if he didn’t have a rela- 
tive he put up my survey recom 
mendations for competitive bidding. 
| was doing a tine job of selling the 
business for Even 
when IT was able to tie up the account 
and write all the lines with a single 
expiration date, it turned the bust 
ness into a ‘target account’ which 
was fregqeuntly lost at the first or 
second anniversary date.” 


someone else. 


This objection to surveys is raised 
more frequently by good agents than 
anv of the others. If the insured i 


sold on the concept 


SUTVeEN and at 


the agent devotes an adequate 
amount of time to the account, the 
problem is minimized, but it remains 
a very important problem. There- 
fore, Condition 3 is that an under- 
standing between the agent and the 
insured with regard to placement of 
the business should precede the sur- 
vey. 

Condition 4: No agent has ever told 
me “T don’t use surveys because | 
don't know how.” But the fact re- 
mains that the great majority of 
agents do not have the technical abil- 
itv to make a survey even on a typ- 
ical small retail operation. 


Technical Ability 


In my state over 15,000 persons 
licensed to write insurance. 
(nly about 5% of them are profes 
sional enough in their business to be- 
long to either of the insurance agent's 
associations. And only a relatively 


are 


small percentage of association mem- 
bers are equipped to handle typical 
situations. Including both 
agents and direct writer representa- 
tives probably less than 2% 
having licenses to sell insurance have 


survey 
of those 
the technical ability to produce a sur- 


for the average business risk. 
Pheretore, Condition 4 is the agent 


vey 


must know how to make a survey. 

If the business man is sold on the 
survey principle, and if he realizes 
that to get the advantages of a sur- 
vey he must establish a continuing 
relationship with an agent; if the 
agent has the time and ability to do 
a good job of surveying, then the 
“theory” of survey selling is “all 
right” in practice. 

It is necessary, therefore, for the 
agent that 
survey selling is best for his com- 
pany, insureds and himself to 
take whatever steps are necessary to 
And 


the burden of creating the conditions 


who sincerely believes 


his 


create these four conditions. 


is clearly on the agent. Agents are 
greatly concerned about their inde 
pendence. They are currently spend 
ing $1.2 million in “the big I” ad 
campaign and the 
stands for Independent. The local 
agent certainly has a right to be in- 
dependent but every right) carries 
with it a duty. If the local agent is 
to continue to have the right to be in 
dependent, he must accept the duty 
of performing the marketing activ 


vertising 
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ities which give economic justifica- 
He must make 
certain that the customer is getting 


tion to his existence. 


the service for which he is paying. 
It is probably true that any druggist 
who is buying insurance from five 
agents is not getting adequate con- 
sultative service from any agent. 

It may be said that this is the 
druggist’s own fault for not recog- 
nizing the value of placing his in- 
surance one account. This 1s 
only partly correct, for a large per- 
centage of businessmen have never 
had the 
concept presented to them. They 
have not had the opportunity of re 
jecting or accepting a survey. And 
the druggist cannot be blamed alone 
even if he has recently rejected a sur- 
vey. Part of the agent’s function is 
that of selling and selling means mo- 
tivating others to action. 


advantages of the survey 


Therefore, 
it is the agent's duty to overcome 
whatever objections the druggist 
may have to consolidating his insur 
ance policies 

Up to this point we have said that 
surveys are to everyone's advantage 
but that they are a “practical” tool 
for the agent only if four conditions 
exist. We have said that the duty 
of creation of these conditions clearly 
rests with the agent. 


It remains only 
to examine some of the techniques 
which may be used by agents in cre 
ating the conditions. 


Some Tips 


Since agents are usually their own 
salesmen and sales managers, they 
will have to employ whatever tech 
niques are best suited to their own 
abilities in creating the four neces 
sary conditions. The following ideas 
are meant to be illustrative only and 
are certainly not exhaustive. 
Condition Insureds must recog- 
nize the relative advantage of the 
survey over reciprocation, 
matter of salesmanship. 


This is a 
The agent 
must analvze the advantages and dis- 
advantages of a survey for a given 
business and then must present them 
to the appropriate management ex- 
ecutive at the right time and in the 
right way. In some situations he 
may use an illustrative survey from 
another business, or he may secure 
testamentary letters from businesses 
currently using the survey approach. 


ed on the next page) 
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ARKANSAS 


INSURANCE GENERAL AGENTS 


UTAH 


3-6147 214 North 6th St. 


ALEX ARTZT 
Ark, La, Texas 


THE KOLOB CORPORATION 
Managing General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


241 South Sth East 
Sait Lake City, Utah 


COLORADO 


WEST VIRGINIA 


RITTER GENERAL AGENCY 
Gas & Electric Bidg. 


DENVER, COLORADO 
COLORAVO WYOMING NEW MEXICO 


ALFRED PAULL & SON, INC. 
Supervising General Agents 


For Over 50 Years 
HAWLEY BUILDING WHEELING, W. VA 


FLORIDA 


HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MiAMI 36 
Serving Florida Agents 


CANADA 


LOUISIANA 


Robert Howard J. M. Williams J. A. Carmody 
D. Oliver W. Mines 


ROBERT HOWARD & CO., LIMITED 


Established 190! 
INSURANCE BROVERS 


CANADA CEMENT BLDG. 
MONTREAL, QUEBEC 


BUSHNELL and COMPANY 


GENERAL AGENTS 
BOLDEN BUILDING 


ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 


TRANS CANADA 
ASSURANCE AGENCIES INC. 
Lioyd’s Correspondents 
REINSURANCE AND SPECIAL RISKS 


1231 Ste Catherine St West 
Montreal, Canada 


MONTANA 


FIRE — CASUALTY — AUTOMOBILE 
INLAND MARIN 
WORKMEN'S COMPENSATION 
WESTERN INSURANCE AGENCY 


Complete Facilities for Handling Surplus 
and Excess Lines 
HELENA, MONTANA 
TEL. Hi—2-5770 


P. O. BOX §23 
225 POWER BLOCK 


REDMOND and SHAUGHNESSY Ltd. 


SERVING AMERICAN BROKERS 
FOR OVER 25 YEARS 


276 St. James St. W., Montreal 


NEW JERSEY 


A. W. MARSHALL & Cu. 


MANAGING GENERAL AGENTS 
744 Bread St. Newerk 2, N. J. 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 


Tel.: Mitchell 2-0963-4-5-6-7-8-9 


Stewart, Smith (Canada) Limited 
630 Sherbrooke St. West, Montreal 
Branches: Toronto, Vancouver 
A ts and Brokers for 
Insurance | and Reinsurance 
Associate Offices at 
116 John Street, New York 
Board of Trade Building. Chicago 


Stewart. Smith & Co., Limited, London, England 


TEXAS 


T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


A. E. WILSON & COMPANY, LIMITED 


Lumsden Bidg. Toronto 


Insurance Service 


Throughout Canada 


J 
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Making Surveys Practical—( 


This may be called “Coming to 
Court With Witnesses” and these 


as valuable 
for the insurance agent in winning 


witnesses are certainly 
his case as the attorney's witnesses 
are in trial 

\t this time the agent must recog 
nize that he is selling surveys and not 
The sale of the survey 
should he than the 
sale of insurance because it usually 
cost. the 


Mmsurance 
concept Case! 


doesn't businessman anvy- 


thing. It may even save him money. 
Even so, the importance of dramatic 
ustration of the advantages of the 
survey cannot be overemphasized for 
Condition 3 is largely dependent 
upon the power of conviction created 
at this time 

2: Thi 


set aside adequate time for 


Condition agent must set 


the sell- 


mg activity 


ADVISERS 
& CONSULTANTS 


DALE & COMPANY 
LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS MONTREAL 
Offices at 


HALIFAX MONTREAL 
WINNIPEG CALGARY 
EDMONTON VANCOUVER 


Associate Office 
Payne & Hardy, Ltd. Hamilton, Ont. 


TORONTO 


MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 


Castle Building 
Stanley at St. Catherine 
MONTREAL 2, CANADA 

24-26 Minories 

LONDON E.C. 3, ENGLAND 


O'TOOLE ASSOCIATES 


Incorporated 


Management Consultants 
to 


Insurance Companies 


Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 
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essentially a retailer of insurance. 
Some functions are common to all 
retail operations whether they are 
neighborhood drugstores or large de- 
partment stores. Every retail oper- 
ation includes the following func- 
tions: building 


merchandising, 


maintenance, buying, 
selling, 
and 
relations 
In addition 


advertising, 
customer service, accounting 
control, personnel, publi 
and usually collection 
to these basic functions, there 1s the 
over-all function of coordination of 


the entire business activity. 


Every Function Exists 


In a large store it may take many 
persons to perform each of these 
functions, 
of the functions 
under a single person. 


In smaller stores several 
be combined 
But 
inpossible to 


may 
every 
function exists. 
say that one function is important 
and another is unimportant. They 
are all essential to successful opera- 
tion. It is the job of the chief exec 
utive to see that an adequate amount 
of time is devoted to each function, 

The must fre- 
quently perform all of the functions 
himself. 


insurance agent 
His greatest value to his 
agency Is in acting as its chief execu- 
tive. the 
agent's primary responsibility to see 


\s chief executive it is 


that adequate time is devoted to each 
of the functions. Even though it is 
true that time devoted to maintain 
ing an attractive office, advertising, 
customer and good 
public relations help to make the 
selling function easier for the agent 
just as they do for the department 
store, they cannot replace the selling 
function, 


good service, 


Merchandising and Selling 


Survey selling is actually a combi- 
nation of merchandising and selling. 
It is a method of displaying the 
agent's products to make them at 
tractive for the buyer. And the sur- 
used in the 
\s president of his 
firm, it is up to the agent to see that 
the agenev is organized so that ade- 


vey will, of course, be 


selling interview. 


quate time is allowed for developing 
surveys selling with surveys. 
Phis may be accomplished by reduc 
ing or eliminating time spent in less 
Important functions or someone may 


be hired to perform the less essenti:! 


heart of the CPCU program is train- 
Most college 
functions in order to free the agent's 
time for the selling function. 

Condition 3: An understanding be- 
tween the agent and the insured with 
regard to placement of the business 
should precede the survey 
may be undertaken) with 
of several types of understanding 


ing in survey selling. 


\ survey 
any one 
between the agent and the insured. 
The understanding may be that the 
insured is under no obligation to 
purchase any new insurance or to 
follow any recommendations in the 
survey but that if any new insurance 
is purchased on the basis of the 
survey, it will be purchased from the 
making the survey. 
agents undertake a survey only if 


agent Some 
the insured agrees prior to the sur- 
vey to place all of his insurance 
through the agent making the sur- 
vey 


Fixed Fee 


An interesting variation is being 
emploved by some other agents, The 
agent makes a tentative brief study 
of the business and then quotes man- 
agement a dollar tigure for service 
as insurance consultant. Since most 
businesses with complete programs 
spend from one and a half to two 
percent of sales for insurance, and 
since the 
agents 1s approximately 


commission to 
20%, the 
consultative fee is generally about 
AG 
then place the insurance business 


average 


of net sales. The insured can 
wherever he chooses but any com- 
missions earned from business placed 
through the consulting agent are off- 
set against the fixed dollar 
\gents interested in this approach 


fee. 


should check its legality with their 
state insurance department. 

The agent must decide for himself 
which of these approaches he will 
use. However, at some time he must 
talk 
his insurance ts to be placed and it 
is Imperative to 


with the msured about where 


successful survey 
selling that this discussion precede 
rather than follow the actual making 
of the survey 
Condition 4: The agent must know 


how to make a survey. Most com 


pany correspondence courses and 
company training schools have sur- 
vey selling as a primary goal. The 


insurance courses and insurance in- 
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stitutes and short courses aim to-| 
ward survey selling. All of these 
Insurance teaching media are avail 
able to the insurance agent, but the 
best eductation comes from actually 
developing surveys 

The agent who has not previously | 
made survevs can complete a tact 
finder ona risk which may be turne | 
over to a company tieldman. 
agent may then develop the survey 
by himself and compare his figures 
with those which the company field 
man or branch office produce. The 
agent can then examine carefully the 
areas in which his survey disagrees 
with the company-produced survey 
Most companies will not hesitate to 
work out a number of survevs for 
agents if they feel that the agents are 
learning in the process. As the | 
agent's surveys come into closer 
agreement with the company survey, 
the agent will feel greater contidence 
in his own work 

The story is told about the sales 
men who were called into the office 
and told about a new incentive svs 
tem. The manager said, 
who makes his quota will not be 
fired.” here is a good deal of dis 
cussion these days about) whethet 
the agency system is being fired. 
People are disagreement about 
many things, but almost evervone 
agrees that the agent who has the 
technical and sales ability to develop 
his quota of survey accounts has a 
permanent place in insurance mar 
keting 

This is why the agent s 
examine his own use of surveys 
The agent who desires to be more 
successtul should concentrate on the | 
four conditions of survey. selling | 
which cl ange good theory Mito gen ul, 
practice } 


PERSISTENCY AWARD 


THE INTERNATIONAL Association of 
\ccident and Health Underwriters 
has announced a persistency award 
for accident and health business 
Business written in 1958 that is still 
on the books as of December 31, 
1959, will be eligible in qualifving 
for the award. A minimum of thirty 
cases and $4,000 in annualized pre 
mium will be necessary. Seventy 
percent of these cases must be on the 
books at the end of the period, 


For August, 1959 


INVOICE 


now they 
don't 


Your program is incomplete 
without American Credit Insurance 


When shipment is made—title passes to the purchaser. In 
place of the product there is now an account receivable. 
It is sound to insure while your client owns the product... 
equally sound to insure when Ais customer owns the product, 
and owes him for it. Because your clients look to you for all- 
around protection, tell them about American Credit Insurance 


SEND FOR FILE FOLDER prepared 
especially for insurance agents and 
brokers. Write AMERICAN CREDIT 
INDEMNITY CoMPANY of New York, 
300 St. Paul Place, Department 31, 
Baltimore 2, Maryland. 


Complete your clients’ program of protection 


American 
Credit Insurance 


ANY ACCOUNT...NO MATTER HOW GOOD.../S BETTER WITH ACI 


: 
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AWARDS GIVEN 


“Town cCrIER” awards will be pre- 
sented annually by the National As- 
of Agents to 
those Insurance Companies which 


sociation Insurance 


do an outstanding job of coopera- 
tion in publicizing the “Big I,” 
Archie Slawsby, NAIA President 
announced in Williamsburg. 

The 
made in 


awards announcement was 


an address before the an- 


nual convention of the Insurance Ad- 
vertising Conference. Mr. Slawsby 
expressed the Association’s appre- 


ciation for the cooperation which 


some of the companies have given 
in publicizing the “Big 1.” 

He said the first awards would 
be made at the annual convention 
of the National Association in Chi- 
cago in September. 

In discussing the awards follow- 
ing his address Mr. Slawsby said 
the cooperation could embrace many 
fields of cooperative activity. He 
said use of the “Big I” in Company 
advertising in the various commu- 
nication media and their efforts in 
any tie-in program of the “Big I” 
would be considered in the judging 
for the awards. 


DALLAS, 


Automobile Workmen's Compensation 


Serving The Independent Local Agent 


Since 1928 


Liability 


RARICE CoMPANY 


TEXAS 


Glass Burglary Bonds 


RUSTON 


ING 
~ GENERAL — 


AGENTS 


AND COMPANY INCORPORATED 


LOUTSANARGEN 


ESTABLISHED 1944 
FIREROMCASUALTY NLANDEMARINE: 


| 


The “Town Crier” figure-symbol 
will be used because it represents 
one of the very earliest public ad- 
vertising media. 

There will be dual awards. One 
will be presented to the executive 
officer of the company and the other 
to the advertising director. 

A judging committee 
named later. 


will be 


CALIFORNIA COMMISSION 
UIT 


THE CALIFORNIA League of Inde- 
pendent Insurance Producers has 
filed an amended complaint in a San 
Francisco Court in its anti-trust 
action against seven companies. The 
amended complaint charges boycott, 
coercion or intimidation, asks treble 
damages of $7,845,000 and clarifies 
the status of the League. These are 
the provisions which Judge Wollen- 
berg had ruled must be included in 
the suit when he dismissed the ear- 
lier complaint and gave the League 
thirty days to file an amended com- 
plaint. 


HEADS LAWYERS 
ASSOCIATION 


CHARLES E, PLEDGER, JR., Washing- 
ton, D. C. attorney, was named 
president of the International As- 
sociation of Insurance Counsel at 
that organization’s annual conven- 
tion. The association is made up 
largely of lawyers in private practice 
who insurance company 
Named as presi- 


serve as 
defense counsel. 
dent-elect was Denman Moody, of 
Houston, Texas. Franklin J. Mar- 
ryott, of Boston, Massachusetts, and 
J. H. Gongwer, of Mansfield, Ohio, 
were chosen vice presidents. George 
McD. Schlotthauer, Madison, Wis- 
consin, was named 
treasurer, 


secretary and 


A. & H. MAN OF THE YEAR 


WILLIAM B. CORNETT, director of 
sickness and accident for Prudential 
Insurance, was named 1959 Harold 
Rk. Gordon Accident and Health 
Insurance “Man of the Year” at the 
annual International Association of 
A&H Underwriters Convention in 
French Lick. He is the 12th recipi- 
ent of the highly coveted award. 
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“How I turned a $10 inquiry into 
an $826 premium... on the spot!” 


by a Cleveland insurance agent 


“One day not long ago, I received a telephone call 
from one of my clients inquiring about a Schedule 
Fidelity Bond for his office clerk. Bob Layne, Special 
Agent for The American, happened to be in my office 
at the time and suggested that we make an appointment 
right then to discuss the matter with my client. 


“During our visit, Bob surveyed and analyzed their 
entire Crime Insurance Program and made alternate 
quotations on the spot to coincide with his recommenda- 
tions. My client was very impressed with the coverage 
gaps pointed out by Bob and, as you can imagine, de- 
cided against the low-premium Schedule Fidelity Bond 
in favor of an entirely new program, covered by The 
American's Blanket Crime Policy with a premium of 
$826. Furthermore, I was assured that more business 
would be coming my way shortly! 


“It couldn't have happened at a more opportune 
time. The speedy (and successful) conclusion of our call 


ACCIDENT & HEALTH - 
GLASS 


ALLIED LINES + AUTOMOBILE 
INLAND & OCEAN MARINE - 


MULTIPLE PERIL 


on this risk meant that I could leave on time, with my 
family, on the vacation trip we had planned so long. 
And as for Bob Layne, I promised I'd send him a 
postcard first thing. He’s one guy I want to keep in 
touch with!” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputa- 
tion, multiple line facilities and excellent branch 
office services ... offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest branch office. 
Let us prove to you that The American means business 
..» MORE BUSINESS FOR YOU. 


wenican (jnoup 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 
BONDS - 


BURGLARY + FIRE + GENERAL LIABILITY 


WORKMEN'S COMPENSATION 


rate — 
BLUE CROSS RATES 


Tat 
ice Association ¢ 


FILINGS OF the Hospital Serv- 
f Western Penn- 
svivania and the Associated Hospi- 
tal Service of Philadelphia (Blue 
Cross plans) for rates 
have been approved) by 


increased 
Conmnis- 
Insurance Francis Smith. 
the 
were also approved 


sioner of 
Revisions in coverage offered 
Superintendent of Insurance 


New York has 


denied the application of Assoct- 


Thomas Thacher of 


ated Hospital Service—-New York 
Citv'’s Blue Cross—tor subscriber 
rate increases averaging 34.20%. 


The department savs that it 1s ready 


to approve as an interim measure 
“a new or amended application for 
subscriber 


26.5' 


rate increase averaging 


AUTO RATES INCREASES 


NEW JERSEY COMMISSIONER Charles 
RK. Howell approved revised rates 
for automobile insurance, ineluding 
some reductions, 


effective July 1, 
These revisions result 
average statewide increase of 9.9% 
automobile 
liability insurance for companies af 


for private passenger 
filiated with the National Bureau of 


Casualty Underwriters and 5.3% 
for automobile physical damage for 


atfihated the Na 
\utomobile Underwriters As 


companies with 
tional 
sociation. Tle also approved an aver 
age statewide lability. rate 


of approximately 1207 for 


mcrease 
comuner 
risks 


cial cars and 19°) for garage 


buving the broad coverage. 
The New 


an agents organization opposing 


Mexico Insurers, Ine., 


increased automobile rates filed in 
that state by the National Bureau of 
Casualty Underwriters. The revi 


sions, which became ettective July 1. 


result in an increase of about 
and are based on the lowe1 acquis 


tion expense allowances 


Revised automobile and 
physical damage imsurance rates 
filed by the National Bureau of 
Casualty Underwriters and the 
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changes 


National Automobile Underwriters 
Association respectively became ef- 
fective June 24 in Delaware, New 
Hampshire and South Dakota 

In Delaware the liability rates 
were increased an average of 6% 
for private passenger cars, and re- 


duced an average of 12% for com- 
mercial vehicles and 6° for garage 
risks buying the broad coverage. 
The physical damage changes are 
generally downward. Private pas- 
senger liability rates in New Hamp- 
shire are reduced an average of 34%, 
for commercial vehicles in- 
of 14.3% and 
those for garage risks increased an 
of 15.1%. The physical 
damage rate revisions are generally 
downward, 


rates 
creased an average 


average 


The revisions in South 
Carolina result in an average in- 
crease of 1( for private passenger 
liability rates. The physical damage 
rate changes are both upward and 
downward. 

Revised private passenger auto 
mobile bodily injury and property 
damage liability rates tiled by the 
Mutual Bureau 
hecame effective June 24 in the Dis- 
trict of Columbia, Maine, Rhode 
Island and Vermont. ‘The revisions 
result the following 
District ot 


Insurance Rating 


average 


changes : Columbia 


$11.1%, Maine 5.6, Rhode 
Island $17.80 and Vermont 
{15.1°°. The Bureau also revised 


its ability rates for commercial ve 
hicles and Division | garage risks in 
North Dakota and Rhode Island 
effective the same date for 
commercial vehicles were increased 
North Dakota and 25.0% 
in Rhode Island. Garage risk rates 
in North Da- 
in Rhode Island. 


Rates 
4.2% in 


were increased 5.3% 
kota and 25.0% 

Revised automobile bodily injury 
and property damage lability: rates 
for private passenger automobiles, 


commercial automobiles and Divi 
sion IT garage risks filed by the 
Mutual Insurance Rating Bureau 


hecame effective June 17 in Alabama 
and Wisconsin. 
automobile 


Private passenger 
rates 


decreased an 


are 


1.3% in 
increased an 
Wisconsin. Commercial — vehicle 
rates are increased 9.4% in Alabama 
and 7.5% in Wisconsin. Rates for 
garage risks are decreased 4.14 in 
Alabama and 
Wisconsin. 


average of Alabama and 


8.2% in 


¢ 


average of 


increased 1.7% in 


W. C. RATE FILING 


FLORIDA 
partment 


INSURANCE De- 
scheduled hearing 
for July 15 on a workmen's com- 
pensation rate filing of the National 
Council on Compensation Insur- 
ance. The revisions proposed rep- 
resent an average increase of 2.5% 
broken down into an 
2.6% for contracting companies 
and, no change in the rates for 
manufacturing risks and an increase 


of 3.1% 


increase of 


for all other classifications. 
The increases reflect newly passed 
legislation, 


BLUE CROSS FILING 


Florida, Inc. has 
filed for an increase in its rates aver- 


BLUE CROSS OF 
aging about 20% to become effective 
in October on group plans and in 
January on individual 
Commisioner Larson is expected to 


contracts. 


hold a public hearing on the appli- 
cation around the middle of this 
month. 


BODILY INJURY RATES 


REVISED BODILY injury rates for 
the owners’, landlords’ and tenants’ 
girls’ 
camps have been filed by the Mutual 
Insurance Rating Bureau etfective 
June 15, 1959 in thirty-nine states 
and the District of Columbia and 
etfective July 1, 1959 in three states. 
The rate for the classification ap- 
plicable to non-protit camps has been 
increased from $.90 to $1.00 and the 


classification for boys’ and 


rate for the classification applicable 
to camps operated for profit 1s in- 


creased from $2.75 to $3.65. 


FIRE RATE FILING 


REVISED FIRI 
tiled by the 
tion Bureau became effective in that 
state on 


insurance 
Oklahoma 


rates, 
Inspec- 
August 3. The changes 
result an increase of 


average 
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HARTERED PROPERTY CASUALTY UNDERWRITER 


PART II—INSURANCE PRINCIPLES AND PRACTICES 


QUESTION VI 

VI. A druggist, operating as a 
sole proprietor in rented quarters, 
presented a ot 
Che statement 


(See table at 


financial statement 
his business for 1957. 
showed the following : 
right. ) 

The business of the druggist 1s 
fairly uniform throughout the vear. 
In any event, it is strictly average 
during the months atfected by a loss 
described below. 

On March 19, 1958 a fire occurred 
and damaged the druggist’s equip 
ment and stock, as well as the build 
ing occupied by him, It was esti 
mated that the repairs to the building 
could be completed within one month 
of the date of the fire, that equipment 
to replace that damaged could be 
obtained within three-fourths of a 
month after ordering and that three 
fourths of a month would be required 
for its installation after completion 
of building repairs 
mated that one-fourth of a month 
would be necessary to arrange the 


It was also esti 


stock on the store shelves and in the 
prescription room, at which time op 
erations could be resumed 

It was agreed that the following 
expenses would continue in full dur 
ing the interruption: Proprietor’s 
salary, rent, taxes and license fees, 
interest, and depreciation on equip 
ment. It was agreed that the only 
expense that would not continue at 
all during the interruption would be 
the delivery charges. It was agreed 
that other expenses would continue 
during the interruption at the fol 
lowing 
25: light and heat, 73° 


rates: Emplovees’ salaries, 
msur 
> advertising, 25% ; tele 
70% 


ance, 
phone, miscellaneous — ex- 
penses, 40% 

Show the settlement of the loss, 
based upon the facts stated above, 
if the druggist were insured under 
a business interruption insurance 


policy : 


For August, 1959 


aged 


(Continued) 


Inventory 
Hurchases 


Inventory 12/3157 
Cost of merchandise sold 


(aross promt 
expenses : 
Proprietor’s salary 
Employees’ salaries 
Rent. 
Light & Heat 
Taxes & license fees 
Insurance 
Interest 
Delivery charges 
\dvertising 


Depreciation on equipment 


Telephone 
Miscellaneous 


Net Protit.. 


(a) Gross earnings 


S18,000 


form 
commsurance 
ib) 


surance ): 


Iwo Item form (S0¢ 
Item | 


—-none 


Answer 


Phe length of the 
terruption 


{ai ) 


loss is 


two 


$20,000 : 


( 50% 


o com 


Item 


business in 


months, as 


suming that replacements ‘for dam 


are 


equipment 


Item 
Net) profits 
Proprietor’s salary 
mplovees’ 
Rent 
Light and heat 
Taxes, 


salaries 


license fees 
Insurance 

Interest 
Delivery charges 
\dvertising 
Depreciation 
Pelephone 
Miscellaneous 


rOTAL 


red 


\nnual 
\mount 
$11,040 

7 200 
13.800 
3.000 
1.200 
WK) 
600 
300 
$70) 
1,200 
1,200 
360 
72U 


85.000 
$2, O00 


7 200 
OOO 
200 
300 
$20) 
200) 

1,200 

7 20 30960) 


S 11.040 


promptly so that the equipment is 


ready for installation on comple 


tion of the building repairs 


repairs to building l 
installation of equipment 


month 
month 
rearrangement of stock 'y month 


total 2 months vear 


Phe computation of the loss sus 


tamed is: 


\mount 
2 months 
$1,840 
1,200 
2.300 
S00) 
200 
150 
100 

Ooo 

70 
200 
200 
120 


\greed 
adjustment 


| Oss 


sustained 


(QUeCSTIONS < an 
120,000 
: ‘ : S1.840 
100 1.200 
25 375 
0 
25 50 
70) $2 
$4.905 
63 


Under the gross earnings form 
with 50% coimsurance, the drug- 
gist should have had $21,000 insur 
ance, 1.€., 50% of $42,000 (his gross 
earnings or total net sales less cost 
of goods sold). The druggist’s re- 
covery 1s 

Amt. of insurance carried 
loss sustained 

Amt. of insurance required 

18,000 

x $4,905 — $4,204.29 

21,000 


(b) Under the Two-Item form with 
SO% the druggist 
should have had $21,600 insurance. 


comsuran 


This amount is determined as fol- 


limit(s) of liability found in liability 
insurance policies and show why, 1n 
event of claim, the cost to the msurer 
may exceed such limit(s). 

2. Explain the circumstances in 
which the insurer may be liable for 
a judgment totally unrelated to the 
dollar limit(s) stated in the policy. 
(b) Many property insurance con- 
tracts are written for terms longer 
than one year; fewer liability insur- 
ance policies are so written. 

1. Explain the reasons for the ditfer- 
ence in practice in the two fields of 
insurance, 

2. With reference to the following 
liability insurance policies, explain 


lows: for each whether and why it con- 
less Cost of goods sold .. 85,000 
(ordinary payroll .... 13,800 
Heat, light & power 1,200 100,000 
(not under contract ) 
$ 27,000 
80% 
Item amt. of ins, required 21.600 
The loss sustained is the same forms or fails to conform to the 


as in (a) except for employees’ (or- 
dinary) payroll. Heat, light and 
power 1s covered although not used 
in computing required insurance for 
Item | 
under 

form is 


Ilence, the loss sustained 


Item | of the the Two-Item 


(payroll) 


Phe druggist’s recovery will there- 
fore be 


$20,000 

21,600 
$4,009.26 for Item T. 
nothing for Item IT, 


»? 


$4,330 


QUESTION VII 


The 


a claim to a lia- 
the dol- 
of liability. expressed 

and, 


(a) ot 
bility 


lar 


cost 
exceed 
) 
certain 
circumstances the may be 
liable a judgment entirely un- 
related to such limit(s) of liability. 
l explain the nature of the dollar 


in the policy under 


4 ompany 
for 


ot 


general rule as to term: 

i. Private passenger automobile lia- 
bility insurance policy, 

1. Owners’, Landlords’ and 
ants’ lability insurance policy, 


Ten- 


11, Physicians’, Surgeons’ and Den- 
tists’ professional liability insurance 
policy. 

Answer 


(a) 1. The policy agrees to pay 
judgments up to the dollar limit 
shown on the face of the contract, 
but it also agrees in addition to de- 
fend suits, to pay premiums on re- 
lease bonds, to expenses 
curred by the all 
taxed against the insured and inter- 
est accruing after entry of judgment, 
and to pay expenses incurred by in- 
sured for 


pay in- 


company, costs 


immediate medical and 
surgical relief to others injured by 
accident. All insurances 
not subject to the limits of liability 
and are in addition to the payment 
of judgments. 


these are 


2. Assume a suit were brought 
against an insured for $25,000, a 
sum in excess of his policy limits 
of $10,000. His insurer defends him 
and in the course of litigation. re- 


fuses an offer to settle for S8.000. 
The case goes to trial and eventu- 


ally a judgment is rendered for 
$20,000, Although the policy limit 
was less, the insured has been able 
in some to have the full 
amount of the judgment paid by the 
insurer because of failure of the 
company through bad faith or neg- 
ligence to accept a reasonable offer 
of settlement within policy limits. 
(b) 1. The hazards insured in a 
property policy are usually named 
and well-defined, and experience of 


cases 


the industry has made it practicable 
to know) within limits 
what it may expect in losses over a 
period of time. For this reason, loss 
costs being more stable, insurers can 
write policies for more than annual 
terms and at rates applicable when 
the policy is written; they need not 
fear undue surges in loss costs. 


reasonable 


Liability contracts protect against 
a wide range of possibilities and par- 
ticularly many of them respond for 
the “unknown hazard,” so-called, 
which produces liability. Further 
more, the deferred liabilities under 
contracts and the time = in- 
volved in settlement of claims re- 
quire the underwriters to keep the 
rates for their contracts very current 
with loss trends, 


some 


Loss trends have 
heen upward and experience has 
changed frequently. To achieve rate 
flexibility and responsiveness, short 
(annual) term contracts are the rule. 

2.1, Private passenger automobile 
hability trends 
spiral at a terrific rate and premium 
charges must be kept flexible and 
responsive, 


conforms for loss 


i. OLT coverage, originally writ- 
ten on an annual basis, has for some 
time been available for a three-year 
term. for 
this: a reasonably stable experience, 


Several reasons account 


relatively low loss frequency as com- 
pared to other liability areas, and 
a premium basis which is normally 
fixed and firm (area of premises). 
Hence while OLT loss costs may be 
subject to economic trends, the un- 
derwriter has found it possible to 
keep price and loss costs in stable 
relation over longer periods. 

iit, Malpractice liability, to call it 
hy its other name, conforms to the 
annual rule. Professional liability 
suits are increasing in frequency 
and underwriters 


severity ; are 
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therefore careful not to be ‘‘on” a 
risk or line of risks which has The EASY e & e 
rapidly increasing loss trends and be way to write & rate crime coverages 


stuck with an inflexible rate. In 


addition, only within the past decade American Casualty $s 


has the form of the policy become 
standardized and the cumulation of BU Foy LAR Yr Oo OL Ki | 


experience at all significant. 


QUESTION VIII 


Deductibles are frequently used in 
insurance contracts. 

(a) With respect to each of the 
illustrations listed below, indicate 
with reasons why it would or would 
not be justifiable to use a deductible. 
1. A deductible two week waiting 
period in Commercial Accident and 
Sickness policies. 

2. $50 deductible Windstorm insur- 
ance on buildings. 

3. $50,000 deductible for Fire insur- 
ance on oil refineries. 

4. $50 deductible for Commercial 
Blanket bonds on a retail depart- 
ment store, 

5. $50 deductible for a Contractor's 
Construction bond, 


(b) In any case where you con 
sidered a deductible justifiable, ex- 
plain whether it should be optional 
or mandatory and why. 

(c) With respect to each of the 
five illustrations mentioned above, 
indicate with reasons whether or not 


a franchise clause would be appro 
priate. 


Answer 
(a) The use of the deductible is cus 


tomary as an underwriting defense 


against the frequency of small 


claims, their consuming expense, 


and the drain on the premiums paid 


to cover large and severe losses. 

1. A deductible two week waiting 
period in Commerical Accident and 
Sickness policies is justifiable for the 


disability income on the accident 

coverage because of the growing Small enough to fit in a coat pocket, Acco’s Burglary Tool Kit is con- 
trend in industry to salary continua- sidered by many agents to be one of the most useful sales aids and 
tion or sick leave, and accident dis- time savers in the business. Contains brief rate charts on every lead- 
ability is apt to be over the pre- ing crime contract—Acco’s exclusive MSM (Money, Securities & 
scribed waiting period, For sickness Merchandise Policy)... DDD... BCC... Personal Theft . . . Store- 
coverage it is justifiable because of keepers’... . Mercantile (M Policy). The kit enables Acco agents to 
the high frequency of occurrence, as rate about 90 percent of all risks—without referring to a manual. 
a deterrent to malingering and to Would you like to see a copy? Write, on your letterhead, to Burglary 
preserve coverage for periods of Department, American Casualty, Reading, Pa. 

major illness. 


2. A $50 deductible for Windstorm 


insurance on buildings is justifiable A MERIGA N Ca SUA LT 
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YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Strength, Service, Dependability 


THE CONTINENTAL INSURANCE COMPANY..........cccccccccsscecs Est. 


FIDELITY-PHENIX INSURANCE COMPANY. Est. 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 
NIAGARA FIRE INSURANCE COMPANY ........ccccccccvcvssesssenees Est. 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK.......... Est. 
NATIONAL-BEN FRANKLIN INSURANCE Est. 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J.......-.. 
MILWAUKEE INSURANCE Est. 
ROYAL GENERAL INSURANCE COMPANY OF CANADA.............- 
THE YORKSHIRE INSURANCE COMPANY OF NEW YORK.......... Est. 


SEABOARD FIRE & MARINE INSURANCE COMPANY. .............. Est. 
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of the publicity spotlight 
goes to the INDEPENDENT 


AGENT in eye-catching 


America Fore Loyalty 
advertisements like this 
one, appearing each month 
in nationally famous 
magazines with an audience 
of 100,000,000 readers. 
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SS 
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3 ‘ 
but— 
. 
do chat 1 cant afford to 
jose ahe money ye put into my home: 
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same oi ft to doctor whet ym ick 
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C.P.C.U. Questions—from page 65 
in eliminating high cost small losses 
of the maintenance variety and pre- 
serving for the insurance market a 
desirable catastrophe cover at a rea- 
sonable price. 

3. A $50,000 deductible on Fire in- 
surance for oil refineries is justifi- 
able. With the values normally at 
risk, it is practicable for the re- 
fineries to assume or to self-insure 
the average risk and economical for 
them to seek catastrophe excess of 


loss deductible coverage at favorable 
rates. Most refineries have found 
it possible to stabilize their experi- 
ence on small fire losses, particu- 
larly because of advanced and effec- 
tive internal plant fire protection. 
Their need is well met by substantial 
deductibles in return for economical 
for insurance coverage for 
catastrophe. 

4. $50 deductible for Commerical 
Blanket bonds on a retail depart- 
ment store is NOT justifiable. The 
need for termination of coverage ona 


costs 


Chicago's Largest Office Building 
A Distinguished 
Insuranee Address 


The concentration of leading insurance firms—fire, 
casualty, marine, life, and allied lines—in the Insur- 
ance Exchange Building makes 175 West Jackson 
Boulevard a distinguished insurance address —the 
logical first choice of similar firms seeking a Chicago 


office. Full rental information promptly on request. 


INSURANCE EXCHANGE BUILDING 


America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 
Management Agent 
175 WEST JACKSON BOULEVARD, CHICAGO @ 
Telephone WAbash 2-0756 


dishonest employee, the size of most 
losses, the exclusion of unidentified 
or inventory losses (unless conclu- 
sively proved), all militate against 
use of the deductible. 

5. $50 deductible for a Contractor's 
Construction bond is not justifiable. 
There is really no small loss prob- 
lem. The contract is one of faithful 
performance and as a surety under- 
taking there should be no loss unless 
the contractor lacks the capacity, 
character or capital to perform the 
underlying construction contract. 
Should the principal fail, the surety 
must perform and the deductible is 
of no value to the obligee. 

(b) 1. The deductible for disa- 
bility income on accident coverage 
could be optional, depending on the 
needs of the insured, because the 
hazard is fortuitous and beyond the 
control of the insured. Because 
sickness (or ill health) is more dif- 
ficult to define, and for the reasons 
stated in (a), the deductible for it 
should be mandatory, There may, 
however, be valid-argument for a 
period of time shorter or longer than 
the two-weeks stated in the question 
at appropriate differences in rate. 
Applying the deductible to hospital, 
surgical or medical expense should 
be optional, depending on the price 
the insured is willing to pay and 
the availability of alternative cover- 


age through Blue Cross and/or 
Blue Shield. 


2. Experience of the past twenty 
years, especially as a result of hur- 
ricanes and tornadoes, has indicated 
that a windstorm deductible should 
be mandatory. Such an effect has 
been partially achieved in numerous 
jurisdictions by marked differences 
in the rates for full coverage versus 
the deductible. Experience in 
Florida and other coastal states with 
the mandatory deductible indicates 
it is the means for providing wind- 
storm insurance at equitable rates 
against the severe loss. 

3. In catastrophe or excess of loss 
deductible coverage such as is con- 
templated for oil refineries, the use 
of the deductible is mandatory ; only 
its size is optional and a matter 
for negotation between insured and 
insurer. The stated figure of $50,- 
000 would seem to be a minimum 
for preserving the character of this 
coverage, Of course, full coverage is 


available for since 


such 


pre yperty 
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there is no nuisance claim problem. 
(c) A franchise establishes a per- 
centage or a dollar amount at which 
the insurer becomes liable for pay- 
ment of the entire loss. 

1. A franchise is not appropriate for 
accident and sickness coverage as 
it would increase cost to the in- 
sured, foster malingering, and tend 
to inflate claims to reach the fran 
chise point. 

2. A franchise is net appropriate for 
windstorm coverage as small losses 
between $50 and $100 have a high 
frequency, claims would tend to be 
inflated to invoke the franchise, and 
the rate situation would not be bene- 
fited. 

3. In the oil refinery coverage, the 
spread is probably too great, for 
with a franchise of $50,000 the com- 
pany would have either no loss or 
$50,001 plus. The premium is based 
on an excess loss and the premise 
that the insured bears the routine 
losses. 

For the reasons stated in (a), the 
franchise is as inappropriate to the 
Commercial Blanket bond as was 
the deductible. On the occurrence of 
a dishonesty loss, coverage should 
cease on the employee. In effect, 
the franchise would condone dis- 
honesty. 

5. For reasons stated in (a), a fran- 
chise is inappropriate to a surety 
undertaking, 


QUESTION IX 

(a) Compare the nature of the in 
formation which should be obtained 
by an insurer and the sources from 
which it may be obtained in under- 
writing : 

(1) automobile lability insurance 
on private passenger cars, and 

(2) fire insurance on small com- 
mercial risks, 

In each case show the pertinence of 
the information to the underwrit- 
ing problem. 

(b) Reinsurance arrangements of 
different types have been devised 
to meet ditferent underwriting prob- 
lems. Classify the different types 
of reinsurance arrangements used in 
property and casualty insurance and 
show how each class or type meets 
a different type of underwriting 
problem. 

(c) In view of your answer to 
(b), would you expect different 
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PLUs 


the new 


BUDGAPLAN 


The new St. Paul Budgaplan offers all the advantages of 
monthly payments plus these extra features: 


@ No coupon book—billing is done monthly through 
the home office. Flexibility Plus—prepayments for 
one month, three months or any period of time are 
accepted 

@ No cancellation or rewrite of existing policies is 
necessary. BUDGAPLAN works like an open-end 
charge account. Flexibility Plus — policies or en- 
dorsements may be “added” at any time. The 
monthly premium automatically adjusts to these 
changes. 

No signature is required. Arrangements may even be 
made by phone. 

No wandering in the dark. The agent is kept fully 
advised at all times. Full commissions paid immedi- 
ately on all contracts written. 


on, 


HOME OFFICE , EASTERN DEPARTMENT 
385 Washington Street 90 John Street 
St. Poul 2, Minnesota : - New York 38, New York 


ndependent 
NEW ENGLAND DEPARTMENT x AGENT PACIFIC DEPARTMENT 


mil 
10 Post Office Square Is Building 
Boston 2, Massachusetts —— San Francisco 6, California 


The Agency System... An American Tradition 


types of reinsurance to be empha- marital status; driver training; and 
sized by a company writing fire in- ownership of car). While these 
surance and one writing automobile items are also used for classification 
liability insurance? Explain. for rating and for policy prepara- 
tion, they serve to give the under- 
writer a picture of the risk. For 
(a)(1) For underwriting, the au- the family automobile policy, it is 
tomobile liability underwriter pri- necessary to know of all eligible cars 
marily needs information concern- owned by the family. The under- 
ing the operators, their occupation, writer is somewhat interested in 
and the use of the vehicle (age, sex, the type and age of cars as he is 
use —pleasure, business, drive to jnelined to be wary of the liability 
work and one-way mileage driven; 


Answer 


a. . 
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Sports Car Digest 


Phis is a new publication furnish- 
ing information about salvage values 
and parts supply for foreign cars, It 
is planned to alleviate the difficulty 
caused by the lack of availability of 
parts for such cars 

The digest is a monthly tabloid 
size classified advertising paper. It 
plans to carry ads for salvage and 
used parts for the little WMports in 
an effort to establish some. sort. of 
stable market value for parts and to 


provide a market place 


Subscription $1.00 per year. Pub- 


lished hy Sports Ca Digest, Box 
2308, Odessa, Texas 
Best's Life Insurance Reports—54th 


edition 


This valuable reference book con 


tains 947 reports on individual life 


compames including 85 which ap 


pear for the first. time It presents 
the most relhable and valuable in 
formation obtainable in the life in 


surance — tield Individual reports 


contain complete data covering: as- 
sets, liabilities, and operating gains ; 
distribution and character of assets 
including vields, significant operat 


Ing ratios as well as general and 


historical data pertaining to the com 


The 


A primary market for insurers 


Serving companies and their 
reinsurance intermediaries 


REINSURANCE CORPORATION 


of New York 99 John Street, New York 38, N. Y. 


publications 


pany. Best's unbiased summary 
opinions are reflected in the reports, 
and where financial positions and re- 
sults achieved better than the 


industry averages, specific recom 


are 


mendation comments are assigned, 
Of special interest to the individ 
ual investor or investment dealer is 
the section, ‘Shareholders’ Data,” 
which is included for those compa- 
where the publicly 
owned, These data indicate the pro- 
portion of total protits that are dis- 
tributable to the stock, price range, 
dividend record 
dend rates, etc. 


mies stock 


and current divi- 


2,250 pps by $25.00 per copy. Pub- 


lished by Alfred M. Best ( O., Ine 
75 Fulton Street, New York 38. 
N. ¥., or from any of its branch of 


fic cs. 


The Spectator's Handy Chart—5th 
edition, 

This the aggregate 
results for stock, mutual and recip- 


chart shows 
rocal casualty, insurance organiza- 
tions. It lists premiums received, 
total assets and underwriting results 
as well as surplus to policyholders. 


fer 


Publications, 


$3.00 
( halte 


Published by 
Chestnut and 


Soth Streets, Philadelphia 39, Pa. 


Best's Key Rating Guide 


tion. 


~53rd edi 


This handy guide contains finan- 
cial and policyholders’ ratings with 
tive vear comparisons of figures of 
more than 1,200 fire and casualty in- 
surance companies, as well as prin- 
cipal figures for more than 
smaller mutuals, 

Pocket sized and bound in durable 
fabrikoid, it gives an instant picture 


250 


of the relative standings of each com- 
pany. Each receives two ratings: 
The General Policyholders’ rating 
(A+ to C) and the Financial Rat- 
ing (AAAAA to CC), summarizing 
Best's impartial analysis of each in- 
stitution, The ratings are of 
special interest covering period 
during which virtually all forms of 
tire and casualty insurance had a 
bad loss experience. The ratings of 


new 


67 insurance companies decreased 
the ratings of 69 companies increased 
with 29 insurance companies appear- 
ing tor the first time. 

All types of insurance companies 
are included—such as all stock com 
pames operating in’ the United 
States, both domestic and foreign; 
364 American Mutual Companies, 8 
Associated Factory Mutuals ; 60 Ke- 
ciprocal Exchanges and 15 Lloyds. 
Financial and operating exhibits 
show the percentage distribution of 
assets, policvholders’ surplus, loss 
reserves, net premiums written, d- 
rect. premiums written, unearned 
prenuums, underwriting results, in 
vestment gains or Federal 
taxes incurred, dividends declared, 


losses, 


include informa- 
tion on the hundred leading stock, 
and the hundred 
companies ; 


Extra sections 


mutual 
lists of underwriting or 


leading 


ganizations and combination policies ; 
pertinent information on state. in 
surance officials, company groups 
and tleets, retired companies, under- 
writers’ agencies and states in which 


licensed to operate. 


404 pps; $7.50 per copy. Pub- 
lished by Alfred M. Best Co., Ine. 
and available at the home offices at 
75 Fulion Street, New York 
V. ¥. and at branch offices in At 
lanta, Boston, Chattanooga, Chicago, 
Cincinnati, Dallas, Los 


Philadelphia and Richmond 


od 


4 Ingeles, 


ea 
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READY FOR IMMEDIATE DELIVERY! 


The 1959 Edition 


Gest Insurance Guide 


with 


Key Ratings! 
SALES ror you: 


nts and your prospects! 


‘MEAN M 


companies for your 
both your own com- 
panies and your competit' 1200 fire and casualty 
companies—plus Best's inte, their financial soundness 
and responsibiliry! Princip als! ALL THIS IN ONE 
COMMISSION.8U/LDING 


With this tool in your sales kit, ycllIlm—<<—————n ns 
unbeatable information on your 
RATINGS to work—for 
PARAS SECTIONS: 
& renting 


FAVORABLE KEY R 


Be the authority on fire 
Increase your sales by knq 


bundness of your companies... 
ts by contrast! Put Best's KEY 
point by point! 


Key to Ratings 

State Officials in Charge 
Preface—how to use the 
Financial and Operating Da 
on: 


*e ee 


jth Bootie te) Admitted 
Sensory 


Stock Fire, Casualty and 
Miscellaneous Insurance 
Compaales, Mutual 
Insurance Companies, 
Associated Factory Mi 
Organizations, 
Reciprocal Insurance 
Exchanges 

List of American Mutual 
% Lloyd's of London 


Alfred M. Best Company, Amer 
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at $7.50 per copy! 
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New Publications—from page 70 


Nuclear Insurance Bookshelf 


three-unit bookshelf has been 
prepared on the problems involved in 
nuclear liability, insurance and in- 
demnity. The first report, entitled 
einancial Protection against Atomic 
Ila ards, (65 pages, paperbound, 
$2.00) was prepared for the Forum 
by Columbia University dis- 
cusses the problem of providing 
means whereby compensation can be 


PENSION 
CONSULTANTS 


JOSEPH FROGGATT & CO., INC. 
CONSULTANTS 
EMPLOYEE BENEFIT PLAN 
ACTUARIAL EVALUATIONS 
74 TRINITY PLACE, NEW YORK 6, N. Y. 
WHitcehall 4-7440 


RUSSELL O. HOOKER, F\S.A. 


CONSULTING ACTUARY 
PENSION CONSULTANT 


750 MAIN SI HARTFORD 8, CONN, 


HARRY S. TRESSEL 
& ASSOCIATES 
CONSULTING ACTUARIES 
INSURANCE—PENSIONS 
10 SOUTH LA SALLE STREET 
CHICAGO $, ILLINOIS 


FRanklin 2-4020 


WOLFE, CORCORAN & LINDER 
CONSULTING ACTUARIES 
PENSION CONSULTANTS 

116 JOHN STREET, NEW YORK, N. Y. 


FONDILLER, 
YC. 


CONSULTING ACTUARIES 
PENSION CONSULTANTS 
200 West 57th St. NEW YORK 19, N. Y. 
417 South Hill St., LOS ANGELES 13, CAL. 


WOODWARD, RYAN, SHARP 
& DAVIS 


PENSION CONSULTANTS 
& ACTUARIES 


55 BROADWAY, NEW YORK 6 
Telephone HA 2-5840 


made to those who suffer loss as a 
result of the national effort to speed 
the development of atomic power. 

The second title, Nuclear Liability 
Insurance and Indemnity, is a mono- 
graph (28 pages, paperbound, 
$1.00) prepared for the Forum 
Committees on Legal Problems and 
Insurance and covers some of the 
basic points of difficulty raised by 
proposals for private insurance and 
governmental indemnity 
atomic risks. 

The third report in the series, /n- 
ternational Problems of Financial 
Protection against) Nuclear Risk, 
(104 pages, paperbound, $6.00) was 
prepared under the auspices of the 
Harvard Law School and the Forum 
and discusses the problem of liability 
and financial protection in connec- 
tion with atomic energy installations 
which are constructed with the help 
of organizations from different coun- 
tries or which otherwise raise prob- 
lems of international lability. 


against 


$7.50 for the complete sel of three 
reports. Published by the Atomic 
Industrial Forum, East 54th 
Street, New York Mor. 


Best's Directory of Adjusters and In- 
vestigators— 29th edition. 


This national standard reference 
work lists only the more experienced. 
and competent insurance adjusters 
and investigators in the United 
States and Canada. Admittance is 
limited strictly to only those ad- 
justers recommended by the claims 
representatives of insurance compa- 
nies. 

The directory lists the names, ad- 
dresses and claims association affilia- 
tions of adjusters and the specific 
lines of insurance claims they handle. 
Other information includes: an in- 
dividual map of each State and 
Canadian province showing counties, 
county seats and cities of 1,000 or 
more population complete with pop- 
ulation key. Also information on 
the National Association of Inde- 
pendent Insurance Adjusters, the 
Canadian 


Independent Adjusters 


Conterence and several other pro 
vincial adjuster associations as well 
as an unusually complete list of in- 
surance company claim officials with 
home oftice addresses and the names 


of State Insurance Commissioners 
and Motor Vehicle Officials. In 
cluded also for each state is a unique 
and convenient tabular section show- 
ing the legal and salient require- 
ments and information regarding 
automobiles, negligence, limitation of 
time for commencement of action, 
digests of automobile financial re 
sponsibility and workmen's compen- 
sation laws. Of interest are several 
authentic charts showing motor ve- 
hicle stopping distances. 


748 pps; available from the pub- 
lisher, Alfred M. Best Co., 75 Ful- 
ton Street, New York 38. N.Y. on 
through its branch offices in Atlanta, 
Boston, Chattanooga, Chicago, Cin- 
cimnati, Dallas, Los Angeles and 
Richmond, 


Insurance Brokers Directory—1050 
edition, 


This is a list of persons, partner- 
ships, associations and corporations, 
both resident and non-resident, li 
censed as msurance brokers in the 
State of New York. The data is 
officially supplied by the licensing 
division of the Insurance Depart- 
ment of New York State. Three 
supplementary issues published dur- 
ing the balance of the year give sub- 
scribers all changes and revisions in 
the license status as well as names 
of those who become insurance bro- 
kers after passing a qualifying ex- 
amination, 


$10.00 per copy. Published by the 
Insurance Advocate, 135 William 
Street, Jew York 38, 


49 Ways To Make the Telephone Sell 
for You. 


While this practical handbook 
covers all fields of selling, the illus- 
trations from other fields can easily 
be adapted to insurance selling. Each 
of the 49 ways is listed and then 
briefly explained. They include such 
things as screen prospects from sus- 
pects; single out qualified prospects 
and make callbacks and close sales. 


19 pps; 50¢ per copy. Published 
by the Institute For Business Re- 
search, Inc, 94 West 57th Street, 
New York 19, N.Y. 


Best's Fire and Casualty News 


; 
| 
4 
| 
> 


We wear many hats... 


and they’re all off to YOU! 


For the help INLAND 


MARINE 
of thousands of 


msurance women 


CASUALTY 
coast to coast 


(and in Alaska) 


who contribute so ACCOUNTANTS 


LIABILITY 
su bstantvally 


to the writing of 
American Surety lines, 

FIDELITY/SURETY 
we gratefully say, 


“WELL DONE!” 


LIFE and A&S* 1884-1959 
(through our affiliate 
= American Life of New York) 


75th ANNIVERSARY 


AMERICAN SURETY 


COMPANY FIRE @ FIDELITY AND SURETY BONDS 


CASUALTY @ INLAND MARINE 
Affiliate: THE AMERICAN LIFE INSURANCE COMPANY OF NEW YORK 
LIFE © ACCIDENT & SICKNESS 


100 Broadway, New York 5, N.Y. 
For August, 1959 
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Another Extra from the Hartford... 


g 


The Junior Fire Marshal Program 


gram reaches not only children, but parents, local officials, 


--.an exclusive community service 
by Hartford Fire Agents 


Here’s the year-round public relations program that makes 
friends and builds goodwill for Hartford Agents everywhere. 
Beginning tn the Fall, thousands of agents will again promote 
the Junior Fire Marshal Program in their local elementary 
. and help teach over four million children fire 
prevention and safety habits 

The Junior Fire Marshal Program gives these agents 
“something extra”... an exclusive community service that 
sets them apart in today’s competitive market. 

The fire prevention material available through this pro- 


schools 


HARTEORD FIRE INSURANCE COMPANY 


CITIZENS INSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN 


HARTFORD ACCIDENT AND INDEMNITY COMPANY 
* THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 


educators, editors . . . practically everybody in town! 


The Junior Fire Marshal Program is one more example of 
another 


the continuing support Hartford gives its agents . . 
extra from the Hartford. 


HARTFORD 


Fire Insurance Company 


GROUP 


Protection for family.. 
home...car... business 


HARTFORD LIVE STOCK INSURANCE COMPANY 


MASS. + NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y.* TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2, MINN 
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MODERN AIDS 


to 


CUTTING KNIVES 


New safety principles which are said 
to afford unique knife handling and carry- 
ing ease have been incorporated into two 
newly developed cutting knives introduced 
by X-acto, Inc. Each knife is constructed 
of heavy-duty, machined alumiaum and 
has a knurled, easy to grip sliding sleeve 
which may be locked at any position on 
the knife barrel. The sleeve can be moved 
back to reveal the knife blade completely, 
or locked to expose any segment of the 
blade. In the latter position, the adjust- 
able sleeve serves as a depth gauge to 
limit the blade’s cutting action. As an 
added safety feature, the knife’s sleeve 
may be extended to cover the blade com- 
pletely. 

Each knife is fitted with a knurled, lock- 
ing chuck which instantly positions and 
secures the removable blade. 
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Talk-A-Phone 

Adding Machine 
Hot 'n Cold 
Computer Tape Tray 
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office efficiency 


TALK-A-PHONE 


Talk-A-Phone Co., Chicago, has _intro- 
duced a revolutionary new concept in in- 
tercommunication equipment, custom-de- 
signed to fit into the operating decor of the 
efficient modern office. 

The new models, proportioned like a 
book, lie flat on a desk and do away with 
the bulky, machine look of earlier intercom 
systems. Less than three inches high in 
the Chief and Deluxe series, they were 
described by an internationally honored 
industrial designer as reflecting efficicacy 
and economy. 


ADDING MACHINE 


A ten-key adding machine designed for 
automatic multiplication, making it ex- 
tremely handy for all kinds of calculations, 
has been announced by the Monroe Cal- 
culating Machine Company. It performs 
these functions along with addition, sub- 
traction and listing, and also prints the 
results on tape. 

The new Monroe automatically short- 
cuts multiplication, saving as much as 25% 
in cycling time. Accumulative multiplication 
and automatic multiplication with constants 
are also important time-savers. It performs 
negative multiplication as easily and rap- 
idly as regular multiplication. It prints all 
minus amounts and decreases in red, and 
all increases in black—-a valuable feature 
in figuring percentage of increase and de- 
crease. Multiplication requires only the 
manipulation of two extra keys, the times 
key and the equals key. 


HOT ‘N COLD 


There’s a “new star” in the Oasis Con- 
stellation Sciies, with The Ebco Manufac- 
iuring Company's introduction of a pres- 
sure-type Hot ‘N Cold complete with 
refrigerated compartment and two ice cube 
trays. 

This “new star’ Hot ‘N Cold (Model 5 
PR-HC) is a beverage center for serving 
instant coffee, hot chocolate, and soups. It 
was designed for a market requesting a 
pressure-type Hot ‘N Cold with the added 
advantages of a refrigerated compartment. 
This compartment holds both large and 
small beverage bottles, lunches and perish- 
ables. The two lever-action ice cube trays 
make forty-eight ice cubes for preparing a 
cold drink. 


COMPUTER TAPE TRAY 


The Wright Line, Inc., manufacturers of 
data processing accessory equipment and 
rotary files, has designed the Unitray for 
filing and storage of paper tape. A divider 
has been added down the center of the 
tray which gives the tray two compart- 
ments of a width suitable for storing the 
folded tapes. A follower plate slides the 
entire length of each compartment to hold 
tapes in an upright, visible position. 

The individual tapes are stored in an 
acetate jacket which fits into the com- 
partment, and they are well-protected, and 
easily identified. Wright Line has devel 
oped a Tub File that is able to hold nine 
paper tape trays. 
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AST MONTH we started the sub- 
of decision making stating 
that right decisions are made by 
those who are aggressive, have facts, 
possess authority and put the de- 
cision This month we 
will complete the subject by ex- 
ploring the factors of authority and 
action, 


into action. 


There is a principle of manage- 
ment, although it may not be known 
by its formal name, that is usually 
followed by management, ‘That prin- 
the “principle of appeal 
jurisdiction” which means that de- 
cisions should be referred upward 
in an organization to the level where 


ciple is 


authority exists. If the principle of 
appeal jurisdiction is not followed, 
decisions will be made by persons 
for their de- 
cision, and decisions may 


who have no authority 
be made 
by persons who lack experience in 
the area, but being aggressive and 
ambitious, will appropriate to them- 
selves as much authority as is pos- 
sible. The one balance against ruth- 
less aggression is defined authority. 


Gives Opportunity 


Let it be clear that authority alone 
will not make decisions either good 
or bad—authority only provides the 
opportunity to make decisions in the 
areas and on the subjects so defined. 
Pursue the principle of appeal juris- 
We find 
decisions being referred upward be- 
cause management has not delegated 
responsibility 
the The appeal 
jurisdiction principle does not pro- 


diction. to its conclusion 


and authority down 


into organization 
mote one man rule; it only accen- 
Dele 
spells out 


tuates it if it already exists. 
gation, or the lack of it, 


the causes of dictatorship 
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Management Decisions, Part Il. 


There has been a growing tend- 
ency to decentralize authority as far 
down into the organization as pos- 
sible. Obviously policy making de- 
cisions are top-drawer decisions. 
Decentralized authority and the at- 
tending decisions deal more appro- 
priately with functional problems 
and the routine and repetitive work 
situations. As work is studied and 
standard routines are established, 
decision making is gradually reduced 
to the exceptional problems. 


Functional Nature 


We had examples which came 
up during World War IL period 
where certain jobs were classified as 
“skilled” because during task per- 
formance many decisions had to be 
made concerning performance, and 
historically, the ability to choose 
came from many years of experi- 
ence. An analy sis of these decisions 
clearly disclosed their functional or 


operating nature. By studying the 


jobs—by establishing standard rou- 
tines—75% of the work method de- 


cisions were eliminated. When an 
exception to standard procedure oc- 
curred, the trained supervisor made 
the decision on the basis of facts 
(the facts were always related to 
the work and established methods). 
Management can make itself more 
efficient if it will— 
1. Delegate routine matters to sub- 
ordinate management. 
2. Train junior management in the 
skills necessary to decision making. 
3. Detine the authority of junior 
management so that authority and 
responsibility will be equal, 
4. Make junior management ac- 
countable for results of its decisions 


GUY FERGASON 


5. Follow-up the results of decision 
making and appraise the etfective- 
ness of junior management. 

6. Reward those who produce re- 
sults and try to develop those who 
do not demonstrate the ability to 
decide before replacing them with 
those who have the proper attitudes 
and aptitudes. 

As we discuss the value and bene- 
fits of delegated authority in order 
to help develop organization 
from within, we must also recognize 
that machine applications tend to 
cause the centralization of work so 
that a sufficient volume of work 
can be produced that will support 
the machine application. Please 
observe that we emphasized the 
centralization of work. Contrary to 
the opinions of some, the centraliza- 
tion of work does not necessarily 
require the centralization of author- 
itv. It does often happen that a 
company going into a fully mech 
anized operation from a manually 
operated procedure will centralize 
authority as well as functions. The 
reason this is done is due to the fact 
that two executives have 
master-minded the machine transac 


one or 


tion and have become familiar with 
the details. Because these executives 
know the and 
others were not brought into the 
picture in the early stages of de- 
velopment, there 1s a concentration 
of authority that is contrary to the 
principle ot 
delegation. 


answers, because 


decentralization and 

If the machine application requires 
technical knowledge, the temptation 
to centralize authority is great. 
Electronic Data Processing installa- 
tions are particularly susceptible to 
this concentration of authority and 


ad Hage & 
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IBM RAMAC* 30S UPDATES ACCOUNTS ON A DAILY BASIS 
FOR FARMERS AUTOMOBILE INSURANCE 


Updated accounts on a daily basis—that's 
just one advantage IBM RAMAC 305 brings 
to Farmers Automobile Insurance Associa- 
tion of Pekin, Illinois. 


“We've greatly speeded up policy writing 
and rating,’’ says Robert Tebben, Manager 
of the Association. ‘‘Agents’ accounts are 
kept up to date on a daily basis, as are 
premiums, pending reserves and paid losses 
for each agent.” 


RAMAC also processes automobile insurance 
applications, maintaining a complete set of 
updated records, as well as computing the 
rate and printing the policy declaration. 


In addition, Farmers Auto uses RAMAC to 
store data on premiums in force, total in- 
surance written, agency production and fre- 
quency, pending reserves, paid losses and 
agents’ accounts. RAMAC produces any set 
of statistics at random; for instance, com- 
plete experience reports, requiring no addi- 
tional extensions or computations, are now 
printed in a mere fraction of the time 
formerly required. 

Why not find out just how the IBM RAMAC 
305 can help your insurance business? Call 
your local IBM representative today. The 
RAMAC 305, like all IBM Data Processing 
equipment, may be purchased or leased. 


At IBM RAMAC 305: Robt. Tebben, Secretary- 
General Mgr, and W. F. Donley, President, 
Farmers Automobile insurance Association. 


IBM 


DATA PROCESSING 
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booklets 


P-352—Your Business Letterhead 

In general, executives and professional men 
tend to over-estimate the cost of their busi- 
ness letterheads, and to under-estimate the 
value of these letterheads as a public rela- 
tions tool. The letterhead conveys imme- 
diately a specific impression about the 
company, but very often it is actually quite 
far from the one desired. Because it is ex- 
tremely difficult to see your own letterhead 
as others see it, it is often a wise procedure 
to call in a designer or creative printer for 
his critical evaluation. There has recently 
been made available, however, an attrac- 
tively assembled pamphlet containing some 
samples of letterheads, ineffective as well 
as effective, and an enlightening explanation 
as to the almost negligible difference in cost 
between them; this helpful booklet illustrates 
immediately how a satisfactory letterhead 
can indeed be made to serve as the most 
effective, low-cost public relations tool. 


P-353—Office Copying Machines 


An eight-page booklet has just been re- 
leased analyzing the main reasons for the 
growing use of copying equipment in mod- 
ern business offices, and explaining in detail 
the various types of copying machines avail- 
able on the market. The booklet is fully 
illustrated with graphs and charts which 
indicate the cost savings possible in business 
offices through the use of proper copying 
equipment. In addition to serving as an aid 
in purchasing new copy equipment, this 
booklet is directed at business offices already 
using copying machines which may, for one 
reason or another, actually be unsuited to 
their specific needs, causing unnecessary 
losses in time and money. The booklet has 
been especially prepared as a factual guide, 
and could prove to be invaluable in an- 
swering many questions dealing with the 
selection of office copying machines. 


P.354—Computer Comparison Chart 


A useful chart containing valuable infor- 
mation about commercial data on digital 
computers used in business applications is 
available for distribution. It includes a com- 
plete list of business computers and such 
information concerning them as is of interest 
to every firm concerned with automatic data 
processing. The comparative study with 
which this chart deals is a factual one—it is 
not theory. It is clearly presented so that 
the relevant figures are visible at a swift 
glance across the page. Data given includes 
figures having to do with the cost and aver- 
age rental of a given computer, delivery 
time required, information in regard to input, 
memory and output, and the amount of 
actual power required. 
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decision. The counter measure is to 
train others in the methods. Execu- 
tives cannot make decisions on mat- 
ters of which they have no knowl- 
edge. Decision making requires that 
the executive become familiar with 
details that might be 
passed by. Management is an ever- 


otherwise 


learning process—there is no end 
but in absolute retirement. 
Some companies are suffering 


from tmaction, lack of new ideas, and 
the failure to keep 
modern. 


their methods 
There may be a lack of 
decisiveness at the top-management 
level. Every decision results in some 
form of action. The most difficult 
decisions to make are those that 
result in change. There is a feeling 
of secufity in doing something which 
has been done before. Men, more 
than women, are susceptible to the 
habit of following the same pattern. 
Women change styles, move the fur- 
niture (not physically, but estheti- 
cally—the men the physical 
work) and redecorate the house 
“just for change,” whereas men are 
content to leave things are they are. 

It is interesting to note that action 
both precedes and follows decision 
making. The capable executive who 
knows what he is has a 
flan of operation which includes 
follow-up of all phases of fact find- 
ing. We have been in offices where 
the executive made copious notes 
for follow-up. He had made requests 
for information (facts) from several 
persons. He had established dead- 
lines for this data. 
the timetable te chance, the execu- 
tive followed up on all delinquent 
reports. Having a planned timetable 
emphasizes the importance of the 


doing 


Rather than leave 


time element in decision making. 


Poor Decision at Best 


If a decision is delaved so long 
that (1) the facts upon which the 
decision was made are no longer 
pertinent ; or (2) the need for a de- 
cision has either passed or has sub- 
sided, the decision will be a poor one 
at the best. Time is of the essence in 
control, in decision making, and in 
putting a into action. 
Nothing is so demoralizing to an 


decision 


organization than an inactive, vacil 


lating and indecisive management. 


Management is often unaware of 
the effects of delay, particularly if 
the employees do not the 
causes for the delay. If delays in 
making decisions are due to uncon- 
trollable factors, let the employees 
know what is causing the delay, 
providing, of course, that the dect- 
sion is one which will affect their 
work or their interests. In the ab- 
sence of information to the contrary, 
employees tend to interpret delays 
and inaction as a weakness of man- 
agement. “Getting the show on the 
road” is an often heard statement, 
and it usually reflects an impatience 
which is fostered either by inaction 
or lack of communications, or both. 


know 


Predetermined Pattern 


Any discussion of decision-mak- 
ing must recognize the tendency to 
conform decisions to a preconceived 
pattern. Call it inbred thinking, or 
call it patterned thinking, the fact 
still remains that we become accus- 
tomed to “facts” which at one time 
were a factor in making a decision 
and which now are taken for granted 
as still having an influence. These 
are past facts that may have no 
present influence, or that may have 
so changed that their influence is in 
another completely different area. 
Here is a good example of patterned 
thinking—a professional trade asso- 
ciation, which a decade or so ago 
Was just getting started in its field. 
Dues notices were mailed to all 
members in November of each year. 
The director of the association soon 
learned that some members paid 
their annual dues in advance of the 
billing date. In order not to offend 
any of its relatively few members 
(at that time there were about 2,000 
members) by sending a notice to 
those who had paid their dues, all 
notices were checked against the 
membership record, and the bills for 
those who had paid were pulled. 
This was a relatively simple proce- 
dure which required little time. As 
the vears passed, the membership 
grew so that currently there were 
almost 40,000 members. 


procedures also changed 


Internal 
members 
who paid their dues in advance were 
listed on a separate sheet so that the 
membership director could be in- 
formed. However, the managing di 
rector following his patterned think- 
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ing of the past ten years or so still 
insisted that all dues notices be 
checked against the membership 
record before mailing them. Not- 
withstanding that there was a list of 
prepayments which could have been 
used tor pulling “paid” notices, the 
managing director ignoring 
current facts and was basing his 


Was 


decisions on past facts. This is not 
stupidity is it bullheadedness 

it's just the kind of trap into which 
we all may fall because of our fail- 
ure to check and verify current 
conditions, 


nor 


There is another common error in 
decision making in which a promin- 
ent or well known factor is over- 
emphasized to the exclusion of other 
factors. The 
failures include companies that ig- 
nored new factors. Several well 
known trade names all but disap- 
peared from the market because they 
overemphasized the value of their 
names and underestimated the value 


statistics of business 


of research, product design and ad- 
vertising, We often disregard facts. 
but if we observe no evidence that 
the fact which we disregarded hears 
an intluence on our decision, we soon 
forget the fact and perpetuate the 
error. We remember the story of 
the Russian who left his plant every 
night with a wheelbarrow full of 
straw and paper. The guards knew 
that the worker was stealing some- 
thing, but search after search re- 
vealed nothing—they searched his 
clothes and the wheelbarrow. They 
even took the wheelbarrow apart to 
search for concealed messages, ete. 
Finally in desperation the police 
promised the worker that he would 
not be arrested or punished if he 
would reveal to them what he was 
stealing. “That's easy,” the 
worker, stealing wheelbar- 
rows.” There was the open fact that 
was disregarded while the search 
went on for the less obvious and 


said 


deep-seated facts. 

We summarize our points on de- 
cision making as follows: 
1. Be sure that vou have the facts 
upon which a decision can be made. 
2. Be alert to the mistake of stress- 
ing a fact which historically has been 
important. 
3. Take nothing for granted—check 
all possibilities. 
4. Be sure you have the authority 
to make the decision in the area. 
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5. Be sure that you are willing to 
stand by vour decision and accept 
full responsibility tor results 

6. Do not hesitate to change or 
modify your decision if it is deter- 
a bad 
worse if 
coupled with a stubborn attitude. 
7. Be sure that decision is 
immediately put first 
explain the reasons and then put it 
into force. 


mined that you are wrong 
decision becomes even 
your 


mto a 


fy 
fion 


s. Follow-up on all decisions to see 
that proper emphasis is being given 
9%. Make the decision part of a plan 
each decision can spark a whole 
series of events. Each decision is, 
in effect, a policy declaration. Be 
consistent. 
10. Be aggressive—do not wait for 
a situation to develop whereby a 
decision become a choice of a limited 
Make de 
apparent 
\nticipate 
problems and prevent them from 
happening. 


number of alternatives. 
when it 
that a decision is needed 


cisions becomes 


If management will keep informed 
will 
get more action from their decisions 


by good communications, they 
Decision making is not like gambling 
in that 51% of 
to be correct 


the decisions have 
in business, most de- 
There is 
not much room for major errors at 
the management level. Management 
must become proficient at appraising 
facts objectivity is priceless in fact 
finding and evaluation. 


cisions have to be correct. 


Courage ts 
essential in decision making. 


EASIER BOOKKEEPING 


A COMPACT NEW desk-model book 
keeping machine designed to handle 
a variety of bookkeeping tasks has 
heen placed on the market by Bur- 
roughs Corporation to put highly 
automatic mechanized accounting 
within reach of small business. The 
new device, released for sale or lease 
this month, is the latest in 
of eight low-cost electric hookkeep 


a series 


ing machines developed by the firm 
over the last four vears. 
to streamline dozens of pen and ink 


Designed 


hookkeeping operations ranging 
from accounts receivable and pavable 
report writing, the 
new machine, a style P612, includes 


several new automatic features said 


to billing and 


by the manufacturer to be formerly 


available only in larger, more expen 
sive bookkeeping machines 

The 
signed to permit small businesses to 
switch to mechanized accounting 
without revising their bookkeeping 
systems. Totaling, sub-totaling, ac- 


machine's flexibility is) ce 


cumulation of items posted, carriage 
opening and control of machine func- 
tions such as adding, subtracting and 
dating are among operations per 
formed automatically by the ma- 
chine without from the 
operator. Program units that con 
trol the machine's automatic fune 


assistance 


tions may be interchanged in seconds 
for different bookkeeping operations, 
The flick of a key converts the book- 
keeping machine to a multiple total 


electric adding-subtracting-listing 


machine 


INTERCHANGEABLE TYPE 


SMITH-CORONA’S 
interchangeable 


introduction of 
type svmbols has 
brought a new measure of flexibility 
to their standard and electric office 
typewriters, 

Now the typist can add accent 
marks, foreign characters or techni 
cal symbols to her regular keyboard, 
without sacrificing the original char 
acters. The change takes just a few 
seconds and requires no tools. 

The secret of easy interchange 
ability lies in the fact that the type 
bars themselves are installed in the 
factory. The typist changes only the 
tvpe head, which slips easily on or 
off the bar with slight finger pres 
sure. When the need for the special 
the typist 
switches back to her original char 
acters, 


svmbols finished, 


Interchangeable type is a special 
aid to departments and offices hand 
ling foreign language correspon 
dence and technical reports. A large 
selection of foreign language, mathe- 
matical, electrical 
other symbols are available. 


chemical, and 
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modern accounting theory, practice & procedure 


Life... Casualty... Fire... Accident & Health 
INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


Document and Audit Control 


W. R. STILL 
Supervisor 

Accounting and Document Control 
Department 

United Benefit Life Insurance Co. 


NE CANNOT stress enough the 
of and 
\udit Control under an electronic 
data processing operation, The in- 
formation obtained from tape proc- 


Document 


essing Is only as good as the control 
maintained ot 
ord, 


the master tape rec- 
as well as the Document Con- 
trol of all actions. The importance 
of programming and machine oper- 
ations certainly cannot be discounted 
though, as it takes a co-ordinated 
effort of both the clerical and ma- 


chine areas for an efficient operation, 


Companion Companies 


Benefit. Life Insurance 
Company and its companion com- 
the Mutual Health 
and Accident the 
IBM 705 jointly. A Conversion tor 
the ordinary life business was com- 
pleted in April 1958 and full opera- 
tion etfective May 1, 
1958 due premiums 


United 
pany, Benetit 


\ssociation use 


commenced 
\ few  statis- 
Benetit: Life 
will assist 1n 


United 


tics about the 
Insurance 
getting a better perspective of our 
operation. We had ordinary life 
$1,308,099 689 at the 


This consisted of 485.- 


business of 
end of 1958 
155 policies. Our group and Cana- 
dian business ts not included in these 
figures as the 705 data processing 


is used for ordinary U. S. business 


only, The premium income on this 
block of policies for the fiscal vear 
1958 amounted to $39,762,483. 


We 


records 


maintain two master tape 
One is used for billing and 
and the 


arial statistics 


accounting, other tor actu 


Che actuarial partial 


will not be discussed at this time 


The billing and accounting master 
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variable record with a 
minimum of 260 characters and a 
maximum of 525 characters. 


tape is a 


leach 
office has been assigned a three po- 
sition town code and the tape record 
is in order by town code with each 
town in policy number order, The 
record block 
which carries all the common infor- 


consists of basic 
mation for billing and accounting, 
a health and block 
our Company combination 
business, a miscellaneous block for 


accident since 


sells 


information such as life riders 
tiple 


, mul- 
and another 
miscellaneous block for increases and 


salesmen, 


decreases in premium as well as 
miscellaneous actual commission 
amounts. 

The processing of actions against 
the master tape is on a weekly basis. 
Chis operation consists of a sort and 
pre-edit of actions, a tile mainte- 
nance run, a billing run, a change 
action run and an accounting run, 
Phe pre-edit programming 1s a check 
to see that the information is carried 
in the proper sequence and that cards 
are prepared properly for subsequent 


processing, \ditional checks are 
made to see that actions meet cer- 
tain conditions and coding. If the 


conditions are not met, the action 
is not processed and is written out 
and printed for Document Control 
to correct and reprocess the follow 
ing week. 


Prepare Notices 


From this 705 run, tape records 
are constructed to prepare notices, 
managers’ collection and paid ma 
otticial 
receipts when requested, conditional 
receipts when required, 
managers’ 


terial, conservation matertal, 


duplicate 
notices, lapse material, 
address change tickets for the gen 
eral agents, write outs of master rec 
ords on 


changes for 
the Document Control processing, 


requests and 


the daily accounting journals, man- 
information for the 
monthly preparation of the man- 
statements, 
and 


agers’ ledger 


agers 


rts, 


production — re- 
statistical reports for 
Hlome Office and annual statement 
requirements. simplified — flow 
chart is attached showing the elec- 
tronic processing. 

The Document 


consisting of 


Control 
units, 


area, 
one for 
ollections, another for 
processing new business and changes, 
and the third an IBM punch card 
machine installation, and 
control items on a daily basis. The 
balanced and machine checked cards 
are then daily taken to the electronic 
data processing area for the purpose 
of transferring the imformation to 
tape. These tapes are then accumu 
lated and processed under the weekly 
operation. It is the pre cessing of the 
input and output material that I 
would like to discuss at 


three 
processing ¢ 


pre CeSS 


this time 
and eliminate as much as_ possible, 
except in generalities, any machine 


operation or programming. 


Best Method 


The best method for reviewing 
in brief our procedure, control and 
logic is to discuss the various types 
of input actions and output material 
individually. There is being proc- 
essed at the present time each week 
approximately 9OO loan, 1,000 new 
business, 28,000 payments, and 4,700 
change actions. These figures rep- 
resent an item count and not a card 
count, 

the first operation one always 
seems to discuss in any accounting 
operation is the new business han- 
dling. We use a card-a-type in our 
new business processing and the 
records are run from a set of punch 
cards with a portion of the informa- 
tion prepunched and a portion com- 
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“! want the Busmesslike Eleetrie” 


“i want the Ladylike Electric” 


Busy executive or busy-bee secretary . . 


. no pressure or punishment is too tough for the 


iron-hearted Royal Electric. Yet it's a sweetheart, too. Smooth. fast. wonderfully comfortable. 
Completely ladylike. Precision printing and pinpoint accuracy dress up your letters. Exclusive con- 
veniences like Magic" Margin and Twin-Pak* —the instant-changing ribbon—save time and fuss 


Over LOO type styles, a one-year guarantee... call your Royal Representative for a demonstration, 
® e 
You Want The RQYAL Electric! 


ECRETARY AN EXE TIVE ECRETARY 


= 
‘ 
i 
a 
> 
ages Product of Royal McBee Cor rat Wor Largest Ma facturer of Typewriters 
: 
‘ 


Document Control—from page 82 

puted at the time of issue. We use 
both a copy of the billing as well as 
a commission resume or code sheet 
for accounting and document proc- 
essing. The billing is prepared by 
a slave typewriter from the card-a- 
and the 
from a systemat imprint prepared 


type resume is) prepared 
by an additional slave typewriter. 
This used to 
additional office and field records 


systemat is also run 


Material Mailed 


The New commissions 
which were computed by 602.\ and 
printed on the billing 
and the managers’ 


usiness 


are proofed 
material mated. 
\ manual has been prepared for 
each Document Control clerk show 
ing the required information punched 
business card and the 
columns to be 


in each new 
manual 
a complete set of 
\iter 


Control 


used 
carries coding 
the 
area, the new 
business input cards are keypunched. 
We are working on a system at the 


instructions coding by 


Document 


present time where we can reduce 
the 
new business and utilize the card-a- 
type output cards for the 705 input. 
Chis is an ultimate goal of ours. The 


the keypunching necessary of 


present punching consists of a maxt- 
mum of 12 cards. Control totals for 
premiums, commission, and nets are 
set from the accounting cards after 
the item count balanced. 
We then screen the punch cards by 


has been 


~ for FORMS and CARD RECORDS 
specify 


WESTON 


INDEX BRISTOLS and LEDGER PAPERS 


Write 
for 


samples 


BYRON WESTON COMPANY 
Dept. BE, Dalton, Massachusetts 


IBM 101 as we do for all types of 
actions tor double punching blank 
column detection, etc. 

The daily new business is then 
ready to send to the electronic data 
The 
totals recorded in the general ledger 
are taken from the weekly account- 
ing run. 


processing area. accounting 


week the new busi- 
ness totals of premiums and com 
missions from the accounting run is 
balanced to the input card _ totals. 
The difference is reconciled to the 
pre-edit rejects. We do not change 
the history card posting, but correct 
the error condition on the rejected 
cards, the accounting 
date on the posting document and 
add them to the next week’s business 
which is again balanced in the same 
manner. 


record new 


The production and accounting 
totals are equal because they are 
constructed from the same source, 
documents. Of course, separate 
processing runs are needed, but the 
information obtained is from the one 
balanced accepted input document. 
Our cancellation procedure and con- 
trol is the same as for new business 
handling except the source of docu 
ment is manually prepared. 


Prepared Weekly 


The punch card notices are pre 
pared on a weekly basis for a 7 day 
period, At the same time, collection 
material for the collection offices is 
prepared for the same period. A 
collection. ( paid booklet) is also pre- 
pared and printed from tape for the 
accounting days processed on non 
for all payments. 
ur notices carry a punching area 
which includes the policy number, 
premium amount, town code, due 
month, and due day along with 
other 


collection offices 


information for 
The notice 
is punched from a tape output rec- 
ord, but the printed information is 
recorded by using an IBM 408. A 
separate set of cards is prepared 


necessary 
control and processing. 


from another tape prepared in the 
billing run and used for this print 
Ing operation. 

The master tape record carries a 
due date and mode for each policy 
and the notices are prepared for a 
selected period in the weekly proc 
essing of the complete tape record 
Phere is maintained an item count 


control. The preceding weeks _bal- 
forward record of the total 
tape is recorded and to 
this is added the additions and the 
subtraction of the 


Week, 


ance 
items on 


deletions for the 
total is reconciled 
to the net changes and the balance 
forward count is carried 
next week's control. 


The new 


into the 
Each week a 
complete item count of the tape is 
prepared and this has to balance to 
the sum of the balance forward total 
after additions and 


deletions have 


been recorded, 


Total Count 


We maintain a punch card billing 
file. The count in the 
data processing area is a total count 
and not a billing control, thus after 


check item 


conversion we have kept and main- 
tained the master accounting punch 
card file in order to check our bill 
ing of notices. This punch ecard file 
is maintained in a billing cvcle order 
by due day with each day in policy 
number order, Each day under the 
prescribed mailing schedule of no- 
tices, we match the punch = card 
notices prepared by the 705 proces 
sing against the punch cards from 
the checking file. This check is only 
to see that a notice was prepared, 
not to verify any billed information. 
Only sufficient information is main- 
tained and changes processed in the 
billing check tile to correctly ma- 
chine position the checking punch 
card. This file has worked very 
efficiently for us for the past vear, 
and will be used until an effective 
billing control can be set up and 
maintained on tape. 

The punch card notices are re- 
turned to the Home (Office by 
either the manager in collecting of- 
fices, or returned direct from the 
insured on the balance of non-col- 
lection The 
operation represents the majority of 


offices. non-collection 


our business. A preliminary audit 
is made of the groups, not of the 
cash received, but for mode changes, 
address changes, name changes, late 
This audit is made 
after the mailing department has 
prepared a tape of the notices and 
checks. 


pavments, etc, 


The checks are forwarded 
to the Accounting Department for 


additional balancing and deposit. 


The audit area mark senses the no- 


tices for requested receipts and 
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mark senses for conditional receipts 
on collections in the special offer 
period. control punch card ts 
prepared and punched for the cash 
received as well as for control ac- 
count totals. In addition, the con- 
trol card is used in the final auditing 
and as a source document for pre 
paring the data cash control journal. 

The notices and control cards are 
processed for punching of — the 
changes and irregular items, and re 
ferred to the IBM machine room 
for final audit listing. The notices 
are reproduced into payment action 
cards for this balancing operation 
An IBM 407 is then used to prepare 
the audit listing and a zero balane 
ing operation is used to balance the 
net cash for each group. The pay 
ment action cards are totaled and 
balanced to the net cash received 
Which is punched in’ the header 
cards. After correction, the day 
payment action cards are tabbed for 
total and the totals of the gross 
cash, prepaid commissions, and net 
cash reconciled to the control totals 
carried in the header cards The 
total item count of the premium 
notices is checked against the par 
ment action card total and the pre 
mium notices sent to the Premium 
Department for posting after recon 
cilement. 


Forwarded Daily 


The action cards are forwarded 
daily to the data processing area 
with the control totals and card 
count. After processing from card 
to tape, the card count is checked | 
in the sorting operation During 
the weekly pre-edit of actions, totals 
of the gross and net cash, along 
with prepaid commissions are ac 
cumulated and checked to the bal 
ancing totals from the audit area. | 
If there is a difference an alternate 
program is used to sort the days’ 
payments into group number order 
for totals by group to he checked 
against audit listing for any dis 
crepancy. The input record is then 
corrected prior to the accounting 
run 

From the accounting output, both 
new business which includes balance 
of first vear items, cancellation and 
renewal premium journals are pre 
pared on the tape printer. With 
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Perhaps it’s time for a fresh design 
and a bright new WESTON paper 


Your printer, advertising agency or letterhead designer will 
gladly suggest a new design and a paper of appropriate quality 
from the complete family of Weston cotton fiber letterhead 
papers — including Old Hampshire Bond (Extra 
No. 1, 100%), Defiance Bond (100%), Win- 
chester Bond (50%), Weston Bond (25%) and 
Weston’s Hand Weave (25%). Write Dept. BE 
for samples. 

Better Papers are made with cotton fiber 


BYRON WESTON COMPANY 
Dalton, Massachusetts 


Makers of Papers for Business Records Since 1863 
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Document Control—Continued 


the exception of new — business 
and cancellations, commissions are 
coded on the master tape record, 


and computed by the 705 during 
the processing of the payment. To- 
tal sheets are prepared and the pre- 
mium, commission, etc., 
the premium 
and used 


totals from 
source are punched 
in running the general 
ledger. 

ach week's accounting tape is 
then saved and the month's tapes 
processed with the monthly mana- 
vers’ statements prepared by tape 
printer. Statement totals are bal- 
anced to the managers’ ledger con- 
trol and commission totals listed on 
the premium journal total sheets. 
This covers all the managers’ items 
except the entries 
from the Income, Disbursement and 
\djustment 
punched 


miscellaneous 


sources which are 
the month and 
placed on tape prior to running the 
statement, The various output data 
tapes are a by-product of the central 
processing and the totals of pay- 
ments and new business are carried 
ina balanced form to each individ- 
ual report. 


during 


Loan on Tape 


United Benefit bills the loan in- 
terest with the premiums, thus the 
loan information is carried on the 
tape record. The action cards used 
for data processing of new loans, 
changes and payments are prepared 
hy reproducing the information 
from the income and disbursement 
accounting The debit and 
credit entries to the loan principal 
from the loan action cards, are then 
balanced to the totals from the ac- 
counting punch cards to assure that 
the loan amount changed on tape 
balances to changes made to the 
loan amount in the general ledger 
from the accounting source. 

In addition, the cards 
carry the new loan balance which 
amount is also reproduced from the 
accounting cards. When the weekly 
in the data proc 
have 


cards. 


action 


updating is made 
essing area, we programmed 
to store the loan amount in memory 
as it stands tape the 
change, then o1 the 
current action change. The 705 then 
computes the new amount of loan 


on before 


substract 


860 


carried forward on the 
record, This new 
amount of loan is then checked to 
the total amount of loan punched 
in the input action. If the amounts 
agree, the current change action is 
processed. 
ment, 


which is 


master tape 


lf there is a disagree- 
write the master record 
in the change tape area for Docu- 
ment Control to check and reproc- 
We have the card count of the 
total loan actions for the week, and 
a check of the count is made in the 


we 


css. 


preliminary sort of items on tape. 
Also during the File Maintenance 
weekly run a_ total of the loan 
amount is accumulated and balanced 
to the loan amount carried on the 
accounting records. 


Another Area 


Another area of operation in the 


Document Control area is the 
change record and termination sec- 
tion. In order to process the 


numerous types of changes relating 
to policy provisions, commissions, 
terminations, policy changes, etc., 
a procedure manual was prepared 
for each clerk. This manual car- 
ries a complete writeup of the in- 
formation needed and the columns 
used in the action card in order to 
process and punch the particular 
change in a uniform manner. Each 
type of change carries a numerical 
coding and these codes were as- 
signed to process the new business, 
changes, payments, termina- 
in the proper sequence. In 
addition, the manual carries a set 
of special handling instructions and 
writeups concerning any changes as 
to why and by whose authority they 
were made. 

The majority of the changes, 
with the exception of the address 
changes, are processed and coded 
by 


and 
tions 


handling either an accounting 
voucher copy, or the change record. 
These documents are first handled 
in the Premium Department area 
after the authorization and prepara- 
tion by the responsible department. 
After the Premium Department 
has recorded the information on the 
history card the change is screened 
as to type by the Document Con- 
trol Reference is then made 
to the manual for handling instruc- 
tions and the coding is transcribed 
on the original change document. 


area. 


Atter checking, the changes are 
punched and verified. They are then 
marked as handled and sent to the 


filing department for recording 
the information on the life fle. The 
original coded document is then 


filed in the jacket after a check is 
made to see that the referral box 
was stamped as handled by the 
Document Control area. The same 
handling is made for terminations 
and address changes, in that coding 
is transcribed on the file copy and 
subsequently checked for accuracy 
and complete handling. 

Lapse terminations are included 
with the miscellaneous changes and 
the change action cards are prepared 
reproducing the information 
from a Home Office notice card 
which was prepared for the Conser- 


by 


vation Department in previous 
weekly billing of unpaid items. 
After the conservation follow-up 


the items for lapse are sent to the 
Premium Department and 
quently to the Document Control 
area for coding and reproduction 
into the termination action cards. 
The changes for the week are ac 
cumulated and then checked by 
IBM 101 prior to placing on tape 
in order to screen for double punch- 
ing, incomplete transaction cards, 
wrong dates, etc. The card count is 
obtained of the miscellaneous items 
and the count verified after the 
items are placed and sorted on tape. 


subse- 


File Maintenance 


From. the weekly processing, a 
file maintenance tape is prepared 
and the individual policy master 
records printed. There are many 
tvpes of items we classify as file 
maintenance and they cover the gen- 
eral areas such as error conditions, 
policy changes, payment rejections, 
miscellaneous commission 
and status checking. These write 
outs of the policy master records are 
printed in the same order as_ the 
information on tape and 
the writeout carries a printed head- 
ing for all blocks of information 
Kile Maintenance manuals for the 
analysts prepared. These 
manuals carry a complete set of 


changes 


appears 


were 


handling instructions for each file 
maintenance code. The information 
is broken down into three classifica 


tions: (A) reason; (B) error con 
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dition; (C) 705 handling. The 
manual tells the processing analyst 
the reason for the file maintenance 
writeout and exactly how to proc- 
ess it. This enables uniform hand- 
ling at all times for the situation 
involved. 

A file maintenance pre-edit 
reject listing by town code, with 
each town in policy number order is 
prepared and filed in a_ binder 
weekly. In addition, a listing of all 
transactions which 
terminations, 


includes new 


business, payments, 
loans and changes that were proc 


essed for the week is prepared. This 


listing is in the same order as is the 
file maintenance pre-edit listing. 
We, therefore, have an immediate 
source of reference by week as to] 
all items processed, 


Immediate Verification 


One final area of ready reference 
is the premiums billed listing. 
listing by town code in policy num 
ber order 1s prepared for all types | 
ot The listing carries the} 
coded type ot notice, policy number, | 
amount billed and the due date. An 
immediate verification can be made 
of the notices processed and mailed 


notices, 


for the week, which might be nec 
essary in any subsequent problem 
that might arise. 


| 

During the relatively short time | 
that we have been operating under 
the 705 system, we have found that 
there must be a very close working 
arrangement the pro 
grammers and the Document Con 
trol area. The work flow must be 
controlled by a very exacting time 
schedule and the processing of the 
punch card input to be used in the 
705 data processing area, must be 
on a uniformed and controlled basis. 
Communication is very important, 
and 
and instructions have to be prepared 
in order that all coded material 
properly understood and pro- 
grammed correctly. We have found 
that need for 
evaluation and measurement of cur- 
rent practices and procedures and 
with the flexibility of data proe- 
essing equipment, intend to continue 
our search for improvement. 


between 


very comprehensive writeups 


is 


there 1s a constant 
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Now you can 


DICTAT 


World’s First Compatible* 
BATTERY-POWERED 
DICTATION PORTABLE 


Also Works on Car, Office 
and Home Current 


BOOK-SIZE 


t's Ibs Full 
Performance . All 
Transistor .. . Close- 


talking microphone guar- 
antees message privacy. 


BA 


magnetic belt portable 


Dictation Belts 
cost nothing 
to use 
Re-use Peirce belts end- 
lessly, or file permanently 
cannot distort 


Here, for Men On-the-Go, is the world’s first 
dictation machine to work ANYWHERE. Thor- 
oughly complete! Remarkably simple! This 
rugged travel companion gets your thoughts into 
action WHEREVER YOU ARE with swift neu 
convenience... superb voice clarity! Works from 
a carrying Case, too—easy as snapping a pieture. 
Dictation belts mail in ANY envelope 

Inquire into this never-before opportunity to 
give right now attention to reports, correspond 
ence, and ideas. DICTATE ANYWHERE 


new value to travel. 


—message 


Complete, error-free 
performance 

Your voice alone wipes out 
error and inserts correc- 
tions; instant playback, full 
review at any point, end 
of-letter marking 


bring 


*Compatible—Uses same 
type belt as office units 
Belts received from field 
are transcribed on standard 
office units . a one-step 
operation that requires no 
additional purchases. 


PEIRCE DICTATION SYSTEMS, INC. 
5900 Northwest Highway Chicago, Illinois 


Send literature on the new Peirce “Portable”. 


Name 
Manufacturer of World's Most 
Complete Dictation Service Company 
Network, 
Individual Address 
PBX Selection City, State 
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SOLID STATE COMPUTER 


[HE UNIVAC SOLID-STATE compu 
ter, first system of its kind in 
actual commercial operation, 1s 
now universally adaptable to all 
types of business and govern- 
mental punched-card installations, 
the Remington Rand Division” of 


Sperry Rand Corporation has just 
announced, 

The the 
which makes the use of any conver- 


versatility of system, 


WANT 

TO INCREASE 
SALES 

WITH 

DIRECT MAIL? 


Try DMCP * 


It can help you step up sales at pennies 
per “call.” National in scope and local 
in operation, this service is a new, suc- 
cessful approach to direct mail selling. 
It has met with such great success that 
DMCP offices now are located in nearly 
30 major cities. There's one near you. 

DMCP®* is used with success in all 
fields. It sells industrial equipment and 
seeds ... food and flowers . . . milk and 
insurance. The list is endless. 

You'll find the full 
story of DMCP* 
and how it can help 
you in our book, 
“Modern Direct 
Mail." It tells how 
you can sell more 
with direct mail and 
provides you with 
cost data, case 
histories and information on how YOU 
can get started in a direct mail sales 
program. The book is yours if you fill 
out the coupon and mail it to us... or 
request a copy on your letterhead. 


* DMCP means Direct Mail, Creation, 
Production. And to you, that means SALES. 


DMCP ASSOCIATES 
TO 372 U 


1814-16 Jefferson Avenue 
Toledo 2, Ohio 
Phone CH. 4-8316 


| 
| 
| 
| OMCP Associates | 
1814 Jefferson Avenue | 
| Toledo 2, Ohio 

| 
| 
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Rush me my FREE copy of 
Direct Mail 

Name 

Title 

Firm 

Street Address 

Zone, State 


Modern 


City 


sion equipment unnecessary, is cred- 
ited to the 
unit, to be known as 
Solid-State 80. 


introduction of a 
the Univac 


new 


Users of 80-column punched 
cards can now apply the speed in- 
herent in the new Univac, which ts 
the fastest of its type in use today. 
microseconds — 
millionths of a second. Words can 
be read at the rate of 58,800 per 
second, and numbers can be added 


It operates in 


at the speed of 11,760 per second. 


The new computer, which has 
a “memory” capacity of 50,000 
characters of information, should be 
especially useful at installations 


where several punched-card appli- 
cations now exist or where a single 
large-scale application is in use, the 
company said. 

The Univae Solid-State 80 makes 
possible the application of a new 


‘ 


‘card stretch- 
This permits up to 25% more 


technique, known as 
ing.” 
data than was heretotore possible 
to be stored on an 80-column card. 
Considerable savings in card and 
card-processing costs are thus pos- 
sible. 

( omprised of a central processor, 
an high card 
reader, an SO0-column  read-punch 
umit and a high speed printer which 
operates at the rate of 600 lines a 
the the 
second in a new low-cost line using 
the latest solid- 
state devices. such com- 
puter, the 90, 
was made business 


speed 


minute, new computer is 
developments in 
The first 
Solid-State 


available to 


Univae 


management a few months ago. 

low-cost computer, its price 
advantages stem principally from its 
solid-state design, 


CAR WALLET 


NEW, *PATENTED, pocket-size 
Wallet,” holds all 
records without 
License and Registration 
fully visible—always clean! Pockets 
for Automobile Membership, In- 
surance Identity and Credit Cards 

extra features—Accident 
Pad and Booklet containing 
ful Hints for 
lubrication and expense 
(valuable for 


"Car 
your car 
folding! ( 
erators 


Report 
“Help- 
Motorists,” car 
record 
forms tax reports). 
Made of durable virgin vinyl, pin- 
seal finish, Black—-Red—Beige. 
Name imprinted at no extra 
charge in gold on orders of one 
hundred or more, 


"Ree. U. S. 


2,878,850 


Pat. Off. No. 


NEW KODAK MICROFILM 


\ new 35MM Microfile Print Film, 
recently announced by Eastman Ko- 
dak Company is said to markedly 
improve the quality of positive film 
duplicates of original microfilm nega- 
tives. For the first time, resolution 
of the new positive film matches the 
potential of the two hundred and 
forty lines per millimeter or orig- 
inal Kodak microfilm negative. Pre- 
viously, positive print film had a 
potential resolution of only one hun 
dred and titty lines per millimeter 
and this dropped to about) eighty 
lines after printing and processing. 

The new positive film preserves 


over 90° of the original camera 
film resolution. Third generation 


negatives made from the positive film 
for distribution purposes are there- 
fore much improved over previous 
materials. 
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Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 


|. Card File 
2. Fibre Board 
3. Insulated 
4. Metal 
5. Micro 
. Mobile Storage Systems 
. Open Shelf Files 
. Portable 
. Rotary 
Stencil 
133. Tabulating Card 
9. Visible 
10. Wooden 


FILING SUPPLIES 


129. Cards 

11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 


. Adding 

. Billing 

. Bookkeeping 

. Calculating 

. Payroll 

. Punched Tape Equipment 
. Tabulating 


MACHINES, MAILING 


20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 

106. Time Stamp 


MACHINES, REPRODUCING 


25. Composing 

26. Direct Copying 

27. Duplicating 

28. Micro-filming 

29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 

31. Typewriter, Manual 


MACHINES, MISCELLANEOUS 


32. Addressing 

33. Checkwriting 

34. Dictating 

35. Intercommunication 
139. Paper Folding 

36. Stapling and Festening 


OFFICE ACCESSORIES 


38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
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40. Chair C 

41. Currency Tray 
42. Desk Lamr 
43. Desk Pad 

44. Desk Tray 

45. Drawer Tray 
46. Moistener 

47. Name Plate 
48. Pen & K oO€ 
49. W aste Ba ket 


OFFICE 
50. Air Condit r 
51. Bookcases 
143. Bookstands 
52. Cabinets 
53. Chairs 
134. Costumers 
54. Desks 
55. Fluorescent Lighting 
108. Incandescent Lighting 
56. Matched Suites 
57. Safes 
89. Stands, Typewriter 
58. Stools 
59. Tables 
60. Wardrobes 


PAPER 
119. Card Index 
120. Duplicator 
70. Envelopes 
135. Labels 
121. Letterhead 
123. Ledger 
137. Photocopying 
122. Policy 
124. Thin (Copy) 
102. Visual Policy Jackets 


SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
71. Erasers (Specialized) 
72. Loose Leaf System: 
73. Marking Device. 
75. Paper Perforators 
76. Pens 
77. Pencils 
81. Staple Removers 
SUPPLIES, TYPEWRITER 
83. Copyholders 
85. Justifier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 
TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 
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94. 
95. 


Index 
Silencer 
Stana 
stand 


LOSS PREVENTION 
140. Burglary Alarn 


9 


98. 
112. 
138. 
128. 
125. 
141. 


Fire 


First Aid Kit 

Floor Polish (Non-Slip! 
Safety Equipment 
Salvage 
Truck Alarm Systems 
Watchman's Clocks 


SERVICES 


62. 
127. 
64. 
115. 
65. 
66. 
146. 


Accounting System 
Filing Systems 
Office Planning 
Photocopying 
Record System 
Sales Incentives 
Sound Reproduction 


MISCELLANEOUS: 


131. 


132. 
116. 
103. 
130. 
117. 
147. 
126. 
104. 

99. 
114, 
100. 
148. 
101, 


Blotters 
Advertising Specialties 
Birthday Cards 
Building Evaluation 
Display Material 
Emblems and Awards 
Endorse & Cancel Calculators 
Greeting Cards 
Leather Goods 

Policy Wallets 
Promotional Gifts 
Signs 

Silencer for Dictatina 


No. 
No. 


No. 
Other 
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C.P.C.U. Question —from page 69 
exposure in high speed sports cars 
and in “‘jalopies.” Pertinent also 
to his decision 1s the loss experience, 
which he would investigate more 
thoroughly for any application 
which shows an unfavorable answer 
to the question whether insurance 
has been cancelled during preced- 
ing three years. 

The underwriter secures this in- 
formation from the application or 
declarations of the insured, from 
the automobile classification rating 
statements submitted by the appli 
cant and from the agent or broker 
placing the insurance, He may sup- 
plement this information or verify 
it by credit report, motor vehicle 
report, and check of operator's or 
owner's registration, 

His purpose is to develop infor- 
mation for writing the policy, classi- 
fying and properly rating the risk, 
and determining its acceptability in 
light of company underwriting 
standards 
(2) The tire underwriter) on a 
small commercial risk needs to know 


DEEP - 
SEATED 


the name and address of the in- 
sured, the location of the premises, 
construction, occupancy, exposure, 
public and private protection (grad- 
ing of town or area), amount of in- 
surance, term of contract. He may 
also wish to know loss history, if 
any, and the personal characteristics 
of the insured; he may want infor- 
mation on the insured’s financial 
history and business experience. 

The underwriter secures his in- 
formation from the agent or broker, 
from coded maps showing character- 
istics of this and surrounding prop- 
erties, and from the rating associa- 
tion (bureau) having jurisdiction ; 
he may elect to use credit reports or 
have a company man make personal 
investigation or inspection of the 
premises, 

His purpose is to determine if he 
wishes to remain on the risk (the 
agent has usually bound or written 
the policy) and, if so, how much of 
the risk he will retain for his own 
account and how much he will cede 
to reinsurers, In final action, he may 
elect to cancel (1e., refuse) the risk. 


(b) 1. Facultative reinsurance 1s 


i 


... iS the result of a two-way profitable tie between mortgage people 
and Paramount. This tie stands firm on a foundation of financial 
strength against which the tides of events beat without effect. 

ARAMOUNT 


A Department of Pacific National Fire Insurance Company 


Member of the Transamerica Insurance Group 


UNDERWRITERS SAW FRANCISCO, CALIF 
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PHILADELPHIA PA - SROKIE NLL ATLANTA GA DALLAS, TEX. 


made with respect to a particular 
risk at a particular time. It is in- 
dividual risk reinsurance, without 
reciprocity although it may by repe- 
tition become something of a cus- 
tom. It is flexible to fit’ circum- 
stances, it enables an insurer to 
limit his liability on a large or unus- 
ual risk, but it has to be arranged 
and therefore is subject to the mar- 
ket on placings and rates. 

2. Treaty reinsurance is arranged in 
advance between two insurers, cre- 
ating automatic action, carefully de- 
fined and limited. Treaties may be 
on a quota-share basis, an excess 
of line basis, or excess of loss basis. 
In quota share, the re-insurer gets 
a predetermined proportion of all 
business described in the contract 
as it is written by the ceding com 
pany; usually this is on terms or 
“as original.” 

In excess of line, the ceding com 
pany reinsures only the amounts 
which go above its net retentions, 
hence the reinsurer only gets the 
top of the bigger risks. 

'n excess of loss, the arrangement 

provides for participation of the re- 
insurer only when a loss or losses 
exceed a maximum figure (or loss 
ratio for a line of insurance); it is 
catastrophe protection for the ced 
ing company. 
3. Reinsurance pools are some 
what like treaties but involve a num 
ber of companies whose business un 
der a single agreement is handled 
by the pool, each member partici 
pating in every risk for his agreed 
proportion of the premiums and the 
losses. The pool may be an excess 
loss arrangement rather pro- 
rata or share arrangement. The 
policy is usually issued by the par 
ticipating company which produced 
the business. 
4. Syndicates differ from pools in 
that a syndicate normally issues its 
own syndicate policy, does its own 
underwriting, settles its own losses. 
Its membership shares in its experi 
ence on. the percentage or share 
agreed upon, the results being re- 
ported to the members by periodic 
(quarterly, annual) accounts known 
as hordereaux. 

Syndicates (and pools) help to 
provide insurance capacity for risks 
too large for any one company. te 


handle. 
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5. Portfolio reinsurance is used 
when a company wishes to retire 
trom a linve ot ill bust 
ness and cedes its entire liabilities to 
the reinsurer. 

(c) Yes, it could be expected that 
fire insurance would use facultative 
reinsurance more often, and that ex- 
cess of line and quota-share con- 
tracts would predominate. Both fire 
compames and casualty companies 
protect. themselves against shock 
losses from catastrophes by excess 
of loss contracts. Except for fidelity 
and surety contracts, casualty com 
panies use relatively little facultative 
reinsurance, and have few excess 
line or quota share arrangements. 
But they have developed a lavering 
of several excess of loss treaties, 
one above another, frequently on 
variable participations, in order to 
provide capacity and eliminate the 
larger ordinary loss. Under a lia 
bility company’s general treaty ar- 
rangements, liability 
risks are customarily so handled, 


automobile 


giving the underwriter freedom of 
action and capacity for lis risks 


QUESTION X 


A one-story non fire-proof build 
ing, 250 feet long and 75 teet wide, 
in which plastic materials are ma 
chined and assembled is undergoing 
alterations with the purpose of 
reducing both fire and accident haz 
ards. The important changes in 
clude: replacement of all sub-stand 
ard flooring and partitions with 
standard ; installation of a secondar: 
source of water supply ; installation 
of two fire hydrants on the prem 
ises; replacement of hand powered 
machinery with automatic electri 
cally operated machinery ; replace 
ment of incandescent lighting with 
fluorescent; use of belt conveyors 
rather than motor trucks. 

(a) Indicate in what manner, if 
any, the (1) Universal Mercantile 
Schedule method, and (2) Dean or 
Analytic Schedule method for rat- 
ing fire risks treat each of the above 
listed changes which affect the fire 
hazard, 

(b) The plant employs 20) skiled 
and 30) semi-skilled workers and 
has been subject to individual risk 
rating for Workmen's Compensation 
Insurance. The owner wants to 
know if he can be given an adjust 
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ment in his Workmen's Compensa 
tion rates as soon as the changes 
mentioned above are completed. If 
this can be done, explain the nature 
of the adjustment. If it can’t be 
done immediately, explain to him, 
when, why, and how his rate can 
he adjusted 

(c¢) The president of this company 
stated: “We are going to continue 
to campaign tor satety, It’s top 
management's responsibility to make 
every emplovee safetv conscious by 
hammering home safety, satety, 
safetv!” Do you believe this ap 
proach is effective in reducing in 
dustrial accidents? If so, why? If 
not, why not and indicate an alter- 


native approach 
Answer 


Mercantile 
System adds flat charges to the key 


(ay(1) The Universal 


or base rate for construction deti 
ciencies, for hazards, for occupanevy ; 
it gives percentage credits for certain 
protective features; it adds flat ex 
posure charge and faults of manage 


ment charge to produce the com 
surance rate for the risk, Ot the 
changes mentioned here, the replace 
ment flooring and partitions would 
eliminate or reduce the original con 
struction deficiency charge for sub 


standard tlooring. Installation of 


secondary water supply hy 
drants might) produce percentage 
credits Phe other three changes 


may result m greater efficiency of 
production but do not appear to 
change the tire hazard appreciably 
The net result could) well be a 
slightly lower specific rate by the 
UMS by eliminating a constuction 
deticieney charge and perhaps add 
ing internal protection credit 

(2) The Dean Analytic Svstem 
adds percentage charges to the bas 
rate for structural and occupancy 
features; it gives percentage cre lits 
for protection ; it then adds after 
charges in flat amounts for sub 
to determine 


\dding 


standard items in ordet 
the published building rate 
flat contents charges will produce 


the contents rates. To both building 


» next 
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C.P.C.U. Questions—Continued 

and contents rates, coinsurance per- 
centage credits are applied. Of the 
changes mentioned here, the replace- 
ment flooring and partitions would 
deticiency 
electric 


structural 
percentage; the 
machinery would probably make no 


eliminate a 
automatic 


change as there was probably no de- 
ficiency percentage for hand-oper- 
ated machinery. [Protective items, 
the secondary water supply and ad- 
would presum- 


ditional hydrants 


ably get a percentage credit. Fluo- 
rescent lighting might eliminate an 
original flat after charge, but change 
to belt conveyors would probably 
have no effect. The net total is ap 
parently an improvement in the fire 
rate more substantial than would ob 
tain under the UMS 

(b) As classification 


payroll would change by reason of 


neither nor 


the improvements made in the build- 
ing, and since schedule rating has 


generally been abandoned mn work 
men’s compensation, no adjustment 


in his workmen's compensation rate 


can be made at this time. But as 
he may expect improved efficiency 
and some more favorable accident 
experience by reason of improved 
lighting, the belt conveyor, and the 
automatic electric machinery, the 
changes should be reflected his 
compensation premium as his loss 
experience improves. If he is under 
a retrospective rating plan, the im- 
provement in a given year, to the 
extent that it is accorded credibility, 
will be reflected in the cost of his 
insurance for that year. Thus he 
may begin to earn credit for his 
charges immediately, 

No. To be etfective an entire 
safety program needs to be set up, 
delegating authority to one respon- 
sible person to head the safety cam- 
paign. With the cooperation of top 
management, he can work with and 
through his first-line supervisors to 
plan, initiate, install and follow-up 


(Cc) 


a program, 


He has to create interest and 
maintain it. He has to establish a 
fact-finding system for reporting ac- 


cidents, analyzing the facts, and tak- 


Fact-tinding 
involves employees, equipment, ma 


ing corrective action. 
chines, methods, procedures. It 
takes a specific organization to ac- 
complish the job. 

Pronouncements from  top-man- 
agement may possibly bring safety to 
the attention of but 
safety -consciousness of the employee 


employees, 


and results in safety campaigns do 
not occur without effective safety or- 
ganization and effort, particularly 
at the supervisory and foreman 
level. 


FORAND BILL HEARING 


HEARINGS ON THE Forand bill were 
held starting July 13 by the House 
Ways and Means Committee. The 
bill would provide up to 60 days 
a vear of hospital care plus certain 
surgical coverage and nursing home 
care for eligible Old-Age and Sur- 
vivors Insurance beneficiaries. The 
cost would be financed by an increase 
in the Social Security rates. 


Reasonable rates 
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Cioor enough for blankets every 
night, Hotel Mountain Lake is ideal for family 
relaxation. Located in the picturesque mountains of 
Virginia, there is swimming, fishing, golfing, sailing, 
horseback riding and the quiet peace of the great 
outdoors to enjoy. Colorful private cottages or 
fine hotel accommodations to choose from. 
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DANGERS OF TOE PUFF 


NUMBER OF READERS were in- 
Fabs by the reference, in the 
May issue, to a material with the 
delicate name of toe puff. Its in- 
herent dangers are far from delicate, 
however, and, as was reported, a 
court of enquiry found that the most 
probable cause of the loss of the 
British motorship Seistan was the 
spontaneous combustion of toe puff 
material, carried in two cases and 
This, 
it was thought, caused the fire which 
touched off the cargo of mitroglye- 


stowed with general cargo. 


erin explosives the ship was also 
carrying. 

Toe putf, as its name suggests, 1s 
used in the 
and boots to assist in maintaining 
the shape of the forepart of the 
while 
used to 


shoes 


manufacture of 


shoe, certain also 
the toecap. The 
majority of toe puffs are of fabric 
or felt, treated 
agent. The agent most 
commonly used in Britain is nitro- 
cellulose, often with other additives, 
The material carried on the Seistan 


tvpes are 


harden 
with stiffening 
stiffening 


it is 
the interaction between nitrocellulose 
and the other additives 


was of this general type, and 


which 
cause spontaneous combustion, 

Toe puff material, in the finished 
state from the factory, is in the form 
of flat sheets. The rules current at 
the time of the Seistan disaster pro- 
vided that toe puff, might be re- 
garded as non-hazardous if the 
manufacturer complied with certain 
conditions 


can 


The custom had grown 
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up whereby the manufacturer issued 
a certificate with each shipment to 
say that the material was free from 
the risk of spontaneous combustion, 
although he had no way of testing 
for this risk, thereby securing two 
advantages—-freedom to pack his 
product in wood boxes or fiberite 
cartons instead of metal-lined wood 
boxes, and classification of the prod 
uct as non-hazardous. In this way 
the toe puff on the Seistan) was 
\lthough 
the tragic loss of the Seistan, and 
the resultant 


loaded with general cargo. 


enquiry, was given 
wide publicity, there were, in fact, 
three distinct cases of spontaneous 
combustion, plus a near miss, within 
a short 


time. This fact is brought 


out in the annual report of the L.on- 


don Steam-Ship Owners’ Mutual 
Insurance .\ssociation 
The Seistan casualty. was in 


February, 1958. The origin of the 
initial smoke, which had a smell of 
camphor, was not understood at any 
time before the ship finally blew up. 


It was not until smoke with the 
same smell was observed coming 
from the ventilators of the Kara 


ghistan, a sister ship, on April 30, 
after had left Aden, and was 
traced to a case of toe puff in the 
‘tween decks that the origin of the 
smoke on the Seistan was suspected. 


she 


It was then realised that the Seistan 
also had carried toe puff, stowed in 
the hold beneath the explosives. In 
vestigations showed that the material 


from the particular factory from 
which these goods came was un 
stable spite of the certificate 


There were four cases of toe puff 
from this factory on the Karaghis 


tan, and three of them caught tire 


at intervals of a day or two aftet 
the ship left Aden. The first: case 
was thrown overboard, but the re 
maining three were brought back 


to England. 

Examination showed that the de 
composition began in the centre of 
each case. This was an instance of 
“inherent vice” in a material so clear 


as to put it bevond a doubt, but the 


precise nature of the “vice” is still 
undiscovered. The firm had been 
making toe puff since 1928. After 


the Seistan, the next case was on the 
Baluchistan, where the product ar 
rived discolored, but without catch 
ing fire. The third instance was on 
the Karaghistan, which provided the 


clue to the Setstan disaster. The 
fourth imstance occurred at the 
factory itself. A day's production 
caught fire during the mght that 
followed manufacture. The manu 
facturers, unable to ascertain the 


cause, ceased from that moment to 


manufacture the material. 


Most Hazardous 


Comments the PL & I 
“Wherever the Ministry 
port calls upon the manufacturer of 


Club: 
of Trans 


a dangerous commodity to supply a 
certificate labo 
ratory tests upon which the certifi 


as to its safety, the 
cate is to be based should be agreed 


between the government chemist 
and the manutacturer’s association.” 


The rules now require deck stowave 
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News from London— Continued 


only for toe puff, thus removing it 
from the non-hazardous to the most 
hazardous category at one 
pending further scientific investig: 


tions. 


AGREED VALUES LOSSES 


Witt NEWER and more complicated 
| 


types of aircratt coming 


into use, 
finding it 


underwriters are neces- 


94 


step, 


THE ANSWERS TO YOUR REINSURANCE REQUIREMENTS 
ARE YOURS FOR THE ASKING 


a 
Zz 


OCEAN REINSURANCE COMPANY « ceoar rapios, iowa 


sary to consider more closely a 
problem that, on analysis, proves 
to have been always present, but 
which has been masked to a great 
extent by the relatively lower cost 
of aircraft, and the need for their 
continued use rather than their sale 
long before the real period of “ori- 
ginal purchaser” usefulness has 
passed—which tends to be the case 
at present with faster and more at- 
tractive machines becoming opera 
tional, 


This problem relates to the ques- 


tion of settlement of loss for a 
partly damaged aircraft. the 


European field policy wordings pro- 
vide in general for the making good 
of any damage or repair of the 
machine, if the underwriter so pre- 
fers, instead of paving a total loss. 
()ften, of course, a machine may not 
be a total loss in the strict physical 
sense of the word, but the cost of 
rebuilding would be such that un- 
cerwriters will take a bid for sal 
vage, either from the assured owner 
or any other interested party, and 
pay out for a total Under- 
writers’ actual net loss on the set 
tlement of such a constructive total 
the difference 
between what they pay out and the 
salvage money they receive. 

With the limited number of cer 
tain new types of large aircraft 
available at the moment, it may he 
difficult to get bids for salvage, or, 
alternatively-—and this is the clear 
est illustration of the difficultv— un- 
derwriters may be dealing with a loss 
to a manufacturer before he actually 
hands over the aircraft. In the case 
of an operator, as opposed to a man- 
ufacturer, underwriters in london 
are tending to be more and more 


loss. 


loss is, of course, 


chary of issuing policies which are 
valued or agreed value policies un 
less they include some protective 
clause enabling them to replace with 
a suitable “similar” type machine 

the latter clause being always a pos 
sible fruitful cause of contention. 


A Major Problem 


This reluctance to cover agreed 
value arises because there have been 
cases where underwriters have paid 
out, say, $150,000 and have seen 
the loss replaced by the assured 
with a machine costing only 
$100,000. The assured’s argument, 
and one that it is hard to counter, 
is that he has paid good premium 
on that value; and, indeed, unless 
rates charged took account of the 
possibility of cheaper replacements 
being available, underwriters have 
little grievance unless they were 
unreasonably pressed to issue an 
rather than insured, 
value basis of cover. There cannot, 
however, be any such confusion in 
the case of the manufacturer who 


has not vet sold his aircraft, which 


agreed, 
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clearly is worth at least what it cost 
to make and, if the loss prevents a 
sale, his catalog price. 

This is 
aviation 


a major problem facing 
underwriters. There are 
several related problems, which we 
will look at next month in this de- 
partment. They spell out the need 
for very 


great caution on 


and results. 


rating 


HELICOPTER PROBLEMS 


AVIATION UNDERWRITERS the 
ondon market are perturbed at the 
recent increase in casualties to heli- 
copters. While the ratio of casual- 
ties to the number of helicopters in 
still small, under 
writers have to face heavy settle 


service 1s very 
ments because helicopters are ex 
tremely delicate machines which are 
expensive to repair. Significantly, 
the majority of accidents occur when 
the helicopter is being put to use 
for purposes other than) carrving 
passengers. 

It has that ' the 
U.S. A. and Canada have in current 
operational service some 50° of all 
the helicopters that have ever been 
built outside Russia; in other words, 
something like 9,000.) January 
the Aircraft Industries Association 
of America reported that 3,743 heli- 
copters the 
the 
same time 535 commercial helicop 
ters were being used in the U.S. A 
and Canada by 129 charter opera 


heen estimated 


with 
forces, while at 


were in-service 


armed 


tors. The biggest single commercial 
operator is the Okanagan Group of 
Vancouver, with 58 machines. The 
largest operator of agricultural heli 
copters is) Britain's Fison-Airwork 
Company, with a fleet of 28. At 
present, according to official figures, 
145 pilots are licensed to fly heli 
copters in Great Britain, of whom 
82 may fly them for hire and reward 

Phe london market handles a 
large amount of helicopter insurance, 
and machines flying in the U.S. A., 
South and 
South Africa are insured here, many 


\merica, Australasia, 
of them because of competitive rates. 
Values from about £20,000 
Prototypes carry 


range 
upwards very 
| 


heavy cover—one at the moment 1s 
for £250,000. The market 
is fairly evenly divided between the 
though the 


have the edge im 


imsured 


companies and 


TAN terms 
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TIME 
BRINGS 
CHANGE 


Agencies representing the L & L have been able 
to discard many a “wooden Indian” procedure. 


They enjoy the benefits of a modern multiple- 


line group, and are rewarded in simplified pro- 


cedures, operating efficiencies. 


Do you represent the L& L? 
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of total 


vreater underwriting flexibility 


because Or 
casaulties have 
(serman-owned Bell 47, 
ish pest 


Recent included : 
under Brit 
contract, 
England 


control 
Southern 


crashed 
while crop 
spraving, extensive damage; Japa- 
nese-owned Bell 47 crashed outside 
Tokvo, total 
helicopter crashed while crop spray- 
ing in Scotland, extensive damage; 
Westland crashed into the 
sea otf North Borneo while 


British-owned 


] 
LOSS: 


(S-55) 


carrving 


offshor 


seven lives lost; Swedish 


crew to oil-drilling rig, 
Bell hel 
copter struck telephone wires while 
landing on Arholma Island, 
sive damage: British-owned 


exten 
Hiller 
sustained considerable damage as a 
result of an accident in Costa Rica: 
Gritish-owned Westland 
flew into an electric pole, in Bed 


€S-55) 


fordshire, England, during a crop 
spraying demonstration, rotor blade 


and tail rotor damaged: Hritish 
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owned Westland (S-55) damaged 
in Nigeria when main rotor sheared 
through the tail section during a 
ground run; helicopter 


nosed over and crashed on airport 


Canadian 


tarmac at Labrieville, near Quebec 
City; Australian Hiller crashed and 
sank in Sydney harbor and, although 
later raised, assessed a constructive 
total loss. 

The helicopter is being increas- 
ingly exploited for agricultural 
work, although in many places, of 
course, it 1s still far cheaper to use 
fixed-wing aircraft. But where fields 
are small, the landscape uneven, and 
landing fields Britain, 
the helicopter’s manoeuvrability and 


few, as in 


versatility offset its higher operating 
costs. But whether fixed wing air- 
craft or helicopter is employed, it is 
not easy to underwrite this type of 
business at a profit 

The technique of crop. spraying 
calls for the highest skill and experi- 
ence on the part of a pilot, and men 
with suitable qualifications can earn 


hemispheric strength 


a great deal in civil airplane flying. 
This explains, perhaps, why under- 
writers are quite happy when a heli- 
copter is in the hands of its manu- 
facturer and his pilots, but start to 
fear the the machine 
is “passed on.” Although, in crop 
the main risk lies in the 
quality of the pilot, there are other 
snags, and it is little wonder that 


worst) when 


spraying, 
many underwriters fight shy of this 


type of the United 
States the problem has been largely 


business. In 


met by spreading the risk by means 
of insurance pools; but, apart from 
inter-office tie-ups, there is no coun- 
terpart in 


NUCLEAR LIABILITY 


THE STEERING COMMITTEE of the 
European Nuclear Energy 
Agency have agreed upon the ENEA 
draft Convention on third party lia- 
bility in the field of nuclear energy 

submitted to the 
council fer approval and 


and have 
signature. This represents the con 


clusion of work undertaken within 


2 
ow 


through unity of efforts 


Ny) 


AMERICANO 


the Agency, by an_ international 
group of experts, to prepare a Con- 
vention that takes account of tech- 
nical, economic and financial condi- 
tions of the nuclear industry, and 
provides for compensation in’ the 
case of claims which would be ex- 
pected to result from a nuclear ac- 
cident. 

Substantial agreement on the 
draft Convention had already been 
reached — between from 
().E.E.C. member countries earlier 
this year, and the general principles 
unaltered. But they 
extended to nuclear 
accidents arising in the course of 
transport of nuclear fuels, for which 
the same maximum liability and time 


experts 


remain have 


been cover 


for bringing actions have been speci 
hed. The general principles are as 
follows : 

1. Operators of nuclear installations 
are subject to absolute liability 
Le. liable without proof of fault 
both for nuclear accidents within 
installations the 
transport of fuel 
installations. Other persons are not 


and in course. of 


nuclear hetween 


CONSORCIO 
LATING 


Latin American Pool 


Managers and Underwriters: 


Insurance and -Reinsurance 


| Oficinas de Ultramar, S.A., Havana, 
\ ‘La Metropolitana’ Building, Havana, Cuba 


Trustees for U.S.A. and Canada Trust Fund: The Marine Midland Trust Co. of New York 
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COW ANT, Sith 


INSPIRES CONFIDENCE 


MARINE 


AVIATION 


SURPLUS LINES 


REINSURANCE 


CHICAGO MONTREAL 


liable except as may be specifically 
provided contractual arrange 
ments or where persons intentionally 
cause damage. 
2. Maximum liability of operators 
is limited to 15 million European 
Monetary Agreement units of ac- 
count (equivalent to S15 million), 
but governments may fix this limit 
at some other amount not less than 
$5 million and may take such steps 
as they deem necessary to provide 
additional compensation over and 
above the maximum limit tixed. 
3. Operators must have insurance 
or other financial seciirity up to the 
maximum of their lability 
4. Liability is limited so that victims 
cannot bring actions for compensa- 
tion more than ten vears after the 
date of a nuclear accident. 
5. A single competent court, that of 
the place where the nuclear accident 
occurs, decides all actions arising 
out of the same nuclear accident and 
judgments are automatically en 
forced in all other 
tries. 

When it has been approved by 
the O.E.E.( 


coun- 


council, the Convention 
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will be submitted to member govern 
ments for signature 


BRITISH COMPANIES’ EXPERIENCE 


\r THE ANNUAL MEETING of the 


British Insurance \ssociation 
(whose 253 member 


transact 


companies 
of the home and over 
seas business of the British market ), 
the retiring chairman, Charles F 
Trustam, was able to report that 
premium income in 1958 was again 
buovant. The over-all figure in 
creased by over £80 million to the 
impressive total of £1,425 million 
\lthough this is a more modest 
growth than for 1957, the remark 
able advance over the past six vears 
can be seen from the following: 
Total premium income 


£1,425,134,000 
£1,342,355,000 
 £1,225,638,000 
£1,098 .336,000 
1954... £1.023.092.000 
1953 £965.77 1.000 


Breaking down the 1958 total, it 


is seen that ordinary life business, 


at £444,200,000, showed the biggest 
increase, followed by accident busi 
ness, at £479,298,000. The disap 
pointing feature, as expected, was 
the decline in) marine) premiums, 
£73,508,000 against £74,109,000, 

Mr. Trustam noted that overseas 
business continues to flourish, and 
it savs something for the strength 
of the British market 1n this respect 
that approximately one-half of the 
total premium income is derived 
from that source. Furthermore, 1f 
life assurance is excluded, the over 
seas proportion of tire, aceident and 
marine business ts nearly three 
quarters. 

Commenting on underwriting ex 
Mr. Trustam that, 


while fire profits showed an encour 


perience, 


aging improvement compared with 
1957, accident results were still dom 
inated by a continuing unfavorable 
experience on the motor account and 


howed much the same degree of 


unprofitability as in the preceding 
vear. Inthe U.S. A., he said, there 


were good grounds for believing 


that the underwriting situation was 
under control and gradually revert 


ed 
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News from London—Continued 


Ing to normal, without, of course, 
expecting full prosperity to return 
overnight. The point was of some 
as much as with ad- 
verse underwriting results the 
there 
tended to be challenged as a possible 
He felt it 
to stress again 


portance 


British business 
source of dollar earnings. 
only right, therefore, 
that even in J958 the dollar invest 
ment earnings of the British compa 
nies left them with a net balance on 
the right side 

here last month ) 


a pont emphasized 


Meanwhile, there had been much 
comment lately on the subject) of 
\merican capital investments in 
Britain and the corresponding Brit- 
ish stake in the U.S.A. 
teresting to 
British 


It was in 
note the place which 
occupied that 
Department of 
valued) British 
investment interest in the U.S.A. 
at $1,900 million. Against that total 
he estimated that the intrinsic worth 
of British insurance in the U.S.A, 
the order of 
Polieyholde rs 


amounted to 


Insurance 
picture. The | Kg 


Commerce recently 


was. of S850 mil 


lion surplus alone 
approximately $600 
Mr. ‘Trustam thought 


it would not be over optimistic to 


million, and 


estimate a further S250 million as 
the value of the equity re 
serves. caleulation suggested 


that, of a total British investment 
income in the U.S. 
half was represented by British im 


nearly one 


surance, 

In the B.1.A.’s annual report a 
number of ‘specific overseas prob- 
lems are noted. Regarding India, 
for example, the question of the 
payment of commission to interme- 
diaries ouside that country has been 
under active consideration, and it is 


now believed that agreement has 
heen reached as to a method of 
operating. There have been pro- 


longed discussions in India as to the 
future organization of general busi 
ness, as to the Code of 
Conduct should be continued, aban 
doned or modified and as to whether, 
and if so what, revision is necessary 
to the Act. Opinion in 
India is at present very divided on 
these and many other important 
issues and the B.L.A. is keeping a 
close watch on these matters, 


whether 


Insurance 


\cross the border, the introduc- 


tion of the Pakistan Insurance 
Act created a 


number of problems, not the least 


(Amendment ) has 
being the Wnpact of the expense con 
trol regulations upon many 
members. 


H. A. Walters, general manager 
of the Royal Exchange Assurance, 
is the new chairman of the B.L.A., 
and RK. L.. Barnett, general manager 


[INSURANCE MANAGERS an ERWRITERS J 


INLAND AND OCEAN MARINE 
YACHTS + AIR CARGO 
FIRE AND ALLIED LINES 
AUTOMOBILE PHYSICAL DAMAGE 
MULTIPLE PERIL AND COMPREHENSIVE POLICIES 


of the Alliance Assurance, the new 
deputy-chairman, 


FROBISHER BAY A. Ps. 


THE BRITISH marine market has 
adopted a_ revised of mini- 
mum additional premiums for one 
in-and-out voyage for ships pro- 
ceeding to Frobisher Bay. Under 
the amendment, underwriters have 
deleted the clause which provided 
that they would pay only the excess 
of 3% 


loss) each round voyage, that 


scale 


of claims (excluding total 


such deductible must remain unin- 
sured by the shipowner. Now, the 
shipowner is provided with cover 
on original policy conditions at a 
substantial the 
charges that were previously pay 
able. This amendment, however, 1s 
coupled with the insertion of a de 
ductible which is offered) as an 
alternative at a reduced rate to the 
shipowner. The effect) of this 
deductible is that the underwriters 
would pay the excess of 20s. per ton 
minimum 


increase in sur- 


eTOSS, £1000, maximum 
£7 500, 

The option of adopting a deduct: 
ble must be exercised by the ship- 
owner underwriters advised 
prior to the ship sailing for lro- 
bisher Bay. But the option is not 
available in the case of a ship where 


aid 


the policy conditions already pro 
deductible franchise 
amounting to 20s. per ton gross or 


vide for a 


more, when the policy conditions 
must prevail and the additional pre- 
nuum applicable to the excess of 20s. 
per ton gross must be paid. 

Under the Frobisher Bay scale, 
ships over fifteen vears of age must 
he rated at the scale rates plus an 
additional according to age, with a 
nunimum of 25°; but approved 
ships over fifteen vears of age may 
be accepted at the scale rates with 
out additional. It is warranted that 
ships must proceed north of Cape 
Chidley on and after July 23, but 
no ship may proceed north of Cape 
Chidley prior to August 10 unless 
the captain has 
from the Canadian Government 
patrol ship that it is safe to do so. 
Ships must leave the last loading 
port in Frobisher Bay on or before 


received advices 


Qctober 10; for extensions up to 
October 15 the additional 
must be increased by 25%. 


rates 
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“Maybe by the time I get back I'll know what 
my commissions are going to be.” 


Many an agent writing workmen’s com- spot claim service .. . you have the mak- 
pensation feels “lost at sea’ as far as ings of a smooth cruise. 
commissions are concerned. To keep 


Se your agency on an even financial keel, 

— depend on Bituminous’ prompt payroll Shinada 
audit performance. This is just one of ite 
the Bituminous agency-minded services the Biteminees Story, 
that contribute to profitable and satisfy- Growth through Service, 
ing agency operation. Add Bituminous’ annual report and 
flexible, open-minded underwriting, financial statement. 
Bituminous’ best-in-the-business safety 
engineering, Bituminous’ johnny-on-the- 


Bituminous ty Corporation 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY « ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation 
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CAREER 
OPPORTUNITIES 


are open at Mutual of 


43,000,000 


families saw and read this ad in full color in the 
Sunday newspapers on July 26. It’s just one more of 
the many fine plans for individuals and families 
of all ages, available only through 
Mutual of Omaha representatives. 


Omaha. For details write 
Vice President Howard 
Dewey, Omaha, Nebraska 
or contact the Mutual of 
Omcha General Agent 


in your locality. 


IN GEORGIA 
LOUISIANA, AND TEXAS 


MUTUAL OF OMAHA 


Hospital-Surgical 
Insurance for ALL 


Men and Women 


and OVER 


regardless of pastor 


present health 


Hailed by policy holders everywhere for the much-needed pro- 
tection it has given to so many people, the Senior Security 


Policy is now, once more, available to all persons 65 and over. 


e It's the only Senior Age Policy which provides hospital 


and surgical! benefits, plus convalescent and nursing 
home benefits 


@ There are no physical exams required to qualify 


e Policy even covers pre-existing conditions after it has 
been in force six months 


| 

MAIL COUPON TODAY FOR FULL DETAILS. Find out ho 

MUTUAL OF OMAHA M f Omat an. at this tame, issue th 
Security Policy to all persons 65 of over 

SENIOR SECURITY DIVISION 

OMAHA, 


OKLAHOMA 


regardless 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


OMAHA NEBRASKA 


= 
~ 
nnouncing... 
PERIOD 
| FOR 
= 
~OMAHA'S 
senior 
| Security 
4 
t ad me full information on the Senior Security Poliey 
Mae 
formation on a\ é 
Picase send me coins sation on all S > 
coverage fr people OF OMAHA “as 
feature 
working people, Vv. J. SKUTT + PRESIDENT 
\ 


FRANK E. MUELLER, JR. 
Partner 
Mack and Parker, Chicago 


NE STOP SERVICE is essential if 
x. are to recognize the trends 
in modern merchandising the 
buying habits of the great majority 
of the American people. One need 
only to note this trend toward con 
centration of markets in many other 
fields. Today it is extremely difficult 
to tind an apothecary shop in any 
major city. True, there are a few, 
but the modern drugstore, offering 
all types of merchandise, has for the 
most part supplanted the old corner 
drugstore. Department stores have 
for many vears been expanding their 
services to customers and today it 
is possible for the family shopper 
to obtain not only clothing, furni- 
ture, hardware, sundries, but also 
a complete line of merchandise, all 
under one roof. 
large store has even made arrange- 
ments for the sale of insurance. 
Recognizing that the suburban shop- 
per needed these facilities as well, 
the large shopping centers which 
are springing up all over the coun 
try in suburban areas again answer 


In Chicago, one 


the modern need for one stop sery ice 
to the customer. 


Same Methods Needed 


Why then shouldn't we in the in 
surance business adopt these same 
methods in making certain that our 
office can provide competent one 
stop service for our customers? 
What are some of the advantages of 
having an insurance office geared 
to provide this service? First—-con 
venience to the customer. Time 
means a great deal today. And the 
average customer would much rather 
deal with one broker who is able to 
fulfill all of his 


needs 


insurance 
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Service 


for the Customer 


than to spend several hours a month 
seeing several brokers about his in- 
surance problems. He would much 
rather deal with one ofttice that can 
doa competent ob on all of his 
needs, 

If we are to accept the fact that 
the customer likes modern merchan- 
dising methods, and has agreed to 
“hang his hat” in our office, what 
other advantages are there? We are 
certainly going to provide better 
service for that customer, and here 
is how we will do it. We have an 
office that handles all lines of msur 
ance, Fire, Casualty, Marine, Life 
and Accident and Health, Group in- 
surance, Lloyd's Business and Ex 
cess Insurance, and the unusual risk. 
He does not have to go anywhere 
We have it all. And the “mer- 
chandise” 1s the counter 
waiting to be displayed to our cus- 
tomer. We recommend 
that your insurance office be equipped 
His 


torically, there have been specialists 


else. 


there on 
therefore 
to handle all lines of insurance. 
in our business. The life underwriter 


will tell you that anyone who writes 
fire and 


casualty is asking for 
trouble, and by the same token the 
fire and casualty specialist often 


knows little or nothing about other 
lines. If vour office is to take ad- 
vantage of all of these various lines 
and to offer them to 
your customers as one stop service, 
what type of an office must it be and 
what are some of the problems in- 
volved ? 


of coverage, 


There are generally three 
types of brokerage service offering 
one stop service to the customer. 
()ne—the per- 
fectly obvious he cannot be an ex- 
pert in all lines of This 
business of ours is entirely too com- 
plex and constantly 


individual. It is 
msurance. 


for 
one person to thoroughly master all 
lines of the 


have a 


changing 


coverage. 


study 


Hlowever, 


individual can and 


good general knowledge of all lines 
Once he has this he must in addition, 
know where to obtain expert counsel 
and expert sales help from trained 
company experts. In other 

the individual should become 
“general 


words, 
a fine 
practitione and he ts 
therefore in a position to do an ex 
cellent job of diagnosis on the pat 
ticular risk presented to him. Once 
he diagnoses the ailment, he then 
knows that 1f surgery 1s 
necessary he will be able to produce 
the finest surgeon 
In this manner he 


“brain 
brain available 
is able to rendet 
a complete insurance service to his 
customer, whether it be personal 
account or a corporate account, and 
the facilities are all under 


one root 


Other Specialists 


The second way is for an individ 
ual to associate himself with other 
individuals who are specialists in a 
particular line of Kor 
example, we there are 
certain 


insurance 
know. that 
differences in brokers 
Some like casualty and fire insut 
ance because they are used to deal 
ing in tangible risks. They sell more 
easily when they are talking about 
something tangible, such as a_ fac 
tory, or a dwelling, or a new auto 
mobile which needs protection, 
Other brokers have specialized in 
presenting intangible risks, such as 
life imsurance 
health. 
no tangibles to consider but they 


are able to create and develop an 


and accident and 


These are the men who have 


idea in their prospect's mind and 
make him want it enough to buy it. 


Therefore we often see a life insur- 


ance man selecting as an associate 


a specialist in fire, casualty, or 


marine insurance. This association 
usually results in expert counsel and 
specialized sales ability 


from each 


tinued n the neyt 


e 
| 
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Customer Service—Continued 


involved 
benefit of the 
have 


of the individuals 
We 
“general 
who, again, may call 
“brain surgeon” 


common firm. 


now two or more 
practitioners” 
on the 
need for insurance does not fall in 
their particular category 

The third method generally ap 
size that 


it is readily departmentalized. Each 


plies to an office of such 
department is therefore responsible 
for a certain type of coverage, and 
the success of each department then 
hecomes dependent upon the per- 


sonnel selected to guide that  par- 
ticular unit. The advantages to the 


customer are obvious, for with the 
growth of this office we find 
specialists in each type of coverage 
readily 


now 


avatlable under roof, 
and of course the customer enjoys 
the advantages provided by such 
service, 

By service [| mean the necessar\ 
that the competent 


broker gives his customers. This is 


good SCTVICE 


absolutely essential: orders handled 
properly, claims processed quickly 


for the 


when the 


LIFE OPPORTUNITIES 
FOR 
2 CASUALTY AND FIRE INSURANCE MEN 


ss If your premium income is off or 
23 not increasing fast enough to suit 
=: you, write Kansas City Life Insur- 
=: ance Company. We can show you 
23 how to build it up quickly. It is an 


to the satisfaction of the cus 
tomer and the orderly handling of 


business. But why not go beyond 


and 


that? Customers who have unin 
sured losses have generally had poor 
service. Why was the loss un- 
insured? Did that customer know 
that he could have been covered 7 
Did he know how much it would 
cost? Was it our fault that he did 


not know? Why not, then, survey 
each risk, both personal and cot 
porate ? 


Personal Survey 


Let's talk about a personal sur- 
vey first. When we acquire a new 
personal risk we offer to prepare a 
survey of the man’s entire insurance 
portfolio, We ask him about him 
self, his family, and his business, 
and consequently acquire a rather 


complete picture of the man. We 
know about his home, and how 
much it cost him. We know what 
type of dwelling it is. We know 


about his car, and what his needs are 
He as then 
asked about his life insurance, and 


for personal protection 


== ideal solution now being used by 

hundreds. 

=: C. W. Arnold 

== Vice President and Superintendent 

ss of Agencies 

== KANSAS CITY LIFE HE 
=: INSURANCE COMPANY 
== Box 139 ss 
== Kansas City 41, Missouri =: 
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it is explained to him that inasmuch 
as this survey is to be all-inclusive 
we would like to know just what 
he wants to have his life insurance 
policies do for his family and him- 
self. This generally leads to a pre- 
liminary survey for simple estate 
planning, and the detailed informa 
tion is readily given as part of the 
survey. By this time we have his 
policies, and after having given him 
a receipt for them we tell him that 
we are going to keep them for one 
week. By that time we have an ex 
piration record of each of his cas 
ualty and fire policies, as well as 
the data contained therein, and we 
have prepared a set of graphs show 
ing what his present life insurance 
is doing for his family, and the 
needs, if any, for new coverage to 
bring that life insurance program up 
to the levels he has selected as his 
nunimum requirements 


His policies are then” returned 
in a folder such as this. Here are 
his fire and casualty policies and 
here are the data cards for each 
contract. He now has our recom 
mendations, and we then attempt 
to close all of the gaps which we 


have discovered in’ his) insurance 
program. 

If our recommendations are not 
followed and the prefers to 
do without certain types of cover 
age, we then send him a letter indi 
cating that on such and such a date 
we pointed out the problem to him 
and that he preferred not to carry 
that 
puts us on record in the event of an 


such coverage at time, 
uninsured loss involving that. type 
of coverage, and has from time to 
time eliminated any 
which the customer might feel had 
we not pointed this out specifically 
to him. 


recrimination 


Surveys are great, for the 


customer and for the broker 


Corporate Risk 


Phe corporate risk is handled in 
much the same manner The 
vou know about 


More 
an insured’s busi 


ness the more valuable your insur 
ance counsel will be. If the corpora 
tion is large enough to have an 


surance buver who is responsible 
to his emplovers for low cost) and 
adequate coverage, vou will genet 
ally tind that they will welcome a 
That buver ts 


survey Insurance 
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generally most anxious to make 
certain that he has done the proper 
thing, and he will be only 
pleased to have you confirm his 
judgment, or better still, to show 
him where his present 
may be improved. 

lf the corporation is small and 
insurance buying is a part-time job 
for an overworked comptroller, you 
usually find that he appreciates a 
survey, and one stop service. Once 


too 


coverage 


you have sold him, you will become 
the good right arm of that individ- 
ual, and actually will function as the 
insurance department of that small 
business, 

It is important that 
you point out to the corporate ac- 
count, whether large or small, their 
uninsured risks, and 
record that you have suggested such 
coverage for them. An uninsured 
loss generally denotes poor service, 
unless it has been called to the at 
tention of the insurance buver. 

I am not suggesting that every 
individual or every corporation 
should buy every type of insurance 
available. That is, obviously, im- 
It is our job, therefore, 
to analyze these hazards and to 
classify them in order of importance 
so that an individual or a corpora- 


also most 


then go on 


possible. 


tion may be aware of the various 
perils and hazards that face him, 
so that he may insure against the 
most pressing of these problems. 

Obviously, in a corporate survey, 
we are going to get into the cor- 
porate life insurance picture as well. 
What are their employee benetit 
plans? What do they have in the 
way of Group and Pension plans? 
What provision have they made for 
key man insurance or salary contin- 
uation 7 Obviously, un 2 corporate 
survey is to be done correctly, all of 
these perils must be analyzed. You, 
of course, are then in a position to 
provide one stop insurance service 
for this customer. 


Devote Efforts Wisely 


Where are we going to find time 
to do all this? you are 
probably wondering how in_ the 
world we are going to handle all of 
these new lines of insurance, plus 
surveys, in addition to discharging 
our usual daily duties. 1 think one 
answer evaluation 


Some of 


account 
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That's 
your efforts, and when. How many 


knowing where to devote 


times do we acquire a $25 order that 
has “possibilities”? The man had 
a good job and placed his tire in- 
surance policy 
tents with us 


tor household con- 
We know he is mar- 
ried, owns an automobile, and rents 
his home. 

But the comes up three 
vears later and what have we on our 
books 7 The premium. 
Have we tried to sell him anything 
else in the meantime 2 


He also has two children 
renewal 
same $25 


Why haven't 


we written his Homeowner's ‘Ten 


Why 
imsurance on his automobile 
why haven't we sold him 
& Health 


surance 


the 
\nd 
\ceident 
life im 
said 


call on him some dav, but somehow 


ants policy: haven't we 


Msurance—and 


Chances are we 


we've missed him Perhaps some 
other broker writes this business for 
him. 


Now 


called on him 


let's that we have 
We have tried to sell 
him Life, Accident & Health, and 
tried to the cat and 


somehow or other we've wound up 


we Insure 


Continued 


You'll enjoy “THE TWENTIETH CENTURY.” Sundays, CBS.TV 


This new edition of “Will Your Youngster 
Go To College?”— Prudential’s Pocket 
Guide to College Costs, can really help 
you boost your sales. Show it to your 
clients—it’s the perfect way of reminding 
them that they must act now to guaran- 
tee their children enough funds to com- 
plete their education. Handsomely illus- 
trated and handy in size, this 24-page 
booklet lists the location, enrollment and 


BROKERAGE 


Please send me 
of “Will Your 
To College?” 


a sample 


~ O1 would like to know m 


about Prudential’s 


SERVICE, 


cop 


Youngster 


expenses of more than 200 leading col- 
leges and universities in the United States 
and Canada. This free Prudential booklet 
is another example of the way Prudential’s 
Brokerage Service helps you to take ad 
vantage of the education-insurance mat 
ket. Fill out the coupon and send for your 
copy of “Will Your lo 
College?”— today 


Youngster Go 


THE PRET 


NAME 


re 


Brokerage 


Services and how they can make 


insurance 


LiFE iN 


Saies easier for me 


CILY & STATE 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
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Customer Service—Continued 


with the same $25 The 


man just won't buy anything addi 
tional f 


premium 


reasons best 
But wait. How 
much did that account cost you to 


from us, for 
known to himself. 


handle? Your time is worth money, 
and your office staff 1s worth even 
more, If you analyze the accounts 
on your books, you will probably 
find that it costs somewhere in the 
neighborhood of S&8.50 to $12 per 


item to bill one piece of business. 


Isn't it obvious, therefore, that you 
have lost money on this particular 
risk, and isn't it 
you 


also obvious. that 


are continue to lose 


money on this piece of business if 


going to 


he fails to buy any more insurance ? 

We, therefore, began to evaluate 
our accounts, and to code them ac- 
cording to the commission earnings 
on each account. This gives us a 
line record on each individual which 
is a constant reminder that we have 
not sold him everything we should 


have, and at the same time estab- 


Prospects, like grapes, 
can come in bunches... 


Funny how miany insurance men ignore 


this fact and go’on harvesting prospects 


the hard way—one at a time. 


If you'd prefer to prospect a bunch 


ata time, get yourself a group case. (It’s easy 


if you use an Occidental Small Group 


package plan.) You'll automatically have 


the inside track to individual policy sales 


among your certificate holders. 


hicre’s another thing. Surveys show that people 


covered by Group insurance are more apt to 


buy individual insurance 


~and in larger 


amounts — than those not covered by Group 


Why not do your prospecting a bunch at a 


ume- 


with Occidental’s Small Group 


package plans? It’s harvest time all the time 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles’ W. B. Stannard, Vice President 


A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 


lishes the value of that account to 
our office. Hence we know where 
to devote out both as to the 
profitable accounts on our books 
and the potential accounts. 
Periodically a letter goes to all of 
the unprofitable accounts stating 
that perhaps their insurance is car- 
ried elsewhere with the exception of 
this one policy. We then tell them 
that we would like to handle their 
entire 


time, 


also 


this is not 
possible, we then suggest that they 


account, and if 
place this one piece of business with 
their other broker, or brokers. We 
have getting certain 
accounts off of our books. 
but often we obtain the entire line 
simply by writing such a letter. 
(one stop 


succeeded in 


costly 


service also prevents 
losing customers to competitors. If 
we have done an intelligent job in 
handling a man’s account we rarely 
lose an entire line to someone else. 
It also the broker to. sell 
himself rather than any particular 
company or 


enables 


group of companies. 
The very nature of complete ser- 
vice requires that the broker be 
familar with the products of other 
insurance companies. And this too 


Is Important in providing better mar 


kets for your customers. 


Generally Profitable 


By obtaining all of the business 
of a customer, you are in a position 
to offer your insurance carrier an 
account so that if the loss ratio on 
any one particular line should be 
adverse, the business as a whole 
will generally be profitable. More 
and more insurance carriers are 
looking for account business in this 
present unsettled market, and while 
| certainly appreciate their view 
point on this problem, I also feel 
that a company is only entitled to 
account business if they have earned 
that account. Their service, claims, 
and general handling of business 
should be such that the broker will 
have no hesitancy in giving them 
that business. If not, the broker 
then at all times should maintain 
its historic freedom of market and 
should be in position to place 
such lines of with those 
companies that will render it most 


erage 


efficient and complete service for 
his customer, 
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SALES SURVEY delphia and Denver received insur- surance lines. However, this rela 
ance income from sales other than tionship was not as_ pronounced 
THE QUESTION oF what full-time life or accident and sickness while as had been expected. In the small 


life agents sell has been asked by the in Chicago almost 60° received group of men (272) who had no 


(4/4) 


Life Insurance Agency Management — surance income from these other accident and sickness, 24% did 


\ssociation in a recent survey of — lines, have some income from other than 
more than a thousand men whose It was thought that selling acei hte and A&S insurance sales, while 
home offices classified them as full- dent and sickness insurance would the proportion among those 692 
time life insurance agents. The intluence the selling of other in- men with A&S income was 53% 
study was conducted among agents 


of eighteen companies. The men 

were located in the Chicago, Phila- 

tink: CROWN LIFE OF CANADA'S 
Slightly over half of those re 

sponding to the survey are licensed 

to sell fire insurance and about the new P/S rates 

same proportion hold casualty 

: exported, make Executive Whole Life the finest 

majority (92%) of the agents who Guaranteed Rate Plan available to your clients 


sold either fire or casualty imsur 
ance sold both kinds. Look at these rates*... 

’ Age 25 Age 35 Age 45 Age 55 

| $12.59 $17.64 | $26.49 $41.55 


\lmost half of the responding Plus P/S $7.50 annually per policy regardless of amount 


agents receive current income from 
the sale of insurance other than life Crown's new... All new. 
and or accident and sickness. The 
study showed that the longer an 


agent's service, the more likely he 


Executive Preferred Life now gives the ‘'Par”’ 
buyer—bargain rates and low continuing cost 


is to earn an appreciable part. of 

his income from these other lines: Look at these rates* 

fire, casualty, marine and bonding Age 25 Age 35 Age 45 Age 55 

However, even among agents under Initial $13.35 $18.63 $28.45 $45.32 

contract less than eighteen months, 

one out of four received some in Ultimate 

come from these other lines. in 3 years $15.60 $21.07 $30.74 $47.23 
An interesting outcome of the 

study was the difference between ren tee $ 2.35 $ 272 $ 371 $ 5.85 

the results in Chicago and those in 

Philadelphia and Denver. A larger Plus P/S $7.50 annually per policy regardless of amount. 

percentage of agents from the 

Chicago area sold insurance other — 

than life and A&S than was true Commissions... f : 

in the other two cities. In Chicago Crown gives the best value to the consumer, including 

fair and equitable commission remuneration to 
ensure the client of continuing service and counsel. 


55% of the agents in the survey 
had sold a fire policy within the 
last eighteen) months, while only Save time... 
in : an in Call Crown First 

enver had written a fire case 
Casualty sales were made by 50% Either contact your General Agent 
of the Chicago agents; by 32% in or send in this coupon 
Philadelphia and in Denver. 
Marine was sold by 38°) of the : TO BROKERAGE DEVELOPMENT DEPT. 
being sold by the agents in the in town 120 Bloor St. East, Toronto, Canada 
other cities. The percentages for 


. Please send me the Brokerage Life Kit, in- 
... it comes P'S Rate Be 


bonding sales were similar: 22% cluding your full P S Rate Book. 


in Chicago, 12% and 11° in Phila 


| from | Name 
delphia and Denver. 


In looking at the current insur- CROWN Address 
ance income of the agents in the 
survey, LIAMA found that less *$25,000 minimum Province 


than 30% of the agents in Phila 
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AVIATION INSURANCE 


STANDARD LIFE insurance coverage 
is now available for some kinds of 
flying, but a problem arises when an 
insurance applicant engages in sev- 
eral kinds of tlying, one of which 
may not be eligible for standard 
insurance, 

This is one of the new develop- 
ments in aviation life insurance re- 
ported by Frank H. David, assistant 
actuary of the Prudential Insurance 
Company of America at the annual 
meeting of the Home Office Life 
Underwriters Association, Chicago. 

Mr. David cited a problem of the 
scheduled airline pilot who also flies 
in the Reserves. A scheduled air- 
line pilot is generally accepted at 
standard rates, but military pilots, 
because of the risk, pav extra. 

“We all agree that unrestricted 
coverage is highly desirable; we are 
in business to pay claims, rather 
than to deny them. What are we to 
do, however, when such a pilot does 
not want to pay the extra premium 
required to cover his reserve flying ? 
If the conventional type of aviation 
exclusion clause were used, he 
would not be covered for scheduled 
airline flying,” he said. 


| 3 

“it’s whaf's-in our 

sales kit that-¢ounts.” 


“To meet this” situation, some 
companies have developed a special 
clause which restricts coverage only 
jfor military flying. Others have felt 


We're referring to the Mying. Ot 
personal insurance coverages that we write — this sort of situation is too rare to 
warrant the trouble and expense. 
Mr. David said that the most im- 
mediate aviation underwriting prob- 
jlem of the future is the introduction 


including all forms of life insurance, retirement in- 
come, annuities, endowments, non-can sickness and accident, 
hospitalization, major medical as well as all the popular types 


of group insurance. These policies, together with proven point 'of jet planes on scheduled airlines, 
of sale material, provide our field men with a powerful, com- although he added that “on the 
plete sales kit that enables them to offer their prospects and whole IT do not believe that the 


‘excellent safety record of the air- 


clients the proper coverage at a competitive premium .. . 
P lines will be seriously disturbed. 


, ful Congestion of the air is a prob- 
Another reason why our field men are happy, successfu llem that is aggravated by the great 


members of their community — a credit both to themselves and | speed of the jets, and collisions have 
to the name of Union Mutual. /caused several tragic crashes in re- 
‘cent years. Many near-collisions 

|have heen reported. The new 
Federal Aviation Agency is now 
| working at coordinating civilian and 
nulitary flights to solve the problem. 
Mr. David said he believes that 

} with the development ot guided mis- 
stiles, the number of military pilots 
may be expected to decrease. The 


“Life Insurance Company of Portland, Maine 


Canadian Head Office — Montreal, P. Q. @ America's Eighth Oldest Life Insurance Company | | 


Armed Services have been working 
hard to reduce their accident rate, 
and have produced results. There 
will be still turther improvement, 


Offering All Forms of LIFE © NON-CAN @ GROUP 
Rolland E. Irish, President — John R. Carnochan, Executive Vice President 


LIFE UNDERWRITERS SINCE 1848 
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Television repairing can be a shocking experience for 
amateurs. Better call in a TV specialist when your set goes phitt. 


Bonding problems, too, can best be solved by bonding special- 
ists, such as the friendly folks who staff F&D’s 50 field offices. 


Fidelity and Deposit Company 


Bonding and Insurance Baltimore, Maryland 
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SELLING TIPS 


om the HOME OFFICE 


SUCCESSFUL SELLING 


GOAL PLAN follow-through. 
There are many ingredients which 
contribute to sales success such as 
insurance enthusiasm, 
the habit of positive-thinking. But 
these ingredients can only be put to 
effective use when they are backed 
up by efficient sales planning. 


knowledge, 


Selling time today is very pre- 
cious, So much so that every second 
must be made to count. And this 
can only be accomplished with a 
planned program. 

The great strides made by certain 
companies in recent years is well- 
known to all of us. Has the inde- 
pendent-contractor agent really lost 
part of his market because his pros- 
pects can buy insurance at a lower 
cost——or is it because his competitor 
is doing a better planned, more con- 
vineing, more consistent selling job? 

That price is of secondary impor- 
tance to buyers is indicated by the 
experience of many retail merchants. 
These merchants today frequently 
advertise what is known as a “loss 
leader” to bring customers into their 
stores. A loss leader is usually an 
unbranded item at a bargain price 
which is often as much as 50% less 
than standard brands. 

What happens? Once a customer 
gets into the store, what he actually 
goes home with the standard 


STUART BUILDING 


brand article at the full market price. 
Only about 5° of buyers succumb 
to the low price lure. 959% of cus- 
tomers accept the quality article 
which costs much more. Why? Be- 
cause aggressive, planned salesman- 
ship has convinced the prospect that 
the quality item is well worth the 
extra money, 

That's the kind of selling job the 
independent-contractor agent has to 
do today—and can do when he really 
offers superior service—and_ when 
he tells his prospects about it with 
conviction and imagination. To do 
this kind of selling with maximum 
efficiency, consider time as the price- 
less commodity it is. Set yourself a 
goal... plan your sales strategy 

assign sufficient time 
and follow-through 
faithtully and enthusiastically. 


American Arrow 
—American Casualty Cos. 


solicitation 


INSURANCE CHALLENGE 


LOOKING AHEAD it takes no genius 
of forecast to see that the imsurance 
industry has many challenges in the 
future. Of course, one of these 1s 
the difficulty we face in competition 
with luxuries that people want for 
their comfort and convenience. But 
there is vet still another job. 
Perhaps the greatest challenge of 
all for the future—and the greatest 


REINSURANCE 


FRANK 
BURNS 


SEATTLE, WASHINGTON 


opportunity for the future—lies with 
a segment of our population which 
has been more or less neglected. 
This is the youth of our country. 
According to the U. S. Department 
of Health, Education and Welfare, 
this group spends $123 million dol- 
lars on material goods. During 1938, 
seventeen million teenagers spent 
billion dollars of their own 
money, or nine times Hollywood's 
annual box office receipts. 

lor the most part, they are grow- 
ing up without any knowledge of 
mutual insurance and without an 
appreciation of its importance. This 
is not good, After all, the youth ot 
today will be our nation’s home- 
owners and businessmen of to 
morrow. 


Mutuality 
Northwestern) Mut. Ins. Co. 


SALES PROMOTION 


MaANy AN AGENT has made up his 
mind to do some real telephone can 
vassing on residence liability, per 
haps, or extended coverage or some 
other form that has a wide potential 
market. All too often the procedure 
is to pick out a choice prospect, call 
him and, if the answer is “No,” drop 
the whole matter with the unspoken 
thought: “This may work for some 
people but it certainly doesn’t go in 
this town.” Of course, the fact of the 
matter is that no salesman ever sold 
any product to every prospect. The 
best he can do is to strike a high 
average and he can't calculate an 
average on one try. The stimulating 
thing about selling is that the sale 
always lies just ahead. It may turn 
up on the next call or the next after 
that or it may be several steps away, 
but the man who can keep up his 
courage after the first few turndowns 
is certain to meet up with the lucky 
number in time, 

1 


he Cer 
Central 


ntrali eT 
Mut. Ins. Co 


DIRECT MAIL DOESN'T SELL 


DISAPPOINTED WITH your direct mail 
results? Well, remember, it isn't 
supposed to do vour selling for you. 
Have you been making follow-ups 
regularly on all the people on the 
list, not just those who respond ? 


Agents Record 
National Cas. Co 
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All-Risk Jewelers Block Policy — 
Whether Such Policy is a Separate 
Kind of Insurance, or Controlled by 
Statutory Form of Fire Policy. 
Hoods Patchoque Corp. v. Frank 
lin National Ins. Co. (1959) 5 N.Y 
2d 479, 158 N. E. 2d 710. 
Plaintiff, a retail jeweler, sustained 
a substantial loss of jewelry as the 
result of a fire on his premises. The 
insurer refused payment because of 
several breaches of the warranties 
contained in the proposal or applica 
tion for the jewelers’ block policy. 
The insured conceded these breaches, 
but argued they were inetfectual 
where the loss is caused by fire 
The basis for the argument was 
that the standard fire 
policy does not include these war 


statutory 


ranties and that such policy is in- 
corporated the jewelers’ block 
policy. 

Thus was presented to New 
York's highest court: the question 
whether this policy was a different 
and separate kind of poliey and in 
surance, or was merely a combina 
tion of several different, indepen 
dent, integrated policies or kinds 
of imsurance. 

The New 


briefly to the need, inception and 


York Court. referred 


history of the jewelers’ block policy, 
noted that it was a form of marine 
insurance, that fire coverage in such 
policy is optional with the insured, 
and that rates are not based on the 
same considerations as fire 
ance rates, and that fire imsurance 
covers only direct loss of property 
at a named location, unlike” the 
jewelers’ block policy 

The Court concluded that “The 
provisions of the Standard Fire In 
surance Policy are incorpot 
ated into the jewele rs’ block p icy 
\ccordingly, the verdict and 
judgment in the trial court exon 
erating the insiirance company from 
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liability, under the circumstances, 


was upheld. 


Fire Insurance—Subrogation to Mort- 

gagee's Rights—Proration on Basis 

Agreed Insurable Value—Effect of 
Other Insurance. 


Edwards v. 
surance Co 
South Carolina, 1959) 108 Ss. EF 


Great American In 
Supren ¢ Court of 
2d 
582. 

Mrs. Edwards held a fire policy 
on her house, valued at S2000 and 
on her barn, valued at S500, when 
totally de 
Phe policy was pay 


both buildings were 
stroved by fire 
able to a bank-mortgagee as its 
interest might appear 

The policy provided: “Insurance 
on any building covered under this 
policy in excess of that fixed) in 
the valuation clauses is prohibited,” 
and it was provided further that if 
the insured had any such additional 
insurance, the policy here im ques 
tion “shall be suspended and of no 
effect.” 

The policy further provided for 
subrogation of the mortgagee’s 
while claiming it was not lable to 
rights to the extent of the in 
surer’s payments to the mortgagee 
the insured-mortgagor 

At the time of the fire there were 
two additional policies in force on 


the house and barn 


Ome, obtained 
by insured, had no agreed value 
provision, but insured the house for 
$2000, the barn for S1000. The 
other, obtained by the bank-mort 
insured the house for $2000 


gagee, 


INSURANCE 
HENRY DIMLING - 


3505 W. 6th St., Los Angeles 5, Cal. 
8-011 
¢ 24 Hour Service « 

Service Offices 
Pomona, Ventura and Bishop, Cal 
Refer all Losses to Los Angeles. It's faster 
by Wire or Air Mail 


& Whiting, Miami, Florida 


This latter 
policy specitied the agreed value ot 
the house was $4000 and the agreed 
total insurance on the house as 
$4000, and that the agreed value ot 
the barn was $1000, with the agreed 


and the barn for S500. 


total insurance on the barn as S500 
This latter policy was written by 
the same ageney (but by a ditferent 
individual and m a ditferent com 
pany) as the policy m= surt The 
insured’s husband testified he told 
the individual who wrote this latter 
about the 
policy im suit 


policy existence of the 
\ South Carolina ste*ute pre 


scribed proration of liablility im 
cases where two or more policies 
are written on the same property 

The insurer refused to pay the 
loss, although it tendered to. the 
hank-mortgagee the balance due on 
the mortgage, but on the condition 
that the mortgage be assigned te 
the insurer 

fhe insured sued the insurer and 
the trial resulted m a judgment im 
favor of the insured for the full 
$2500 coverage of the insurer's 
polies 

On the insurance company’s ap 
peal to the state supreme court, two 
of the points urged are of interest 

fhe insurer argued that it was 
not lable because the insured had 
violated the policy provisions by 
procuring other insurance without 


the insurer's) written permission 
The Court answered this point by 
fact that the in 
testified he 


told members of — the 


referring to the 
sured’s husband had 
insurance 
agency that there was other insur 
ance 

The second point, that there 
should be proration, was decided in 
a peculiar way The imsurer evi 
dently argued that as to the house 


it was hable only for one-third 
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The Judge Says—Continued 
($2000 out of total insurance of 
S6000) and as to the barn, one- 


fourth ($500 out of total insurance 
of $2000) of the it and the 
had upon. This 
make the insurer liable for 
on the and $125 on 
the barn, a total of $791.67. 
The basis for the 


value 
insured 
would 

$666.67 


agreed 
house, 


Court's decision 
on the 
stated as 
facts of this case 
that (the 
pro-rate 


proration question was 
“But under the 
ve do not think 
entitled to 
basis of the 


value as 


follows: 


insurer) is 
on the agreed 
insurable stated its 
policy.” 

The Court then concluded. that 
the imsurer was entitled to proration 
on the adding all of the 
agreed valuations under the 


together 


basis oft 
various 


policies and then prorat- 


The result was that the insurer 
held liable for two-thirds of 
this agreed valuation on the house, 
or $1,333.33, and for one-half of its 
agreed valuation on the 
$250, a total of $1,583.33. 


ing. 
was 


barn, or 


MERIT RATING PLANS 


Deraits or THE Texas merit rat- 
ing automobile insurance plan were 
revealed at a hearing conducted by 
the State Insurance Board. Under 
the plan a 10% discount would be 
given on liability premiums and a 
12% discount on collision coverage 
to drivers who had been accident- 
free during the previous three vears. 
Suggested penalties on lability cov- 


erage would be 30% for one acci- 
dent, 70% for two accidents and 
110% for three accidents. The ex- 


ot? COVERAGE HOmeg 
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be. AMERICAN FIRE & CASUALTY COMPANY 


r 
© SuReTy BONDS 
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“Service Beyond The Treaty” 
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FIRE - CASUALTY - TREATY - FACULTATIVE 
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Charles A. Pollock, President 


CHICAGO 4, ILLINOIS + 141 W. JACKSON BLVD. - WABASH 2.7515 ~~ 


y Inc. 


tra for collision 
would be 27% , 66% 
study inilicsined that about 80% of 
the private passenger cars would 
qualify for the discounts as accident 
free. Industry spokesmen at the 
hearing endorsed the principle of 
merit rating but questioned many of 
the technical features of the plan. 

After the first 
perience, the Safe Driver Insurance 
Plan introduced in California by the 
National Bureau of Casualty Un- 
derwriters and the National Auto- 
mobile Underwriters Association has 
been liberalized to make it easier for 
motorists to earn a discount on their 
rates. Effective immediately: (1) 
The list of accidents and situations 
in which a motorist will be deemed 
not to have been at fault has been 
expanded ; (2) the experience period 
has been shortened from three to 
two years; (3) risks with new 
drivers will be eligible for discounts 
if warranted by their point record; 
(4+) a 10% discount will be allowed 
for risks with one point unless the 
conviction is for one of five serious 
violations. (Such risks formerly 
were charged the basic rate. Those 
with no points still receive a 20% 
reduction) and (5) risks with two 
points will now pay only the basic 
rate. The surcharges for additional 
points are reduced correspondingly. 


coverage 
and 105%. A 


six weeks of ex- 


Under the plan as revised, five 
points will be assigned against a 
household with a driver who has 


heen convicted of any of the follow- 
ing: (1) Driving while intoxicated 
or under the influence of drugs; (2) 
failure to stop and report when in- 
volved in an accident; (3) homicide 
or assault arising out of the opera- 
tion of a motor vehicle; (4) driving 
during a period while license is sus- 
pended or revoked. Three 
assigned against a 
convicted of reckless driving 


points 
will be driver 

Commissioner Cravey of Georgia 
has asked the National Bureau of 
Casualty Underwriters and the Na- 
tional Automobile Underwriters As- 
sociation to file in his state a merit 
rating automobile plan similar to the 
one operating in California. He esti- 
mates that about half of the state’s 
1,250,000 auto owners would qualify 
for the 20° reduction in rates. 

The Virgima State Corporation 
Commission has made a similar re- 
quest of the National Bureau. 
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UNITED 
POLICY 


FIRE 
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REINSURANCE 


REINSURANCE— 


essential element in all 
underwriting, adds 
scope, capacity, secur- 
ity. 

Empoyers has pioneer- 
ed many advanced fea- 
tures in Reinsurance 
and is a valuable ally 
in research and service. 


EMPLOYERS REINSURANCE CORPORATION 


NEW YORK 


KANSAS CITY, MO. 
Insurance Exchange Bldg. 


CHICAGO 


107 William Street 175 West Jackson 


SAN FRANCISCO 
100 Bush Street 
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True or False: 


1. 


Klectronic computors may be 


classified as analogue or digital 
The insurance industry in util 
izing computors is only 
ested in 

computors. 


inter 


analogue types of 


The time required to call a 
number from storage and make 
it available to the arithmetic 


unit is termed accesstime. 
data 
clearly detined 
number as opposed to physical 
quantities is termed digital. 


A computor to process 


consisting ot 


electronic computors may uti 
lize punch cards as a means of 
input. 

these cards 
provide for 80 or 120 
columns. 


As to Question 5, 
may 


Information is stored on mag 
netic tape by means of a com 
bination of punched holes. 


Storage facilities of electronic 
equipment may be dynamic or 
static in nature. 

Dynamic storage is preferable 
to static storage. 

When the arithmetic unit of an 
electronic computor will per 
form all operations on all char 
acters simultaneously, it is said 
to be serial. 


Magnetic drum storage is said 
to be of a static nature. 
Computors are evaluated on the 
basis of having either serial or 
random access. 
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The following questions and selected answers are taken from the final 
examination given students in the course in Application of Electronics 
to Office Systems, Evening Division, Insurance Society of N. Y. 


Random access is preterable to 
serial access 

Punched cards, paper tape or 
magnetic tape are forms of per- 
manent records. 

Referring to Question 14, all 
may not be used as a means of 
computor input. 


Printed tabulations are a means 
of output for electromie equip 
ment. 


Programs for electronic equip- 
ment may be read into memory 
from either cards or tape. 

If tape is used, the tape is di 
vided into three zones, the 
checking zone, the alpha zone 
and the numeric zone. 
Characters on tape are written 
at a density of 200 to the inch 
The unit record on tape may not 
be of a variable length. 

Sensing stored on a magnetic 
drum will be lost if there 1s 
power failure, 

Block diagraming is a desirable 
prerequisite to programing. 


Butter storage is not necessary 
in electronic equipment because 
of its high speed, 


low charts provide a computer 
team with a detailed and factual 
foundation to determine the size 
of a computor, 


When preparing charts 
forms are not to be considered. 


It is not necessary to chart ex 
ceptions which deviate trom the 
normal routine. 


27. The relationships that selected 


areas of study chosen by the 


computor team bear to each 


other are unimportant. 


28. The building block method is a 
means to be employed by a com 
putor team to determine seg 


ments of a routine to he ex 


amined 


20. With regard to items which ce 
Viate from the normal routine, 
such items should not be charted 
and deseribed to determine their 
frequency and effect on the rou 
tine 


30. In detining input requirements 
It is not necessary to ascertain 
the source and transmission of 
data im present operations 


31. The console 1s used to control 


the machine manually 


Answers 
1. true 
2. false 
3. true 

true 
5. true 
6. true 

false 

true 
false 
10. false 
1]. true 
12. true 
13. true 
14. true 


15. false 


3 
| 
i: 
18. 
19. 
i 6. 3 
20 
« 
1 
16. true 
a 17. true 
22 18. false 
19. true 
false 
21. false 
10 
24 true 
25. false 
28. true 
¢ 
— os 12 26. 29. false 
30. false 
31. true 
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CRAZY CLAIMS 


UNUSUAL CLAIMS 
and trus- 


claims ad 


a source of amusement 
the 


Take for instance two recent 


tration to harried 
juster. 
claims handled by the claim depart- 
the 


Reading, Pa 


ment of \merican 


Casualty 


i‘irst there the case of the 


hypoed horse who sat on a car and 


was 
wrecked it. No, not a pony doped 
up for the first race at Pimlico with 
a thousand bets riding on his. tail 
but a sick horse just given a shot 
veterinarian, 


by a well-meaning 


continue to be 


The insured was anesthetizing a 
horse which was standing in front 
Ordinarily an 
will fall to the 
left. 


of his parked car. 
anesthetized horse 
side—either right or 

But this obstreperous animal fell 
backwards and one thousand two 
hundred pounds of horseflesh sat 
on the Jeft rear door of the insured’s 
It was hard on the horse, but 
still on the car. American 

paid the auto physical 
damage claim. 

And then there was the case of 
the hayseed in the head. A farmer 


\merican Casualty un- 


car, 
harder 
Casualty 


insured by 


‘ire & Casualty 
Company 


EARL W GAMMAGE PRESIOENT 


P O BOX 1662 


FORESIGHT 


A quality essential for successful 
INSURANCE AGENTS 


The ability to look ahead . . . to anticipate clients’ needs . . . to 
make sound plans for the future. These are just a few of the accom- 
plishments of men with foresight. Insurance agents possessing this 
essential quality invariably use it to enhance their success still further 
by a wise selection of the companies they represent. 


PAN AMERICAN 


pay 
ver * 


Insurance 
Company 


T EARNEST GAMMAGE JR 


HOUSTON 1. TEXAS 


€xtc v 


AGENCY-MINDED 


COUNTRY-WIDE 
FACILITIES 


PROV EN 
STABILITY 


PERSONAL 
SERVICE 


RAPID CLAIM 
SETTLEMENT 


MULTIPLE LINE 


33 YEARS 
KNOW-HOW EXPERIENCE | 


YOuR ndrpendoat 
AGENT 


STILL BUILDING .. . upon 
outstanding service to in- 
dependent agents. 


TRINITY UNIVERSAL 
INSURANCE COMPAN 


Dallas, Texas 


der a hospital and surgical policy 


was hauling hay when he got a 
tiny hayseed imbedded in his ear. 
A few days later he had to go 
to a physician for treatment and a 
operation necessary to 
the had 


sprouted and taken root in his ear! 


munor Was 


remove hayseed—which 


ATOMIC LIABILITY PLAN 


REPRESENTATIVES OF seventeen Eu- 
ropean countries have agreed upon 
a draft convention on third party lia 
bility arising out of the peacetul use 
of atomic energy. It provides for 
limits of $15 million and for claims 
to be made up to ten years after ex 
The 


comprise the steering committee of 


posure, seventeen countries 
the Organization for European Eco 
nomic Co operation Euro 
pean Nuclear Energy Agency. The 
plan requires approval of the OEEC 
Council which is expected to be only 
a formality, 


SAFETY'S LAST FRONTIER 


Pitt FIELD 
distinct 


the 
“family 


WHOLE MAN as 
“working man” 
the last 
frontier left in safety work, accord- 
ing to William Hl. Seymour, senior 
vice president of Liberty Mutual In 
surance Company. Addressing the 
Satety Mr. 


Seymour stressed that safety. work 


from 


or the man” 1s 


Connecticut Society, 
has become increasingly complex as 
world 
conditions have heightened the ten 


newer materials and hectic 
sions of man’s over-all environment. 
lor this reason, the safety engineet 
in the future must not look so much 
to the correction of immediate indus 
trial conditions causing loss as to 
basic avoidance of loss by discover 
ing the really primary causes of 
accidents. 

\n present 
safety methods can no longer be ex 
pected to bring industry the 
proportionate reduction in accidents 
that it did in the past, warned Mr 
Seymour. Industry will have to de- 


Intensification — of 


same 


velop new techniques, if it hopes to 
reach emplovees in their off-the-job 
activities. \t the same time any at 
tempt to monitor their private lives 
will be construed as paternalism or 
worse, and hence cause more prob- 
than it would 
cluded 


lems solve, he con- 
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reports on 
companies 


AGRICULTURAL Insurance Company 
Watertown, New York 

ANCHOR Casualty Company 

St. Paul, Minnesota 


Stock Exchange 


The tabulation on June 30, the expiration date of the 
\gricultural offer to exchange its capital stock for out 
standing common and preierred shares of the stock of 
\nchor Casualty, showed that the offer had been ac 
cepted by more than 99° of Anchor common. stock 
holders and 85% of the preferred stockholders. The two 
companies have started conferences at the executive level 
to work on long-time planning for the coordination of 
the insurance and administrative activities of each of the 
companies. 


ALLSTATE Insurance Company 


Skokie, Illinois 


Truck Fleets 
Swiss Subsidiary 
Women's Division 
California Rates 
New York Rates 


The Allstate Insurance Companies have completed 
arrangements to underwrite the truck fleet accounts for 
which Markel Service, Inc. provides safety engineering 
service, Markel will continue to provide its safety en 
gineering facilities and the service will be made available 
to all of Allstate’s fleet accounts. Judson B. Branch, 
president of the companies, estimates this will represent 
an annual premium gain of $20 million and will make 
\llstate the largest truck insurer in the industry within 
a vear. 

The decision of the Allstate Insurance Companies to 
expand into the international market by establishment 
of a Swiss subsidiary has been announced by Judson 
Branch. The subsidiary, a holding company, will be 
\llstate Insurance International. It, in turn, 
\lstadt Versicherungs, A. G., 
which will be the operating company in Switzerland 
\llstate will begin operations August Ist and will offet 
full coverage auto, accident, fire and liability imsurance 
Allstate Insurance International 
will have a capital and surplus of $1,500,000; Alstadt 
will have an authorized capital of $2,500,000 with a 
paid-in amount of about $1,250,000 


known as 
will form a subsidiary, 


to Swiss customers. 


It wall operate m 


For August, 1959 


Switzerland only. The managing director of Alstadt will 
be H. U. Rinderknecht, who has served as Swiss at 
tornev-general for Under 
writers, and whose company was the general agent for 
that group in Switzerland for many vears. Dr, Emile 
Duft, a member of the Swiss Parhament, will be asso 


American International 


ciated with Dr. Rinderknecht. The company’s main ot 
tice will be in Zurich. It will sell through its own agency 
force. Plans call for offices in all the larger cities in 
Switzerland. 

\ women’s division has been established as part of 
the safety department of the Allstate Insurance Com 
pany. It will be headed by Mrs. Agnes 1). Beaton, tor 
merly director of the women’s division of the Automo 
tive Safety Foundation. 

The Companies have reduced their automobile rates 
in California. for bodily 
Lhe 
companies’ premium volume in the state was 1n excess 
of $50 million in 1958. an increase of 250 over the 1957 
total 


The reduction averages 6.7% 
injury, property damage and collision coverage 


\llstate Insurance Company has tmereased tts auto 
mobile lability rates an average of 18.70 in New York 
state 
rates approximately 10 below manual 


\ccording to the company the increase leaves its 


ALLTRADES Insurance Company 


Los Angeles, California 


Named President 


J. Gerald Golob has been named president of this 
newly organized company. Mr. Golob ts also president 
of the California Employers General Agency, Ine., the 
general agency which serves as the management com 
pany of the Alltrades Insurance Company 


AMERICA FORE Loyalty Group 
New York, New York 


Merger Voted 
Branch Office 


Stockholders of Continental Insurance Company and 
Fidelitv-Phenix Fire Insurance Company, leading com 
panies of this Group, voted overwhelming approval 
of the plan to merge by conversion of each present 
Continental into 1.1 Fidelity 
Phenix share into 1.17 shares of the continuing corpora 


share shares and each 
tion. Continental stockholders passed a resolution in- 
creasing the company’s capital from $33,500,000 to $39, 
991.450 by the issuance of additional shares to be used 
in the exchange of shares involved in the merger 

The Fidelity and Casualty New York 
will establish a new Illinois branch office in Chicago as a 
forerunner to an \merica Fore Loyalty 
office there. Effective next January 1, W. A. Alexander 
and Company will turn exclusive territorial 
management responsibilities and the branch office will 


Company of 
autonomous 
over 


handle the business of downstate and most city and sub 


urban agents, formerly handled by the Alexander of 


A Ga 
i 
5 
ntinued on the next page) 
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AMERICA FORE—Continued 


fice. This move will abet Alexanders plans for increased 
emphasis on industrial and commercial business and 
complements the objectives which led to the formation of 
the new nationwide organization, Alexander, Sexton & 
Carr, announced earlier this vear, 


AMERICAN FIDELITY and Casualty Company 
Richmond, Virginia 


Leaves New York 


The the American Fidelity and 
Casualty Company, Richmond, Virginia, was unable to 
resolve its differences with the Insurance Department 
of New York and elected not to seek renewal of its New 
York License which expired June 30, 1959. This is no 
way affects the American Fidelity Fire Insurance Com- 
pany, a subsidiary New York corporation, The action, 


management of 


moreover, does not extend to other states belonging to 
Zone One which it is reported have agreed to re-examine 
the American Fidelity and Casualty as of December 
31, 1958 or to bring forward to that date the examina 
tion as of Dec. 31, 1957 


THE CASUALTY Insurance Company of 


California, Los Angeles, California 


To Write A&H 


This company is extending its underwriting program 
to include accident and health coverages, 


CENTRAL NATIONAL Insurance Group 
Omaha, Nebraska 


Executive Promotions 


Dale C. Tinstman has been promoted from financial 
vice president to financial vice president and treasurer 


GRIFFITHS, TATE 


175 W. JACKSON BLVD., CHICAGO 4, ILL 


REINSURANCE 


DOMESTIC & LONDON MARKETS 


New Vice President 


president of this company 


of the member companies of this group. Max Rochholz 
has been promoted from chief accounting officer to vice 
president and general manager of the Protective Na- 
tional Insurance Company. 


CHUBB AND SON 
New York, New York 


Incorporates 


Effective July Sth, the firm which was formerly a 
partnership, was succeeded by a newly formed corpora 
tion, Chubb & Son, Inc. With the exception of J. 1. 
Powell, whose retirement was recently announced, the 
former partners will serve as the board of directors of 
the new corporation and no other organizational changes 
will be involved, 


COMBINED AMERICAN Insurance Company 


Dallas, Texas 


Executive Vice President 


Matt P. elected executive vice 
president of this company succeeding William Suther 
land, who retired June 30, but who will continue as a 
director and consultant. 


Lowman has been 


CONTINENTAL-NATIONAL Group 
Chicago, Illinois 


Consent Injunction 
Elected Secretary 


Upon consent of Continental Casualty Company, a 
decree granting injunction relief against the company 
has been entered by a New York Supreme Court ending 
the lawsuit involving credit accident and health insur 
ance which the Attorney General brought against the 
company. The company has tiled revised forms and 
rates for insurance department approval to comply with 
a law which became effective October 1, 1958 and has 
agreed to construe outstanding policies issued on or after 
October 1, 1958, as providing expanded benefits to bring 
them in line with the Department's requirements. 

John F. Pickles, formerly manager of the Continental 
National Group operations with supervision over \West- 
ern Missouri, Kansas and Oklahoma, has been elected 
a secretary of the National of Hartford Companies, 


FLORIDA HOME Insurance Company 
Miami, Florida 


Beverly C. Young, formerly in charge of production 
i 


in an eight-state southern area for the National Fire In- 


surance Company of Hartford, has been named a vice 
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(ESTAB. 1852) 


CHICAGO 


GENERAL REINSURANCE Corporation 
New York, New York 


Appointed Secretaries 
eric M. Maynard and Vineent 


assistant secretaries, have been appointed secretaries of 


Schuster, formerly 


this corporation. 


THE GRAIN DEALERS Mutua! Insurance 


Company, Indianapolis, Indiana 


Executive Appointments 


Robert KK. Eby, general counsel, has been elected 
chairman of the board of this company succeeding C. R 
MeCotter, deceased. ©. M 


ary board chairman and continues 


earl has been named honor 


as chairman of the 


executive committee 


GUARANTY SECURITY Insurance Company 
NORTHWESTERN Fire and Marine Insurance 


Company, Minneapolis, Minnesota 


Merger Completed 


The merger of the Gauaranty Security Insurance Com 


pany with the Northwestern Fire & Marine Insurance 


der the old Northwestern Fire & Marine ¢ harter, but 


Company was completed June 19, 1959. Operating un 


under the name Guaranty Security Insurance Company, 


it will continue nationwide operation writing multiple 
line coverage with an initial capitalization of $1,250,000 
President, John A. Price; 
Cyril C. Sheehan, Kenneth \\ Peterson, Nate Crab 
tree; treasurer, T. R. Anderson and secretary, W. 
Snyder, 


()thicers are: 


For August, 1959 


The HANOVER GROUP 


Shvong and Seve Protection Shilled Agency 
Chrough 
Independent Insuvance Agents 


The HANOVER INSURANCE COMPANY - The FULTON INSURANCE COMPANY 


Home Office: 111 John St., New York 38, N. Y. 
SAN FRANCISCO 


vice president 


(ESTAB. 1929) 


TORONTO 


GULF AMERICAN Fire and Casualty 
Campany, Montgomery, Alabama 
FOREST Insurance Company 


Atlanta, Georgia 


Merger Proposed 


Stock] olders of the ( 
and the 


asked to approve the merger 


American Fire and Casualty 


Company Forest Insurance Company will be 
| 


of the two companies. As 
proposed by the directors of the companies, the Forest 
\merican with the 
Gulf American the surviving company. The 


would merge with and into the Gult 


indicated 


rate of exchange ts 2.32 shares of Gulf American for 1 
share of Forest Insurance. It 1s reported that the com 


bined company will have 


S1.180.000 


a polievhelders’ surplus ot 


HARBOR Insurance Company 


San Diego, California 


Stock Sale 


\n agreement has been entered into between Norman 
Roberts to sell to Swett & 
of Los Angeles a substantial interest in their holdings of 


and Evelyn ¢ Crawford 


this company for an undisclosed price. The transfer of 


Norman 


San Diego investment counselor, recently 


stock will be made within the next few davs 
Roberts, 
purchased 


control of the company and is chairman of 


the board 


HARTFORD FIRE Group 
Hartford, Connecticut 


Elected President 


James ©. Hullett, president of the Hartford lire In 


surance Company, has also been elected president of the 
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Up to date coverage of the 
new “family plan" policies 


More companies covered 
for the first time 


New policies ... new rates and 
dividends ... here's just a partial 
list a full three months before 


publication date: 


AETNA LIFE (CONN.) — Premiums graded 
according to policy size for Par and Non-Par 
plans. New dividend scale for 1959. (Com- 
plete revision.) 

COLONIAL LIFE (N. J.) — Adopts “Graded 
Premium Series” based on policy size. New 
plans introduced. 

DOMINION LIFE (CAN.) — Premiums graded 
by policy size, lower rates for women and 
new Family Policy introduced. 

EQUITABLE (N. Y¥.) Introduces new “Series 
100 Program” featuring the introduction of 
a graded premium system and many other 
age marking the Equitable’s Centennial 

Year. (Complete revision.) 

EQUITABLE (IOWA) — Graded premium in- 
troduced for Participating plans. Reduced 
rates for women. New dividend scale. Gra- 
dation of premiums for Non-Par plans were 
introduced last year 

GENERAL LIFE OF AMERICA 
Introduces the “Executive Policy” (Min. $265,- 
000) Waiver of premium included auto- 
matically through age 65 

GREAT-WEST (CAN.) - Premium rates 
graded by size of policy based on policy fee 
principle. Increased dividend scale for 1959. 


GUARDIAN LIFE (N. ¥.) — New dividend 
seale for 1959. 
INTERSTATE LIFE & ACCIDENT (TENN.) 
Premiums graded by policy size. 


JOHN HANCOCK Premiums graded by pol- 
icy size. New dividend scale. New policies 
introduced. (Complete revision.) 

WATIONAL LIFE (VT.) — Premiums graded 


by policy size for 1959. New guaranteed cash 
values and lower premiums for women. 
(Complete revision.) 


NEW YORK STATE SAVINGS BANKS — 
Introduces new policy rates graded by policy 
size; also new Family Plan 

NORTHWESTERN MUTUAL — Reduced pre- 
mium rates, lower rates for women, acci- 
dental death benefit, increased dividend scale 
for seventh consecutive year, higher divi- 
dends for women among major changes in 
new contracts for 1959. (Complete revision.) 

OHIO NATIONAL -—— Premiums graded on all 
basic insurance plans. New plans of insur- 
ance introduced. Increased cash values and 
reduced premiums for women 

PENN MUTUAL — Premiums graded by policy 
size. Increased dividend scale for 1969. Spe- 
cial dividend scale for women. (Complete 
revision.) 

PRUDENTIAL (N. J.) — Adopts “quantity 
discount” system for insurance plans. In- 
troduces “Modified 5-10 Life” (Min. $5,000 
(Complete revision.) 

TRAVELERS New rates introduced on Pol- 
icy Fee basis. Rates for women same as for 
men 3 years younger (Complete revision.) 

UNITED BENEFIT (NEB.) — Premiums 
graded by policy size. (Complete revision.) 


1959 COMPEND 


MAKE ALL PREVIOUS EDITIONS "OBSOLETE! 


1959- A YEAR OF| 
POLICY, RATE & 


ALL COMPLETELY COVERED in the NEW 


. « » for COMPANIES WRITING 98°° of ALL 
LIFE INSURANCE in FORCE! 


The NEW 1959 COMPEND—EXTENSIVELY 
REVISED! 


The most of Icy rates and data 
available . . HA THE 1959 COMPEND 


MORE NEW COMPANIES covered this year—in line with the 
COMPEND'S comprehensive coverage of everything im- 
portant to you! 


NEW data on every page—to keep you completely on top of 
every development in premium rates and dividends. 


MORE special policies—adding to the most complete descriptions 
of these policies available anywhere: 


““GRADING OF PREMIUMS ACCORDING TO POLICY SIZE" . . “ DIVIDENDS 
SCALED UPWA _ + + + PREFERENTIAL RATES FOR WOMEN A ee 
OF COMPANIES “FAMILY PLANS" INTRODUCED NEARLY 
COMPANIES . ANY COMPANIES SHOWING SUBSTANTIAL ADDITIONS 
TO THEIR 


The 1959 COMPEND will put you at your most effective best with 
fact-grounded, unchallengeable sales approaches. It’s your 
key to successful selling . . . with more data about most 
companies! Here’s why: 

The COMPEND has the facts you need about premium rates and 
dividend scales . . . gives you an edge as a salesman. 


The COMPEND impresses the client with your professional 
standing . . . makes your presentation impressive . . . gives 
it weight. 

The COMPEND builds your sales . . . and keeps them solid! 


The COMPEND helps prove your point in seconds . . . stands 
ready to convince tough prospects . . . to clinch a sale. 


Yes, for companies writing 98% of all business in force in the U. S. 
and Canada you have this detailed information: 


Rates, current dividends, and histories Policy analyses 
o—- paid-up, and extended Insurance Rates and values for Juveniles 
values 


Industrial and annuity premium 

Life Income settiement options Basic Tables for interest and Installment 
Year-end total business figures figures, paid-up cash values, etc. 
PLUS... 


Savings-bank life Insurance 
Social Security information 
National Service Life Insurance 


All this for less than % the cost of your daily paper! 


Prices: 1 or 2 books—$4.50 ea.; 
3, 4 or 5 books—$4.27 ea. (5% discount); 
6 or more books—$4.05 ea. (10% discount). 


litcra 


75 Fulton Street, New York 38, - Y. 
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XTENSIVE 
DIVIDEND CHANGES 


Your CLINCHER for the 
BIG-MONEY POLICIES 


FiE NEW 1959 
ETTLEMENT OPTIONS 


All the latest changes in options on every policy issued since 
1900 by the 120 leading companies—more information 
than the policies themselves show! (It is a statistical 
fact that there are more than 700 changes every year.) 


Complete and authoritative settlement options information 
on 98% of all life insurance outstanding in the 
United States and Canada! 


Here—in the only work of its kind in existence—is your mil- 
4 lion-dollar-round-table potential . . . the facts you 
oa must have for effective programming. And program- 
‘ — — the real windfalls for the truly suc- 
cessful agent. 


With SETTLEMENT OPTIONS you save time and annoy- 
ance. No need for your client's policies . . . all the 


terms they show and more in SETTLEMENT OP- 
TIONS. 


With SETTLEMENT OPTIONS you have all the current 
options extended since the policy’s date-of-issue— 
more than appear in the policy itself or in the com- 
panies’ own rate books! 


With SETTLEMENT OPTIONS you put cash values to work 
for you .. . by showing prospects how they'll work 
for them. 

With SETTLEMENT OPTIONS paper work flies out the 
window. You have little or no yr ae es with 


companies .. . It’s the easy way to build your in- 
come and keep your clients. 


Prices: 1 or 2 copies—$7.00 ea.; 
3, 4 or 5 copies—$6.65 ea. (5% discount); 
2 6 or more copies—$6.30 ea. (10% discount). 


use this form 


Direct to FLITCRAFT, INC. 
to order direct 


BGROUP YOUR 
BORDERS... 


™ SAVE 


NAME (Please Print) 
COMPANY 


mmunition For Yout 


NEW in the 1959 
SETTLEMENT OPTIONS 


LINCOLN NATIONAL 


SUN LIFE OF AMERICA 
Added installment refund option to 
current option. 

UNITED BENEFIT 
Revised its fixed period, fixed install- 
ments and interest options. 

PLUS MORE THAN 700 CHANGES 
ELSEWHERE IN THE BOOK! 


Once again you can get the 
largest, rock-bottom discount by 
ordering through your Home 
Office. This way, the price 

of each book is determined 

by the total number of 

orders from your 

entire company. 


Or, if you prefer, you can 
order directly from Flitcraft, 
with the price of each book 

determined by the number you 
order at one time. Group your 
order with your associates to 
get the biggest discount possible. 


Please send _____ copies of FLITCRAFT COMPEND 
____ copies of SETTLEMENT OPTIONS 
____ subscriptions to COURANT 
| YEAR YEARS 
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HARTFORD FIRE GROUP 


Hartford Accident and Indemnity Company succeeding 
Wilson C. Jainsen, retired, Mr. Jainsen will continue to 
serve the organization as a consultant. Manning W. 
Heard, first vice president and general counsel, has been 
elevated to the new position of executive vice president 
of the Hartford Accident and will supervise the casualty 
and surety operations of the group. 


HOLLAND-AMERICA Insurance Company 
Kansas City Missouri 


Executive Vice President 


Ferdinand A. Hall has been elected executive 
president of this company. 
of Savre & Toso, Ine W.B 
an affiliated corporation 


vice 
He is also vice president 
Brandt & Company, Ine., 


INSURANCE Company of North America 
Companies, Philadelphia, Pennsylvania 


Executive Appointments 


Robert S. Gillespie and Edwin Hl. Marshall, formerly 
assistant vice pre sidents, have been elected Vice presi 
dents ot the Indemnity Insurance Company of North 
\merica 

Moylan [. Smith has been elected an assistant secre 
tary of the Insurance Company of North America and 
the Indemnity Insurance Company of North America 


KEYSTONE Insurance Company 


Philadelphia, Pennsylvania 


Vice President and Secretary 


Henry | \lotfett has been elected vice president and 


secretary of this COMpans 


MARYLAND Casualty Company 


Baltimore, Maryland 


Executive Elections 


Hl. ellsworth Miller, has been advanced to the oftice ot 
exccutive vice president of this company. He is) sue 


\lbert 


ceeded as vice president in charge of claims by 


W. Hegwood 


MID-AMERICA Fire and Marine Insurance 


Company, Kansas City, Missouri 


New Headquarters 


This head office from 29 
West Ninth Street to One West Ninth Street. Kansas 
City 5. 


company has moved. its 


\issourt 
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NEW YORK Mutual Casualty Insurance 
Company, New York, New York 


Elected Vice President 


Richard Greenwald has been elected a vice president 
of this company. He will continue his duties as produc- 
tion manager of agency and brokerage sales. 


PREFERRED Insurance Company 
Grand Rapids, Michigan 


New President 


I.. H. Sanford has resigned as secretary-treasurer and 
been elected president of this company, The office had 
heen left vacant following the death June 17 of Edward 
Kuiper. William L. Rodgers, M.D., has been elected 
secretary, and W. Clarence Beets, M.D., treasurer, 


RIVERSIDE Insurance Company of America 
Little Rock, Arkansas 


Introduces Auto Plan 


This company has introduced its own auto insurance 
plan in Michigan and Indiana and plans to extend it to 
other states in the near future. Sold through the Amer 
ican Agency System the plan features a continuous pol 
icy, with semi-annual and quarterly payments, signed 
applieations, direct billing by the company on behalf of 
the agent, and cash with the application. Underwriting, 
premium billing, collection, ete., will be handled through 
the home office. 


ROYAL-GLOBE Insurance Group 
New York, New York 


Marine Manager 


\W. HE. Curwen has succeeded Frank B. Zeller, retired, 
as United States Marine Manager for the Roval Insur 
ance Company, Ltd., the Liverpool & London & Globe 
Insurance Company, Ltd., the British & Foreign Ma- 
rine Insurance Co., Ltd. and the Thames & Mersey Ma 
rine Insurance Company, Ltd.; also as vice president 
and marine manager of all the affiliated domestic com 
panies of the Group. 


SOUTH BRITISH Insurance Company, Ltd. 


San Francisco, California 


U. S. Manager 


I. Godsall has been named United States manager of 
this company succeeding RK. L.. Neville who resigned to 


enter the agency business. 


SPRINGFIELD-MONARCH Insurance Company 
Springfield, Massachusetts 


New Monthly Plan 


SysteMatic has been developed by these companies 


and ts beg made available to their agents in practically 
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Keeping an KYE on 


our Agents’ needs 


We always keep our eye on the needs of our 
agents. They depend on ustoconcentrate 
on their problems. That’s why 
our agents are so successful. 


Mouston Fire CASUALTY INSURANCE CO. 
INSURANCE CORPORATION 


MAIN OFFICE 7 FORT WORTH, TEXAS 


all states to provide monthly budget payments for tire, WESTERN PACIFIC Insurance Comp pany 
casualty, life and accident and health insurance pre-  Segttle, Washington 

miums. An insured may choose to make his monthly ; 

payments for all policies included under Syste Matic Change of Address 

either by (1) use of a coupon book as a payment re Phe 


home office of this company has been moved 
minder or (2) pre-authorized check, 


from 312 First Avenue N. to 7107 Woodlawn Avenue, 
Seattle 15, Washington 


STATE-WIDE Insurance Company 
New York, New York WILSHIRE Insurance Company 
Los Angeles, California 


To Write Fire Lines New Company 


This company has been authorized to write fire lines 


in New York and New Jersey. 


This company commenced operations June Ll with 
capital of $248,000 and surplus of approximately $340, 
OOO after organizational expenses. Its stock has a pat 
TEXAS EMPLOYERS' Group value of S2. Headquarters are at 5413 West Washing 
Dallas, Texas ton Boulevard, Los Angeles, California, Officers of the 

; company are: President, Normand W. Des Champs; 
vice president, Lester R. Hill; secretary, Arnold B 
Executive Elections Deritield and treasurer, Richard CC, Bowes. The above 


Eugene T. Beckley and C. G. Weakley have been pose along with Joseph W. Jarrett comprise the 

elected senior vice presidents; W. T. Jones has been 
named vice president and sales manager and John Fk 
Stephens has been appointed vice president and actuary 


of Texas Emplovers’ Insurance Association, Employers new directors 
Casualty Company and Emplovers National Insurance 


THE TRAVELERS Insurance Companies 
Hartford, Connecticut pany 
Hutteed ‘Accident and Indemnity Company (Hartford, 
CG ticut}): Manning W. Heard xecutive vice re 
L. A. Branch Office F 
These companies plan construction of a $15 million The diese Indemnity elapse (New York, N. Y,): 
22-story office building in the mid-Wilshire district of | T. Morgan William e president 


t 


und secretary of 
Los Angeles. The building, which will be the tallest both this company and The Home Insurance C. mpany. 
office building in the Los Angeles area, will be com- Niagara Fire Insurance Company (New York, New York): 
pleted in May 1961. Part of the space will he used for Louis S. Cate chairman of the board of Phelp 


the Los Angeles branch office of the company and the Corporation and Dale E. Sharp, president of Morgan 
remainder leased to other tenants. G 


de 
st Company 
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Berens. 


“If I were asked to enumerate the services fur- 
nished by insurance companies that are most 
advantageous to an insurance agency, I would 
have to rank an adequate training program as the 
top item on my list,”’ states Howard de Franceaux, 
executive vice president, F. W. Berens Insurance 
Service, Inc., Washington, D.C. ‘‘For, one of the 
major problems of any insurance organization,” 
Mr. de Franceaux goes on to say, “is training the 
sales staff both as to sales methods and procedures 
and as to technical knowledge of the business.”’ 


For help in solving this problem, de Franceaux 
turned to Standard Accident’s Washington 
Branch. (Standard, you see, was one of the earliest 
insurance companies to initiate a full-scale agent- 
employee training program and, today, offers 
educational facilities and training courses that are 
acclaimed the finest in the insurance industry.) 


The Branch developed a complete educational 
program spanning the fundamentals of coverage, 
details of specific coverages, selling techniques for 
each line, “the works.”’ A bi-weekly luncheon- 
training session was then proposed and, as you 


agent training, too 


can see (above) approved. Meetings like the one 
shown (with Standard Accident’s Bill McKnight, 
left, instructing and with Mr. de Franceaux him- 
self, center, in attendance) have been held every 
two weeks now for six months. Successful? Accord- 
ing to Mr. de Franceaux, ‘‘there has been a con- 
siderable improvement both in production 
techniques and in our men’s ability to handle 
customers’ coverage problems.”’ Training, Stand- 
ard Accident style, can benefit your agency, too. 


OMS, SYMBOL OF SERVICE FOR 75 YEARS 


ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE ¢ DETROIT 32, MICHIGAN 


CASUALTY FIRE MARINE FIDELITY SURETY 


: 


Agricultural (N. Y.): James R. Callan 
has been appointed state agent for west 
erm Virginia succeeding Butter 
resigned 


Carey 


i orth, 


Allstate Co.: Has become the first casu 
alty insurance organization establish 
a women's division Mrs fyenes D 
Beaton, formerly director of women’s div 
of the Automotive Satetv Foundation, will 
head the new operation 


Lhe 


been 


America Fore Loyalty Group: 
Boston office, all) companies, has 
consolidated and is under the manage- 
ment of John P. Keary with Fdmund 1 
Bouchie and John H. Free as assistant 
managers. Mr. Kearv is) succeeded as 
resident manager for Fidelity & Casualty 
in’ Detroit by Woodley D. Gordon, pre 
viously agency superintendent in St. Louis 
Mo.) branch 

America 
president / 
duties at 


Fore Group 
mer J. Hey has assumed 
head othce New York relin 
quished by vice president Harold S. Rob 
tnson, upon medical advice, who will con 
tinue to be available for consultation 
also relinquishing active duties are Alfred 
V. Holman, vice president of fire com 
panies in’ Pacific dept.. and George A 
Daly, secretary of Fidelity & Casualty at 
head othee 

Pacitye dept John R. Jones, secretary 
ot fire Companies appointed vice presi 
dent all compamies; Edward W. McDowell 
advanced to secretary, fire companies, and 
transterred trom Chicago to assume gen 
eral underwriting duties in anticipation 
of vice president Stephen W. Weymouth’s 
retirement at end: and drnold ¢ 
hintabile, claims manager, be 
comes secretary, all) companies 
mad will serve as immediate assistant to 
Mr. Jones. Fire companies only——John K 
Recktenwall, assistant) secretary, western 
dept.. made secretary; and Earl B. Birong, 
Cleveland agent, appointed agency 
superintendent and transferred to western 
dept 


Vice 


changes 


Veal 
regional 
assistant 


state 


American Casualty: liomotions: Rober 
Koch to superintendent of association 
group div. of \ H dept 
with Jolin ¢ Bland veplacing him as 
Philadelphia AS H manager: and Harold 
©. Marine to manager of A & H in New 
Jersey branch othce. Ralph A. Lionetti 
has been appointed group travel super 
ising underwriter the 
travel accident div. of & 
newly-created post 


home office 


home othce 


H dept., a 


new multiple-line branch office 
heen located at 226 Carondelet St 
Orleans, with Charles W 
manager, Curtis 
casualty surety 


has 
New 
Blackstock as 
Bailey as man 
Donald Johnson, 
manager of accident - health Roy 1 
Greene, Jr. as manager of group A & H, 
John Mh manager of 


resident 


iger of 


and 
cle pt 


er as claims 


American Ins. Group: awrence 
mann has been advanced to branch chief 
executive at Hartford succeeding Robert 
For 
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W. Blakeslee, who was elected an assistant 
vice president and transterred to head 
othce operations dept. Mr. Fubrmann is 
succeeded as claim manager by Jo/in J 
Dinsmore 

Othce 
been 


manager |. Hlumbert Baer has 
transterred to Chicago and d/bert 
R. Mueller promoted to succeed him at 
Cleveland. Hugh Shippey, has 
advanced to bond manager at San 
cisco replacing William ka 
signed, and Richard 1 
to bond manager at Los Angeles 

George D. Rolie, Jr., assistant: branch 
manager at Dallas, has been promoted to 
branch chief executive Denver replace 
ing Fredric G 
ferred 


been 
Fran 
gieton, Te 


Hawkins elevated 


Reynolds, being trans 


American Mutual Liability: |! / 
inderson, Jr. has been named southern 
div. industrial sales manager in Atlanta 
and Thomas P. Gallagher promoted to 
western div in Lexington 
kv. 


Promoted to 


sales manager 
district sales managers 
Randolph W. Hope, Charlotte, N. ¢ 
Williaa Bonnel, Brooklyn, N.Y 

MW. Chapman Sullivan, Elizabeth, N. 
Roland Hil as, has 
pointed manager of Allied 
Agency part of othice 
operation 


and 


been ap 
American 


home marketing 


American Surety: H. Tillotson 
has been appointed senior underwriting 
vice president for casualty lines to succeed 
the late Franklin A. Seiler. C. Donn Ains 
lie has become a member of home othice 
staff as agency supervisor, agency- produc 
tion dept. and Charles M. Cole, Jr. ad 
vanced to succeed him as 
Rochester branch ofhiece. 


manager of 


Badger Mutual Ins.: (/yde 
son has been appointed fo new position 
of director of satety and loss prevention 
and is replaced as manager at 
by Wallace G. Rascher 


Chicago 


Barker Fire Office: Jeo J. Rodgers has 
heen appointed production supervisor tor 
Brooklyn operations for this firm which 


is a division of the Perrin Organizations 


Bituminous Casualty: / 
has been named to succeed | 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 


retired turn 
is replaced as manager at New Orleans by 
R T. Ohlwetle) Nici sR has 
been advanced to manager at Milwaukee 
succeeding Mr. Ohlweiler. Jolin Wa 

berg has been appointed assistant man 
ager at Chicago 


as Chicago manager and, in 


Brown & Sons, Geo. F.: / 
has joined this Chicago tirm as 
agent for its” Interstate 
Co 


Hunter 
special 


bite Casualty 


Buffalo: Boykin © Co 
headed by Claude EF. Boy! been 


appointed general agents tor 
\labama 


Birmingham 
have 
managing 


Calvert Fire: Df 
elected assistant secretary of the COMP AD 
and manager of the subrogation ce pt. and 
Prank L. Peck was made assistant manager 
ot the dept 


Was 


Chubb & Son: Anapp has been 
to manager of automobile 
and William J. Bradford, ] 
manager of vacht-hull dept 


pt 
tppomted 


Commonwealth Services, Imc.: 

Blood, tormerly insurance manager of 
Ormet Corp., has joined this New York 
City management and engineering con 
sulting firm as an insurance consultant 
mer has been appointed director of inte 
nal auditing. Association 
pointments: William ¢ 
superintendent; and Loyd 
sional secretary 

Charles 1 McCafferty and W 
O'Meara have appointed H 
managers at New York metropolitan and 
Louis branch offices 
Richard J. Sharp has 
ager at Kansas City 


group ais ap 
anil 


divi 


been 


respectively 


been named man 


branch 


Continental-National 
and Russell 


Group: 
A. Linton 


ippomnted managers of fire-marin 


been 


multiple peril div. at 
City Mo respectively 
late Charles 
Puckles, transterred to 


Hartford 


Detroit and Kansas 
succecding thre 
National 
home othee at 


Dixie Auto: Promoted to managers of 
new depts: George H claims: 
/ Alabama 
Frank Lyons, 
ing 


underwriting ined 
Georgia Florida underwrit 


Dubuque: J. 
pointed tield eastern 
lowa, Gene Dressler named special agent 
for central and western Robert 
/ Warren 
Wooster 


in has been ap 
representative tor 


lowa, and 


made state tor 


The Fund: Howard Barrett has been 
hamed assistant vice president in southern 


dept. at Atlanta. George F. Elliott has 


A! ae j a 
ome lee an | 
: 
i 
Barlow 
Folkers, 
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Field Appointments 


been appointed to supervise the nation 
wide individual policy accident and sick 
ness operation 

Robert A 


Aay has been appointed spe 
cial 


responsible for bond-burglary 
production with headquarters in Charles 
ton, W. Va. Frederick Merther 
been named marine special 
Svracuse (N.Y 


Green, 


agent 


has 
agent at 
Jolin G 
transferred to Albany as 
group special agent. Harvey R. Cooley 
has been appointed fidelity-surety burg 
lary special agent tor Virginia replacing 
James / Morano lar Solomon 
joined the San Jose (Cal. othee 
workmen's Compensation specialist 


succeeding 
recently 


has 
usa 


George I 
cific dept 
rector 


Pa 
stath as assistant personnel di 


Schindler has joined the 


General Fire: Special 
ments: Gordon R. Papke, central and 
northern Hlinois; and Lawrence M. Davis, 
northern New Jersey 


agent’ appoint 


Great American Ins.: Cross 
has been named as superintendent of the 
accident-health dept. at othice 

Chester Ostrowski has been up 
pointed special agent with headquarters 
at southwestern dept 


home 


Great Southwest Fire: 
chiel accountant, has been named 
ant treasurer 


Bosson, 


Mr. Agent: 
We can lessen 
your “load” 
with our 
prompt service, 
facilities, and 


insurance 


know-how! 


NATIONAL UNION 


INSURANCE 


PITTSBURGH e@ 


COMPANIES 


PENNSYLVANIA 


A DUAL Approach to Sales! 


Flexibility is a ‘must’ in modern insurance merchandising. Limiting yourself to 
a single hard and fast sales approach may cost you money 
‘across-the-board’ facilities help you solve this problem 
maintain profits at the two economic levels demanded by your clients. 


ANCHOR 


St. Paul 


MPANY 
Minnesota 


Anchor Casualty's Versa- 
tile Packaged Policies... 
Multiple Line Facilities 


A wide variety of standard stock 
coverages—tailored and packaged 
for present markets and sales. Home- 
owners’, Motel Owners’ *, Automatic 
Laundry Owners’* and 
tion Service Station* policies are 
representative of Anchor's broad 
line of effective selling tools. 


Combina- 


*JIn states where approved 


Our versatile, 
meet competition and 


Queen City 
INSURANCE COMPANY 
St. Paul 14, Minnesota 


Queen City’s Economy 
Automobile Plan... Pref- 
erential Fire Rates* 


Key stock company coverages at 
substantially reduced, competitive 
rates. Ideal for getting and holding 
business on those cost-conscious 
risks. Streamlined administration 
and acquisition costs eliminate red 
tape—give you more time for sell- 
ing and servicing. 


Harbor: Cecil J. O'Donnell, Claims man 
ager, was clected assistant vice president 


Hartford Group: Nettleship, 
Jr.. who is vice president of Columbian 
National Life, elected an assistant 
vice president of the group and will be 
associated with vice president’ Barnard 
Flaxman of the Harttord Fire investment 
dept. at home ottice 

Claim dept. statl 
Aeddy advanced to manager of Hartford 
local’ claims ofhce succeeding Aurt: A 
Fichthorn (named manager of New Britain 
othce) and Lawrence J. Kerwin, Jr., pro 
moted to assistant manager; and James W. 
Charron placed in charge of newly-estab 
lished claims othce in Manchester 

Hartford Fire appointment: Leslie 1 
Newton, Jr., inland marine special agent 
at Manchester, N. H.. succeeding R 
Dalton, resigned. 


Was 


changes: 


Ronald H 


Insurance of N. A. Cos.: Daniel BR 
O'Donnell has been appointed assistant 
manager of real estate dept 

Manager John W. Hess, Minneapolis, 
has been appointed to succeed Donald B. 
Pearce, returred, as manager of Pittsburgh 
service office for Indemnity of N. A. 


Kemper Group: Lawrence W Kunkel 
has been named Los Angeles  fire-inland 
marine dept. manager. San Francisco ot 
fice New senior executive is Lester M 
Lewis, supervising engineer in boiler 
engineering dept. Junior executives 

Richard K. Bliss, manager ot boiler un 
derwriting dept... Lynn O.  Brochert, 
supervisor compensation-lability un 
derwriting dept... James Jorgensen, 
audit’ dept. supervisor, Herbert Leary, 
tabulating dept. manager, Charles W 
Misenhelder, auto underwriting super 
visor, Clayton D. Payne and Frank A 
Pinto, claim supervisors, Warren W. 
Odenheimer, accounting dept. superivsor 
and Richard Williams, Jr., accident-health 
dept. manager. 

District manager Peter T. Standbridge 
has been transferred trom North Jersey to 
eastern Virginia area. William E. Thomp 
son has been promoted to district’ man 
ager for western Pennsvivania and Oscar 
M. Dunlap advanced to succeed him as 
manager of Pittsburgh claim ofhce 

John Van Cleave has been transferred 
to the Chicago home office agency pro 
duction staff and is succeeded as district 
manager Peninsula territory (San 
Francisco) by Dennis O'Reefe. 


Liberty Mutual Ins.: Parker Mo Morrell 
has been advanced to manager of north 
ern New Jersey region succeeding Charles 
D. Oliver, tvansferred to Atlanta office 


Sullivan, J) 
of Balti 
frthur ¢ 


Maryland Casualty: /o/in 
has been advanced to manager 
more claim div. succeeding 
Kahl, retired. William D. Driscell has 
been promoted to manager of fidelity 
dept. succeeding the late 4d. Lee Nichol 
son, Jr. Walter E. Wellman has been ap 
pointed manager of home office accident 
health dept. replacing Arnold Cole, 
resigned 


National of Hartford Cos.: ©. Bennett 
has been emploved as state agent in 
eastern Michigan 


Patterson, Arthur G.: Has launched his 
own independent insurance claim adjust 
ing service at 2520 Euclid Pl., Minneapo 
lis 
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Preferred Risk Group: !omack has 
been appointed manager of casualty un- 
derwriting dept., Aeith Humphrey, man 
ager of IBM dept., and Tom Ryan, chief 
fire underwriter 

Fdwin Joyner has been appointed 
branch manager at Little Rock, 
and Bill Doughan has joined the group 
as agency supervisor for eastern Arkansas 


Reliance (Pa.): Bernard P. Carey, Jr. 
house counsel and trial attorney, has 
been appointed superintendent of casualty 
claim dept. succeeding Peter P. Conway, 
recently elected assistant secretary 
Thomas A. Dugan has been named spe 
cial agent and will assist production su 
perintendent Joseph Kiefer in the 
New York metropolitan territory 


Resolute Insurance: Rober! Bo Chadwick, 
Birmingham, Ala.. and Robert J. Swift, 
Ottumwa, Lowa, specialists consumer 
credit, have been appointed as special 
agents for this company and Resolute 
Credit Life. 


Scottish Union Group: 
Thompson has been appointed special 
agent with headquarters at Minneapotis 
replacing Richard FE. Anderson, resigned 


Standard Accident: Sulli 
van has been named manager of home 
office machine processing dept 

Pacific dept. changes: John J. Curtin 
named resident secretary Donald ] 
Stevick appointed manager otf bonding 
dept., Leslie Van Lehn, manager of prop 
erty dept.. and George Rule. othce man 
ager; William H. Nelson promoted to 
manager, casualty underwriting dept 
northern Cal. branch; and later the 
vear a claim dept. will be set up with 
O. A. Knauer as manager 

William J. McKnight, and Willtam 
F. Frazer have been appointed production 
manager and bond underwriter 
tively, at Washington branch othce 


TEspec 


State Farm Mutual: Flected assistant 
vice presidents Meredith K. Nelson, Clau 
V. Dunnuck, Peter C. Smith and Richard 
F. Kelly, all former home ofhce general 
claim superintendents 

Another regional office decentralization 
under construction is at) Newark, Ohio 
Fast Central ofhee), and Fred 4. Gates, 
Indiana state director, becomes the re 
gional vice president, effective Jan. 1 
Deputy regional vice presidents will be 
Norman R. Sletght (Ohio state director) 
and Edwin FE. Wells (manager of Virginia 
div.). Regional auditor will be Jolin 7 
Schmidt (assistant tab auditor at Missouri 
othee) 


Stewart, Smith & Co., (N. 
( Wynne has been ippointed head of 
the marine dept 
Travelers Cos.: Schetdeman 
has been promoted to superintendent of 
enginecting and loss control div. and 
flexander A. Currie, 
branch office supervisor, branch office ad 
ministration dept 

Members of the executive stath at new 
Phoenix ( Ariz.) branch offee are: Donald 
Capelle, 
dept Seagers, manager 
fidelity-surety and fire-marine dept.: Jo/in 
R. Houser, 
Richardson, othce manager, branch othec 
administration dept Robert AL Guyver 
claim dept / 


advanced to 


manager, hfe accident health 
casualty 


group supervisor: Manin D 


Supervising adyustes 
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Performance 
Counts 


UTILITIES INSURANC COMPANY 


ST. LOUIS 2, MISSOURI 
Automobile Workmen’s Compensation Liability 


315 PINE STREET e 


Years Of 
Quality 
Service 


Robinson, 


neering and loss control dis 


resident representative, engi 


Travelers changes 


Visors: promoted to assistant 


Super 


manage4rs 


John R. Atwate Albany. No and Joe 
B. Morton, Jr. Richmond, Va., casualty 
fidelity surety and Charles Whitt 
Savannah casualts fidelity surety ina 
fire-marine Assistant manager ©. bugene 


Iskins has been trates 
terred from Yonkers. N \ toy 
Willian Lawler has been Apporntes 
superintendent Montreal 
Field) supervisors transferred: Jolin #1 


fidelity surets 


Graham, casualts fidelity surety and fire 
marine, from Indianapolis to Cincinnati 
bred EF. Disch. tweemarime. trom 
to New Haven, Conn. Guy Po Ther 
from loronte to Montreal Gerald 
Walhh from Minneapolis to Omaha, and 
Robert W. Dickinson trom New Haven to 
Washington, D. ¢ fidelity surety. Field 


supervisors appointed: 4. Mareil, 
toston, and Rolar R. Duyer, Svraciuse 
NOY. thre marine, Dor Chase, 


ford, Hf. Donald Peterson, Chicago, Walte 
Bennett, Minneapolis, Clarence Hen 


myer, Lubbock, Robert Hyatt, Rich 
mond, Va.. and David Ne San Diego 
fidelity surety; James Smith, San bran 


cisco, casualty -fidelityv-surety: and 
Aeating, Camden, N. J. casualty fidelity 
surety and fire-marine 


Trinity Universal: 
I has been appomted a special tvent 
for northeastern Indiana bt. Wayne 


Volpe Co., W. A.: This Newburgh, N.Y 
firm of insurance adjusters has 
Charles W. Link, formerly a statl adjuster 
with Netna Casualty, as resident adypuster 
tor Ulster, Green and Dutchess counties 


Wolverine: / ddl. MeCro formerly 


director of advertising tor Country, Com 


pamies of hicave, has been named direc 


tor of advertising for thus Company 


PERFORMANCE\, | 
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Field Appointments—Continued 


Federal Life & Casualty, Secured of In 
dianapolis, and Riverside of America 


Zurich-American Cos.: Molert J. Coyne 
has been promoted to assistant: secretary 
and will be responsible for casualty and 
fire production under Fred Oliver, 
assistant S. manager in charge of sales 
and marketing 

Claims dept. promotions Charles B. 
claim manager, 
midwest dept frthur B. Sforza to super- 
intendent of claims, Buffalo; and Carl G. 
Inderson to superintendent of claims, 
Baltimore 

Guert Van Hal has been appointed sales 
representative assigned to lowa 

\ northern New Jersey branch office 
has been opened in Orange with John T. 
Hughes as manager. Assisting him in the 
sales and marketing div. are Walter 
Downey, Bruce Hill and George Stggins; 
John H 


Creighton to assistant 


Mundorf has been appointed 
supervisory underwriter and Thomas J. 
hilzpatrick, superintendent of claim dept. 

The Jackson (Miss.) branch office has 
moved to its own building at 330 N 
Mart Plaza 


NEW TEMPLATE 


\ NEW TEMPLATE for making scale 
diagrams of accidents and 
other layouts of cars trucks 


on roads and drives has been pro- 
duced by the Traffic Institute of 
Northwestern) University. 

It is for use by police trattic 


personnel, accident — investigators 
for msurance companies, trafhe en- 
vineers, safety officials, and others, 


Phe device, 10 x 334 in. in size, 
Is an improved version of the tem- 
plate developed in 1952, according 


to the Institute 


Gives Explanation 


Designer of the template is’ J. 


Stannard Baker, the Institute's di- 

rector of research and development. 

He explamed its use in this wav: 
“Using 


diagrams ot 


template and pencil, 


scale accidents and 
other trattic situations can be drawn 
quickly and accurately to scales of 
ten and twenty feet to an inch. The 
template is available also for the 
les and 
other trathe elements can be out- 
Most road 


with the 


metric svstem. Typical velit 


lined with the cut-outs 
situations can be drawn 
scales and curves 

“The template provides a useful 
nomograph for problems 
involying the relationships of speed 


\lso, it has 


solving 


and stopping distance 


been designed to serve as a simple 
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clinometer for measuring grades 
and super-elevations.” 

A twenty-page illustrated instruc- 
tion manual is included with the 
new template. It describes in detail 
how to use all the template features 
and how to estimate speeds from 
skidmarks. 

The template is priced at $2.00. 
When five or more are purchased, 
the cost is $1.60 ea. Orders should 
be addressed to the Traffic Insti- 
tute, Northwestern University, 
1804 Hinman Ave., Evanston, TIL. 


1L.A.C. AWARDS 


THE INSURANCE Advertising Con- 
ference meeting in Williamsburg re- 
cently made its seventh annual 
awards for excellency in advertising. 
The  Mitchell-Vincent Company, 
Brvan, Texas, was presented with 
the Oscar Award in division + (over 
$250,000) annually); the Justus 
Mulert Company, Pittsburgh, in 
division 3 ($100,000 to $250,000) : 
the Tom Bartlett Insurance Agency, 
North Baltimore, Ohio, in division 
2 ($50,000 to $100,000) and Wilson 
A. Roberts, Williamstown, Massa 
chusetts in division 1 (under $50,- 
OOO), 


AWARDED GRANT 


ERWIN W. BISCHOFF, a driver im- 
provement analyst for the California 
department of motor vehicles, has 
been selected as the recipient of the 
nation’s first scholarship set up spe- 
cifically to determine the relationship 
of alcoholism to trattic safety. The 
$750 scholarship for study at the 
seventeenth annual session of the 
Yale University summer school of 
alcohol studies was awarded by The 
James S. Kemper Foundation. 


LOVELY DOGWOOD TREES 


Finest of native trees is Cornus Florida— 
(White Flowering Dogwood) Cover your 
property with them at this fantastic price 
3 to 4 feet: 25 for $20.00; 100 for $65.00, 
200 for $110.00. 


ORNAMENTAL EVERGREENS 


Canadian Hemlock, Rhododendron Maxi- 
mum, and Mountain Laurel. 2 to 3 ft. 25 
for $20.00, 100 for $65.00, 200 for $110.00 
Limited offer. So RUSH your order TO- 
DAY. Will make shipment when same is 
wanted 


W. R. McGUIRE 
Milligan College, Tenn. 


SAFETY EDUCATION 
GRANTS 


NEW 


eight 


YORK UNIVERSITY is offering 
grants-in-aid for full-time 
graduate study in safety education 
during the 1959-60 academic year. 
The announcement was made by Dr. 
Walter A. Cutter, director of NYU's 
Center for Safety Education. 

The grants cover all tuition costs 
for two semesters. In addition, the 
recipients will be assigned to specific 
duties for which they will receive 
compensation, The total value of 
each tuition grant and the compensa- 
tion is $2,500. 

Two of the grants-in-aid are spon- 
sored by the Esso Safety Founda 
tion, and the winners of these will 
be required to develop a project that 
must be ready for publication by the 
end of the vear. The 
sso awards will go only to resi 
dents of the following: Arkansas, 
Connecticut, Delaware, the District 
of Columbia, Maine, 
Maryland, Massachusetts, New 
Ilampshire, New Jersey, New York, 
North Carolina, Pennsylvania, 
Rhode Island, South Carolina, Ten- 
nessee, Vermont, Virginia, and West 
Virginia. There are no_ residence 
restrictions on the other six grants- 
in-aid, 

Each candidate must have a 
bachelor’s degree and must be ac- 
cepted by the NYU School of Edu- 
cation before he can be considered 
for a grant. Applications are to be 
in the hands of Dr, Cutter by April 
1. The recipients will be announced 
by April 30, 

The Center for Safety Education 
was established at New York Uni- 
versity in 1938 by a grant from the 
Association of Casualty and Surety 


academic 


Louisiana, 


Companies. It provides programs 
in safety education leading to both 
master’s and doctor's degrees, 


HEALTH INSURANCE 
BENEFITS 


\  NATIONWIDI study 
sponsored by the Health Insurance 
Institute reveals that 140 of the 


claims 


consumer 


under accident and health 
policies are for amounts over S500. 
32% of the claims are for less than 
$100) the 


S100 and S500 


remainder between 
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EDITORIALS 


Assent and Dissent 

Editors’ Corner, The (monthly) 
1958 Estimated Earnings 
Executive Comment 
Mutual Underwriting By Lines 
New insurance Stock Index 
Stock Operating Results 
Stock Underwriting By Leading Classes 
Stock Underwriting By Lines 


BUYERS & LOSS CONTROL 


Behind the (monthly) 
Buyers’ Round Table (monthly) . 
Insurance Risk Analysis—William 
Lightning Protection .......... 


Loxses 


Peet 


LIFE AND ACCIDENT and HEALTH 


For August, 1959 


Mar. 14, 


LAST SIX MONTHS 


May 
Aug. 11 
June 12 
Apr. 14 
July 15 
Mar. 4 
Apr. 19 
.May 15 
Aug. 15 
Aug. 4S 
June 
Apr. 151 


Apr. 97 


Accident and Health Developments (monthly) Aug. 32 
Accident and Health Procedures (1.A.S.A.)— Karl F. Faton..Apr. 68 
Business Man's Business, The (Selling Life) 

William H. Allison ............. May 8&8 
Complete Package, The— Bernard Tohn Daenzer July % 
Doctor & Insurance, The-—Col. Wim, J. Rushton June 129 
Disability Income Insurancee—Howard Q. Skoawho July 25 
Financing Health Care—F. J. Faulkner . Apr. 33 
Investment Philosophy (Selling Life)—John R. Dykers May ™ 
Life Insurance in An Affluent Society—F. F. Cragg, CLI Apr. 105 
Life Insurance Primer—Albin S. Rozploch - Mar. 95 
Mental Health Insurance—John D. Porter field, Vip Aug. 32 
Selling Life (monthly) . Aug. 101 
Today & Tomorrow—Frederic M Peirce June 106 
Visiting Nurse Service—J. F. Follmann, Jr May 29 

LEGAL AND CLAIMS 
Judge Says, The R. VM. MacArthur (monthly) Aug. 109 
legal Spotlight, The (monthly) - Aug. 109 
Regulated Competition—Joel B. Dirlam, Irwin M. Stelzer Apr. 129 
MANAGEMENT & GENERAL 

All Risk Physical Damage Insurance— Bradford Smith, J) Aug. 37 
Annual Report—George F. Reall Apr. Sl 
Atomic Risks, The— Joseph P. Gibson, Jr. ... June 67 
Aviation Insurance— Woodrow J. Van Hoven Apr. 119 
Business or Profession ?—John H. S. Jamieson June 97 
Cargo Costs—Gunther G. Weinstock . ; July 71 
Casualty and Surety Rating Bureaus—Flmer A. Treaits Apr. 29 
Completed Operations—Howard RB. Clark July 938 
Don't Throw the Baby Out the Window—William W. Ellis .Mar. 119 
Federal vs. State Regulation—Robt. N. Gilmore, Jr May 111 
Fraud—lIts Cost to Management—Peter A. Zimmerman ..... Mar. 79 
Fundamentals—.J. H. Laidlaw June 90 
Guideposts to Survival-—Frank Lang Aug. 20 
In Retrospeet 7. M. Alerander, Sr Aug. 18 
Installment Buying for Property Insurance 

Dr. James Athearn ....... May 20 
Insurance Management Today--Robt. H. Brandon June &5 
Judge Says, The ; July 100 
Lightning Losses--Lightning Protection Institute Aug. 45 
Lloyd's of London—Alhert A. Morey June 121 
Lower Automobile Insurance Rates Rernard F. Cadden July 
Mental Attitudes and Safety—Karl Menninger, M. D Mar. 67 
Merit Rating—Paul Benbrook May 18 
Moral Hazards & Automobile Unde rwriting 

F. W. Polfreu, Jr... June 20 
New Approaches James M. Cahill June 71 
News From London  Dencil Stuart Aug. % 
Philosophy of Investment—John R. Dykers May 4 
Prescription for Profit—Rohert Z. Alerander ........... Mar. 10 
Seat of Wisdom, The—Dudley M. Pruitt Mar. 2 
See Properly—Drive Safely ............... May 60 
insurance—Henry EF. Theobald ..... Mar. 123 

reading of Risk, The—.J. F. Traver July 
Third Party Financing—Louis A. Orsini ie Jan. 59 
Underwriting Experience--S. Alerander Rell July 49 
Urban Renewal—Milford A. Vieser Mar. 18 

OFFICE METHODS 
Are Executive Committees Effective?—Guy Fergason Tune 33 

Around the Office—Guy Fergason (monthly) Aug. 78 

tooklets (monthly) Aug. SO 
Circularization of Accounts (1.A.S.A.)—Donald B. King May 58 
Success Story—Turner RB. Barter Apr. 58 
ind Audit Control «DAS A.) -W. Still Aug 


Electronic Pr 


ocessing J. P. Tahenu July 36 
Executive Expense Allowance (Around the Office) 

Guy Fergason ..... May 47 
Expense Control—Part I1—Fdward F. O'Toole May 51 
Expense Control—Part II June 47 
Dxecutive Health—Guy Fergason Apr. 71 
Leasing Office Equipment Apr. 61 
Hidden Persuaders of Success—(Charles Laing ....Feb. 46 
Management Decision, Part If. (Around the (ttc 

Guy Fergason Aug. 7S 
Modern Aids to Office Efficiency (monthly) July 30 
Office Equipment Directory (monthly) Aug. 
Paper Work Control— Benjamin FF. Smith June 42 
Premium Collection Records—C, Ross Apr. 
Purchase vs. Rental (LA.S.A.)- Walter 4. Pderen 41 

SALES AND EDUCATION 
Agent of the Future, The—Norris C. Flanagin Apr. 148 

157 M 2, Apr. 
Business Man's Business, The—William H. Allison May 89 
Claims Interviews May 99 
Questions and Answers—tmerican Institute 

Part I—Insurance Principles & Practices May S38. June 

Part IT Principles and Practices July Ange. 
Farm Liability Insurance—-Thomas V. Stoker Tune (4 
Great A-V Controversy, The—Wobhert F. Kilbride May 75 
How's Your Public Relations? Harley N. Cole Apr. 90 
How to Have a Way with Words—Wallace G. Strathern Mar. 102 
Making Survevs Practical. James J. Chastian uc. ™ 
Quiz of the Month 

Mar. 91, Apr. 111 

Marine Insurance May 10% 

Insurance Principles Practices June July 105 

Application of Electronics Aug. 11 
Rating Differentials— Archie Slawshy Apr. 20 
Real Potential, The—S. Rains Wallace Jan. &3 
Sales Slants from Other Fields (monthly) May && 
Salesman Looks At Underwriting. Ralph F. Zangmaster ..June 18 
Service for the Customer. Frank Vueller, J 101 

MISCELLANEOUS 
Accidental Deaths Nuc 40 
Association Notes Ang 4 
Rest’'s Stoek Index 
Building Cost Index 
Company Developments 
Conventions Ahead 
Fir Losses 
Home Office and Field Appointments Aug. 12 
Insurance Stock Quotations 
Motor Vehicle Deaths \ug 
New Directors Aug. 121 
New Publieations 
Obituaries \ng 
Rate Changes Ane 
Reports on Companies Aug 115 

RATE CHANGES 
Automobile 

Conn, D. C., TIL, Towa, Kansas, Maine, S. © Mar. 130 

Md., Mich., Vt... Wyo Apr. 102 

Neb., Nev., N. Y.. Ohio, Ore.. S. D., Utah. Wash May 74 

Ala., Canada, Colo., Fla., Ind., Ore., Pa., R. 1, Wash 

June 114 
Ariz Fla., Me Va Vt Wisc July 
Ala., ¢ Del. Me N. D.. N. H.. N. Ne Mex... R. I 

Fire 

Othe, We. Mar. 120 

Mad ‘ Tuly 

Aug. 62 
Clase 

Calif., Ind., Ky., Mich, Mo., Nev, N. M., Ohio, Okla. 
Hoapitalization 

Pa Julv 78 

Aug. 
Liability Other than Auto 

Iowa Jan. 28 

Tenn ie Mar. 130 

Ala., Ariz., Colo., Conn., Del, D. Ga., Ind. Tow Mad 

Mass., Neb... Nev.. N.C... No. OkKla.. Ore nm. 

S. Dak Tenn., Utah, Vt... Wash... West Va... Wisc W June 114 

Workmen's Compensation 

Pa Anr, 192 

Va . Ma 74 

tore Va 104 

Ind. Ky N. J.. © July St 
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INSURANCE COMPANIES REPORTED ON (FROM JANUARY, 1959) . 
: Aetna Cas. & Surety, Hartford Birmingham Fire & Cas. Co., Birmingham Florida Home Ins. Co., Miami i 
(Absorbs Subsidiary) ............-Mar. 133 (Stock Exchange Rejected) ..... Jeune 161 (New Vice-president) ............Aug. 116 
Aetna Fire Group, Hartford Bituminous Casualty Corp., Rock Island Forest Ins. Co., Atlanta at 
(Merger) ee Feb. 135 (Increased Dividend) ............Jan. 127 (Merger Proposed) ..............Aug. 117 
(1958 Experience) ..............-Mar. 183 Blue Ridge Fire Ins. Co., Hagerstown Founders’ Ins. Co., Los Angeles + 
Aetna Ins, Co., Hartford (New Vice-presidents) ..........May 145 
(Executive Appointments) .......Apr. 169 Blue Kidge Ins. Co., Shelby Frankenmuth Mut. Ins. Co., Frankenmuth py 
(Moves Headquarters) ...........May 143 (Stock (Companies Merge) ..............Jan. 128 
i Aetna Life Affiliated Cos., Hartford Butler County Merchants Mutual Fire Frankford Mutual Fire Ins. Co., Phila. e 
(Senior Vice President) .........Feb. 135 Ins. Co., Washington (Changes Title) .................Jume 162 : 
(Executive Promotions) .........Apr. 168 Frankford Mutual Ins. Co., Phila. 
Agricuitural Ins. Co., Watertown Calvert Fire Ins. Co., Baltimore 
: (To Acquire Anchor) ............Apr. 169 Canners Exchange Subscribers at Warner st 
" (New Vice-Presidents) ..........Apr. 169 Inter-Insurance Bureau, Chicago General America Corp., Seattle ae 
(Stock Issue Approved) ..........May 148 (Rules Against Reciprocals) ......Jan. 127 (Dividend Actions) .............Mar. 184 vk 
(Exchange Effected) .. .....duly 119 The Casualty Ins. Co. of Calif., Los General Mutual Fire & Reinsurance Co ag aK 
(Stock Exchange) ..Aug. 115 Angeles ° Philadelphia " 
Alliance Co-Operative Ins. Co., Topeka (Te Write A. @ 156 (Volicyholders Assessment) ......Feb. 136 
(Name Changed) ...........-.-.-.Jan. 127 The Casualty Reinsur. Assn. of America, General Reinsurance Corp., New York shied 
Allied Western Mutual Ins. Co., Kansas City New York (Appointed Secretaries). .- Aug. 117 Sees 
(New Title) (Associations Combine) ..........Jan. 128 ‘eorgia Cas. & Sur. Co., Atlanta 
Allstate Insurance Cos., Skokie Central Natl Ins. Group, Omaha (NGW 108 
(Enter Inland Marine Field) ....Feb. 135 (Executive Promotions) .........Aug. 116 Gibraltar Mutual Ins, Co., Philadelphia ‘ 
(Deviation Approved) ...........Feb. 135 Central Standard Indemnity Co., Chicago (Now ID 
’ (Assumes Chairmanship) ........Apr. 169 (Moves Headquarters) ...........May 144 (Moves Head Office) .............July 120 Cae 
(Name Protected) ...............May 143. The Century Insurance Company, Ltd. Glens Falls Ins. Co., Glens Falls 
' (Truck Fleets) Aug. 115 (Appoints Ultramar Group) ......Jan. 128 (1958 Experience) ...............Apr. 171 i 
(Swiss Subsidiary) Aug. 115 Chubb & Son, New York Government Employees, Washington, D. C. : 
t (Women's Division) Aug. 115 (Admitted to Partnership) .......Jan. 128 (Stock Dividend) ................ Mar. 134 ee 
: (California Rates) Aug. 115 (Increased Dividend) ............Jan. 128 Grain Dealers Mut. Ins. Co., Indianapolis 
aa (New York Rates) Aug. 115 (Incorporates) ......... Aug. 116 (New President) ................0une 162 RES: 
\ Alltrades Ins. Co., Los Angeles The Cincinnati Ins. Co., Cincinnati (Executive Appointments) . -Aug. 117 ve 
(New Company) .... July 119 (Additional Stocks Sold) ........Jan, 128 f#reat American Group, New York 
(Named President) Aug. 115 Colorado Ins. Group. Boulder (Merger Approved) ... 
x Amalgamated Mutual Automobile Cas. Co., (First Vice President) ..........Jan. 128 (Named Chairman) ..............May 145 Ey 
New York Combined American Ins. Co., Dallas (Competitive Auto Poliey) .......July 121 
(Executive Appointment) ........Feb. 135 (Executive Vice-president). Aug. 116 Great American Ins. Co., New York ‘ { 
America Fore-Loyalty Group, New York Combined Ins. Co. of America, Chicago PISS) 162 
: (Appointments) ..................Feb. 185 (Stock Dividends) ...............Apr. 170 Great Southwest Fire Ins. Co., Phoenix 
; (Terminate Membership) .........Feb. 135 (Moves Headquarters) ...........May 144 (Executive Vice-President) ......June 162 i 
(1958 Results) Mar. 138 (Expands Operations) July 119 ‘The Guarantee Mutual Fire, Springfield 
(Executive Changes) ............Apr. 169 @ommercial Standard, Fort Worth (New Location) Mar. 194 
(Merger Proposed) ..........--..June 161 (Buys General Agency) ..........Feb. 126 (Reins. by Merchants & Farmers) June 163 “as 
(Merger Voted) Aug. 115 (Executive Promotions) .........Apr. 170  uaranty Security Ins. Co., Minneapolis 
Aug. Commercial Union Assur. Co. Ltd., London Completed) ...... Aug. 117 
Amer Ast y Co., Re -ropos: j Gulf American F. & Co., Montgomer 
(Direct Mail Plan) ..........--.-Apr. Consolidated Mutual Ins. Co., Brooklyn 
(Specifiec sease Policie une 16 (Named Treast 
: American Credit Indemnity Co. of (Assumes New Duties) ..... Jan. 128 ph ee mary Agreement) ........Apr. 171 Be 
(Moves Headquarters) .. ..May 143 (Injunction Denied) . Har Aug. 11% — 
American Fidelity & Cas. Co.. Riehmond (New Accident Policy) ...... "June 161 “Viee P Stevens Point 
5 (Leaves N.Y.) Ang. 116 Continental-National Group, ‘Chicago ice Cos.. Harle -June 162 
d American General Insurance Co., Houston (1958 Experience) ........... Apr. 170 (Named vi a Presid os., Harleysville a3 
(New Secretaries) ...............May 143 (Package Insurance) ..... 170 Hartford Fi 
American Health Ins. Corp., Balto. (Change in Division) .. 170 Hartford 
(New Chairman) ...... .....May 148 (Credit A & H Sales Barred) ....A poreved) 136 
Sales Barred) ....Apr. 170 Hartford Fire Ins. Group, Hartford 
American Internal. Underwriters Corp., N. Y. (Consent Injunction) Aug > 
(Named Chairman) Nay 143 ug. 116 (Elected Secretaries) ............Jan. 129 
eric: Co., gham Cornbelt Ins. Co., Freeport (Named Vice-President) M 
3 (Stock Exchange Rejected) June 161 (Named Vice President) July 120 B siness Devel 145 
American Reciprocal Insurers, New York “Now York. 144 Stock Ins. Co., New York 
(Rules Against Reciprocals) .....Jan. 127 (1958 Experience) ‘ Apr. 171 The His ford Ste 
(Executive Vice President) ......Mar. 133 Hartford Steamboiler Inspection and 
(Dividend Increase) .............Jan. 127 Dixie Auto Ins. Co., Anniston Div end) 10 
(Stock Dividend) 127 (Executive Vice President) ......June 162 Dividend) Ape. 
: (Stock Dividend Voted) . ..Feb, 185 Dover Mutual Fire Ins. Co., York 145 
(Executive Promotions) .........June 161 Frastern Casualty Co., New York (Management Committee) ........Jan. 129 
American Surety Group, New York “(New Headquarters) May 144 Ho xecutive Vice President) Aug, 120 4 
4 Empire State Ins. Co., Watertown (1958 Experience) Mar. 134 
(Elected Comptroller) ...........May 143 (Merger) Feb. 135 N Vins 
Anchor Cas. Co., St. Paul Employ (New residents) May 146 
(Control Acquired) Apr. 169 sagen fi iroup, Boston Houston Insurance Group, Fort Worth ' 
(Executive Appts.) ............-.May 144 (Heads Claim Department) ......Jan. 129 
Employers Mutual Group, Wausau Iinperial Ins. Exchange, San Gabriel 
ive (Chief Executive Officer) ........Apr. 171 (Non-Assessable Policies) ... Mar. 135 : 
‘ ock ‘ xe) g . Ise 
(New President) Feb. 135 (New Auto Policy) 12 : 
Annapolis Fire & Marine Ins. Co., Raltimore ——— Co... of New York ‘ene 127 (New Vice Presidents) . July 121 
A Mar. 133 (Elected Vice President) ........Mar, 134 
(Stock Distribution) .. .....-Mar, 133 Assn., New Insurance Company of N. A. Cos., Phila. 
...-.dan. 127 (Executive Appts.) ..............Jume 168 
: Associated Lumber Mutuals, Chicago Farmers Ins. Group, Los Angeles (Executive Appointments) Aug. 120 
: (Elected President) June 161 (Co-Chaieman) 168 Ins. Co. of Washington, Washington 
Atlantic Mutl Ins. Co, N.Y (Heads Truck Exchange) .......June 162 
: (Executive Vice President) July 119 (New President) ................dune 162 Ins. Corp. of America, Indianapolis 
(Expand Casualty Operations) July 119 (Heads Mid-Century) ...........June 162 
: Atlantic National Ins. Co., Miami (Heads Fire Ins. Exchange) .....June 162 International Guaranty and Insurance Co., , 
(Surplus Contribution) ..........Jan. 127 Fidelity & Deposit Co. of Md., Balto Tangier, Morrocco 
Atias Insurance Co., Lincoln (Stock Split Proposed) . ....May 144 (Ordered Liquidated) ............Feb. 136 : 
: (New Company) ... Apr. 169 (Stock Split & Stock Dividend) ..July 120 Interstate Fire & Cas., Chicago 3 
Fireman's Fund Group, San Franctseo 
Balboa Insurance Co., Los Angeles (Executive Changes) .............May 144 (Stock Split) 121 
(Named Vice President) ...Apr. 170 (New A & H Polices) ............May 144 Interstate Indemnity Co., Los Angeles , 
: Bankers Fire & Mar. Ins. Co., Birmingham (Announces Merit Plan) July 120 (Assume W.C. Obligations) .....Jan. 130 zi 
: if (Chief Executive Officer) Mar. 184 (Credit Account Plan) July 120 (Binds Assigned Risks) ..........Jan. 130 3 
128 Best's Fire and Casualty News = 


lowa Fire Ins. Co., Waterloo North : 


American Accident Ins. Co., Chicago Service Fire Insurance Co., New York 
(Absorbed by Aetna Casualty) ...Mar. 133 .-.-Jan. 131 (Named Vice President) 140 
Kansas Mutual Ins. Co., Topeka (Elect Secretary) ........cccccsed June 164 (Elected Treasurer) June 14 
Jan. 127 North British and Mercantile Ins. Co., Ltd., South British Ins. ¢ San Francisco 
Kemper G:roup, Chicago London U.S. Manager) Aug. 10 
130 (Proposed Acquisition) ..........June 161 Southeastern Fidelity Fire Ins. Co. Atianta 
May 146 (U, S. Direction) July 119 (To Write Multiple Lines) ......May 148 
Keystone Ins. Co., Philadelphia Northern Ins. Co. of New York, New York Southern Ins. Co., Dallas 
(Vice President and Secretary) Aug. 120 (Increased Dividend) .... .....Mar. 138 (Elected Vice President) ......... Jan. 132 
Keystone Mutval Cas. Co., Pittsburgh North British Group, New York Springnetd Fire & Marine, Springtietd 
(Payment to Claimants) .......... Jan. 130 (New U. S. Marine Manager) ....Jan. 131 (1958 Experience) ..... awe eaccaeee 
The Northern Assurance Co., Ltd., New York (Executive Appointments) des Apr 
(Deputy U.S. Manager) ..........Feb. 1837 Springtield-Monarch Cos., Springfield 
Law Union and Rock Ins. Co., Ltd., rere Jan. 131 (New Monthly Payme nt Plan) Aug, 120 
Hartford Northern Mutual Ins. Co., Ephrata Standard Accident Insurance Co., Detroit 
Feb. 136 (Changes Title) .......... May 147 (1958 Experience) .......... Apr. 174 
t Liberty Mutual Insurance Co., Boston Northern Security Ins. Co., Montpelier State-Wide Ins. Co, N.Y 
fi (Change in Procedure) ..........2 Apr. 171 (New President) Feb. 137 (To Write Fire Lines) \ug. 121 
London Assur. Group, New York Northwestern Fire & Marine Ins. Co St. Paul Companies, St. Paul 
June 163 Minneapolis (1958S Experience) ....... ...-Mar. 199 
b Lumbermens Mut. Ins. Co., Manstield (Merger Completed) Aug. 117 (Promotions) .......... .-..-Mar. 140 
(Agency Vice President) ........June 163 Ohio Casualty Ins. Co., Hamilton ...Mar. 140 
(Dividend Action) ................ Jan. 131 (Budget Plan) ...... wane ...Mar,. 140 
Manufacturers and Wholesalers Indemnity (Stock Offering) | .... Feb. 13% (Increased Dividend) ....... June 164 
Absorbs Coal Mine Operations) .June 16 
(Co-ordinate Operations) ....... Apr. 172. Pacific Natl. Fire Ins. Co., San Francisco and r) Apr. 174 
Maryland Casualty Co., Baltimore acitic o ew Yor iroup, ew Yor 
(1958 Experience) .............. Mar. 135 (1958 Experience) ......... -Mar. 138 May 148 
(Executive Appointments) .......May 146 Paramount Fire Ins. Co., San Francisco 
(Executive Eleetions) .. Aug. 120 ...-Mar. 138 Life Jan. 122 
- Maryland Indemnity & Fire Ins. Exchange, Peerless Insurance Co., Keene Travelers Insurance Co.. Hartford 
Baltimore (New President) ............ ... Mar. 138 ry , : 
(Increased Dividend)............ Mar. 141 
Mar. 135 (Moves Headquarters) ...........May 147 (1958 Experience) \pr. 174 
Massachusetts Bonding & Ins. Co., Boston Pennsylvania Mutt. Ins, Co., Atburtis 148 
Jan. 131 (Merger Agreement) July 12 Inde 
( utive Appointments) ....... Jun. 131 Ins. Co., Collegevil sul iL. A. Branch Office) Aug. 121 
(Executive Appointments) ....... Mar. 135 (Merger Agreement) July 122 
Merchants & Mut. Fire Ins Co., Phoenix of Hartford Group, tlarttord Tri State May 148 
Worcester (Executive Vice President) ......Feb. 137 
(Reinsures Guarantee) .. June 163 (1968 Experience) ......cccccceeed Apr. 172 
Merchant Fire Assurance © ‘orp., New York dc United Medical Service, Inc., New York 
Mar. 135 Phoenix of London Group, New York (New Vice Presidents) May 148 
(Stock Dividend) ......... .....June 163 (Mortgage Disability Policy) ....May 147 United Pacific Ins. Co., Tacoma 
Mercer County Mutual Fire Ins. Co., Preferred Ins. Co. Grand Rapids (Officers Appointed) ..... Mar. 141 
Pennington (New President) Aug. 120 United States F. and G., Baltimore 
ce May 146 Preferred Risk Mut. Ins. Co., Des Moines (1958 Experience) .Mar. 141 
: (Non-assessable Policies) ee May 146 (To Write Fire Insurance) ......May 147 (Elected Chairman) wa May 14S 
Metropolitan Ins. Co., Chicago Providence Washington, Providence (Executive Elections) 164 
Fi (Co-ordinate Operations) ........Apr. 172 (Reinsures Canadian Business) ..Mar. 138 — United States Liability Ins. Co., King of 
Michigan Mutual Auto, Traverse City (1958 Experience) . oeeeeeee Apr. 112 Prussia 
(To Write Fire) ......... ....Apr. 172 Public Service Mutual Ins. Co., New York (Moves Headquarters) June 14 
Mid-America F. & M. Ins. Co.. Kansas City (Executive Appointments) ..-Feb. 137 Utica Mutual Ins. Co.. Utiea 
(New Headquarters) . Nug. 120 (Named Vice Presidents) \pr 
Mid-Union Indemnity Co., Elgin rhe Reinsurance Corp. of New York. N. ¥ (New President) ..............0.. Fed. 187 
(License Not Rene ...May 146 Mar. 139 
utual Benefit, Omaha teliable Ins. Co., Dayton ‘He 
(Senior Security Plan) ......... Mar. 138 (Moves Headquarters) . May 147 Ins. Co., M 
(Executive Promotions) ..........2 Apr. 172 Reliance Insurance Group, Philadelphia 13 
(Additional Protection) ........./ Apr. 172 (Executive Appointments) ......) far. 139 7 s. Chicago 
(To Insure National League) ....May 146 (1958 Experience) . Apr. 172 Jan. 127 
(Coal Mine Oper: ations Absorbed) June 164 Washington County Ins. Co., Washington 
National Grange Mutual Liability Co., Keene Republic Ins. Co., Dallas F (Reinsures Butler County Merchants) 
Mar. 138 | Mar. 139 Feb. 137 
National Grange Mutual Ins. Co., Keene (Stock Dividend) ......... ..Apr. 173 West American Ins. Co., Hamilton 
Mar. 138 Rhode Island Mut. Ins. Co., Providence (New Vice President) ..... Apr. 174 
(Reinsures Natl. Grange Mutual * (Reduces Dividends) . ----.Apr. 173 Western Casualty and Surety, Fort Scott 
Fire) . wa .. July 122 Riverside Ins. Co. of America, Little Roek A (Stock Offering) .. Apr. 174 
2 (New President) July 122 (Introduces Auto Plan) : \ug. 120 Western Millers Mutual Ins. Co., 
S National of Hartford © cuupanies, Hartford Royal-Globe Insurance Group, New York Kansas City 
Niagara Fire Ins. Co.. New York (1068 Experience) .....cccsscces Mar. 139 (Executive Changes) .......... _. Jan. 132 
(Acquires Stock) EE Ee (Marine Manager) Aug. 120 (Changes Title) July 122 
The National Mutual Ins. Co., Salina (Moves Headquarters) July 122 
Mar. 138 Safeguard Ins. Co., Hartford Western Pacifie Ins. Co., Seatth 
National Mut. Sav. Ins. Corp., Upper Darby (Merger) ...... ? Feb. 138 (Change of Address) Aug. 121 
(Title Changed) Mar. 138 Seaboard Mutual asualty Co., Philadelphia Western Pioneer Ins. Co., Oakland 
i National Mut. Thrift Ins. Corp., Upper Darby (Assessment Levied) Feb. 137 (General Manager) July 
Be Mar. 138 Seaboard Surety Co., New York Wilshire Ins. Co., Los Angeles 
(Moves Headquarters) sid ....Apr. 172 (Change in Capital) ............ Mar. 140 (New Company) Aug. 121 
National Union Ins. Cos., Pittsburgh Secured Ins. Co., Indianapolis Wolverine Ins. Co., Battle Creek 
(Executive Promotions) ..... June 164 (Acquired by Wolverine) pr. 175 (Premium Budget Plan) Feb. 138 
Nationwide Ins. Co., Columbus Security-¢ ‘onnecticut ¢ ‘ompanies, New RL (Acquires Secured) .. ..Apr. 17% 
(Farm Homeowners Package) ....May 146 (1958 Experience) ... Apr. 173 (Director of Ins.) .. ‘ June 164 
New England Reinsurance Company, Boston Security Ins. Co. of New Haven, “New Haven 
i (New President) ...-May 146 (Increased Dividend) ............ Jan. 131 Yorkshire Ins. Co. of New York, New York 
New Hampshire Fire, Manchester (Increased Dividend) ............ Mar. 140 (Stock Acquired) .. Feb. 138 
(To Change Name) Recess ..May 147 (Increased Dividend) ... ...June 14 
New York Mut. Casualty Co., N. Y. Selected Risks Ins. Co.. Branchville Zurich-American Ins. Companies, Chicago 
(Vice President & Treasurer) ...June 164 Mar. 140 (High Indemnity Program) ......Jan. 132 
(Elected Vice president) Aug. 120 Service Casualty Company, New York (Assistant U. S. Manager) cose. COR. 192 
i New Zealand Ins. Co., Ltd., San Franciseo (Named Vice President) ........ Mar. 140 (Enter Credit Field) Veb. 138 
(Executive Changes) ... ....duly 122 (Elected Treasurer) .............June 164 (Merimatic Plan) .... ....Mar. 141 
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« « <LIST OF ADVERTISERS > »> 


Aetna Casualty & Surety Co., Hartford, Conn 
Affiliated National Hlotels 
Agricultural Insurance Co., Watertown, N.Y 
Ameriea Fore Loyalty Group, New York, N.Y Conter 
American Apprasial Co., Milwaukee, Wis 
American Casualty Co., Reading, Pa 
American Credit Indemnity Co., Balt more, Ma 
American District Telegraph Co., New York, N.Y 
American Equity Insurance Group, Miami, Fha 
American Fire & Casnalty Co., Orlande, Fla 
American Insurance Newark, N. J 
American Motorists Insurance Chieago, 
American Reinsurance Co., New York, N 
American Surety Co., New York, N.Y 
Anchor Casualty Co., St. Paul, Minn 
Appleton & Cox, Ine New York, N 
Bituminous Casualty Corp., Rock Ishind, Tl 
Bivth & New York, N 
Bowles, Andrews & Towne, [ne Rochmond, Va 
Ibriseoe & Associates, J. Tuell, Chleago, 
Buffalo Insurance Co., Buffalo, N 
burns, Ine Frank, Seattle, Wash 
Bushnell & Co., Alexandria, La 
Clark & Co., Otis, San Franciseo, Calif 
Combined Insurance Co., Chicago, 
Commercial Standard Insurance Co.. Fort: Worth, Texas 
Conover & Chase, Chicago, Tl 
Continental Casualty Co., Tl 
Corroon & Reynolds Group, New York, N.Y 
Crown Life Tnsurar Co Poronte, Canada 
Crum & Forster Group, New York, N.Y 
Cudd & Coun, Ine., Spartanburg, S. © 
Dale & Co... Ltd Montreal, Canada 
Dimling, Tlenry, Los Angeles, Calit 
Associates, Toledo, 
Edgewater Reach Tioetel, Chieago, Tl 
Employers Insurance Co. of Alabama, Birmingham, Ala 
Employers Reinsurance Corp Kansas City, Mo 
Fidelity & Deposit Co Lialtimeore Mal 
Financial General Group, Des Moines, Lowa 
Froggatt & Ine., Joseph, New York, N.Y 
Fulton Insurance Co., New York, N.Y 
Fund Insurance Co's., San Francisco, Calif 
General Insurance Corp., Fort Worth, Texas 
Greene, Inc. WOW New York, N.Y 
Griffiths, Tate, Ltd, Chieage, 
Hanover Insurance New York, N.Y 
Hartford Accident & Indemnity Co., Hartford, Conn 
Hartford Fire Insurance Tlartford, Conn 
Ilawkeyve Security Insurance Co tes Moines, Lowa 

r, Russell OL. Hartford, Conn 

n Fire & Casualty Insurance Co., Fort Worth, Texas 
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Thunter 


& Co., Ltd. Robert, Montreal, 


Rha 


Canada 


Ins. Co. of North America, Philadelphia, Pa 


International Business Machines Corp., New York, N.Y ha) 
Inter Qeean Reinsurance Cedar Rapids, Towa 
Kansas Life Insuranee Kansas City, Mo we 
Kolob Corporation, Salt Lake City, Utah a7 
London Group, New Yo N. ¥ 
& Lanes! ‘ ip, Plartford, Coun 
Lumbermens Mutual Casualty ¢ Chiengo, 3 
Lumbermens Mutual Co Manstield, 
Manning & Sons, Pexas 
Marbury & ¢ Win Rusten, La 


» 


Marshall & Co., A. W., Newark, N 


d 
Maryland Casualty Co., Baltimore, Md 1 
MeGuire, W. RL, Milligan College, Tenn 126 
Melling & Bevingtons, Montreal, Canada oS 
Minnehoma Insurance Tulsa, Okla 
Mutual Benefit Health & Accident Ass'n, Omaha, Neb 100 
National Mutual Insurance Co., Celina, 52 
National Union Insurance Co'’s., Pittsburgh, Pa 
New Amsterdam Casualty Co., Baltimore, Ma ot 
Northwestern Mutual Insurance Co., Seattle, Wash ss 
Occidental Life Insurance Co., Los Angeles, Calit 104 
Oficinas De Ultramar, New York, N. ¥ 06 
Ohio Farmers Companies, LeRoy, 
Toole Associates, Ine (Queens Village, N.Y ‘BS 
Pacitic Emplovers Insurance Los Angeles, Calit 1235 
Pacitic Indemnity Co.. Los Angeles, Calit 
Pacitic National Fire Insurance San Francises, Calif 
Pan American Companies, Houston, Texas 114 
Paramount Underwriters, San Franciseo, Calit 
Pastor & Co., Ine., Louis J ; 3 
Paull & Son, Ine., Alfred. Wheeling, West Va YY 
Peerless Insurance Co., Keene, N. H 
Peirce Dictation Systems, Chicago, Il 
Penna. Lumbermens Mutual Ins. Co., Philadelphia, Ua 
Pittsburgh Plate Glass Co., Pittsburgh, Pa +4 
Preferred Risk Insurance Co., Fayetteville, Ark As] 
Prudential Insurance Co. of America, Newark, J 
Recording & Statistical Corp., New York, N.Y 6 
Redmond & Shaughnessy, Montreal, Canada 
Reinsurance A Ine., Chieage, Tl 110 
Reinsurance Cor New York, New York, N.Y 7 
Reliance Insurance Co., Philadelphia, Pa 41 
Ritter General Ageney, Denver, Colo a7 
Royal Globe Insurance Group, New York, N.Y 23 
Royal Typewriter Port Chester, 
St. Louis Insurance Group, St. Louis, Mo Ins de Front Cover 
St. Paul Group, St. Paul, Minn ou 
Security Connecticut Insurance Group, New Haven, Conn 
Seibels, Bruce and Co., Columbia, S. © 2 
Shelby Mutual Insurance Shelby, Ohie 
Sheridan & Co., Chicago, I tis 
Smith-Corona, Ine., Syracuse, N.Y 
Southern Insurors, Ine Fort Smith, Ark v7 
Southwest Casualty Insurance Co., Fayetteville, Ark 
Standard Accident Companies, Detroit, Mieh 
Standard [nsurance Co ‘ulsa, Okla 
State Farm Insurance Co., Bloomington, Tl 
Stewart, Smith & Co, New York 
Stewart, Smith (Canada), Ltd., Montreal, Canada 
Strudwick Co., A. EL, Minneapolis, Minn 
Sun Insurance Office, New York, N.Y 123 
Swett & Crawford, Los Angeles, Calif i 
Traders & General Insurance Co., Datlas, Texas 
Trans-Canada Assurance Agencies, Ine., Montreal, Canada 
Tressel & Associates, Harry Chieage, Tl 
rrinity Universal Insurance Co., Dyillas, Texas 114 
Union Mutual Life Insurance Portland, Me 
United Pacitie Insurance Co, Taeoma, Wash 11 
United States Casualty Co.) New York, N.Y 
Utilities Insurance St. Louis, Me 
Washington Fire & Marine Co. St. Lewis. Ma 2 
Western Insurance Ageney, Mont 
Weston Byron, Dalton, Mass “4 & 
Wilson & Co., AL Toronto, Canada 
Wolte, Corcoran and Linder, New York, N.Y 24-72 
Woodward & Fondiller, New York, N.Y 24-72 
Woodward, Ryan, Sharp and New York, No 24-72 
Best's Fire and Casualty News 


The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies 
which receive our recommendation are permitted to advertise in its columns." 
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Perfect fit...once! 


But he kept on growing. Just as the cost of everything has grown. Replacement costs of all 


your possessions are up because of inflation. For dwellings alone, values have gone up about 
70° in the last nine years. It’s important for you to make sure your insurance protection 
has kept pace with rising costs. So find out the actual value of your home, furnishings and 
personal possessions at today’s prices. Then your local independent insurance agent or 
broker who represents the Maryland in your community can bring your protection up to date. 
Remember: because he knows his business. it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10.000 agents and brokers. 


Another striking advertisement to help ld more business for the local agent or broker 


by dramatizing the importat 


ou. ‘Unforeseen events...need not change and shape the course of man’s affairs . 
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Baltimore Marvland 

ot insurance to value 


FASTEST SELLING PACKAGE 


INA’S HOMEOWNERS POLICY 


INA originated the Homeowners and INA leads the field in volume written. This is a real showing in leadership, 
the kind the agent with a future should have, helping him get and hold business in any line. And here’s a point: 
the Homeowners is an opening wedge into complete family protection. One agent, one source, one monthly 


payment under INA’s new convenient |NAmatic plan. All this is extra value to help make your tomorrow big. 


INSURANCE BY NORTH AMERICA 


insurance Company of North America Indemnity Insurance Company of North America . Life Insurance Company of North America . Philadelphia 
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